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pOPULAR ACCEPTANCE 


A majority of all tool buyers think PROGRESSIVE 
of Black & Decker first! ENGINEERING 
Constant new -tool development 
SALES - BUILDING 
ADVERTISING 


28 years of advertising and sales 
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keeps the B & D line out in front! 


EXTENSIV E 
SERVICE FACILITIES 


promotion to build and expand ; 
23 Factory _manned Service 


new electric tool markets. 


pow ERFUL 
ANCE 


Largest field s ag in the industry 


Branches cover every major trad- 
ing area. 
SALES THROUGH 
DISTRIBUTORS 


devoted exclusively to Sales : : 
From the beginnings Black & 


through Distributors! 


mosT COMPLETE representation to be the most 
LINE sound and economical method of 


A Tool for every industrial need. selling portable electric tools. 


THE BLACK & DECKER MFG. CO-. TOWSON, MD. 


Decker has believed distributor 


Joining UP 
with Black & 
Decker has 
consistently kept 
my house out in 


front in portable 
electric tool sales- 
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sOLD BY LEADING pisTRIBUTORS EVERY WHERE 





IF YOUR CUSTOMER HAS A POWER DRIVE — 





For threading, we recommend 
the No. 72 BEAVER quick- 
opening fully-adjustable 
threader—with die throwout 
device which makes it unneces- 
sary to back off over the fin- 
ished threads. The dies are 
out in front—the chips fall 
away—and oiling is an easy 
matter. The No. 72 BEAVER 
Threader with three sets of 
dies to thread 4 to 2-inch has 


a resale price of $15.75. 


show him how he can convert 
it into a modern electric pipe 
machine by adding an auto- 
matic knife cutoff and a quick- 
opening fully-adjustable die- 
head. 


The No. 5 BEAVER Burrless 
Knife Cutter is the ideal tool 
to use for cutting off pipe with 
the BEAVER Model-C and 
other power drives. It is auto- 
matic in action—leaves no in- 
side or outside burr—cuts off 
2-inch pipe in less than 30 
seconds. Resale price, $15.00. 





BEAVER PIPE TQDLS 


639 MILLS AVE. 


39 Years of Quality 


WARREN, OHIO 
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No high pressure selling 
required to meet high 
pressure pipe line require- 
ments 


The W-S line of Forged Steel Fittings, will 
equip you fully to solve your customers’ 
pipe line problems. 


W-S Fittings—bored from solid forgings— 
are of drop forged open hearth steel with 
a tensile strength of at least 75,000 pounds, 
are free from concealed defects, and assure 
a free flow. 


Concentrate your sales activities on the 
power, chemical refinery, hydraulic and 


FORGED STEEL 
FITTINGS 





A complete line available in sizes, styles 
and pressures in both screw end and socket 


welding types. 





other industrial plants in your territory 
where steam, water, oil, gas or ammonia 
are carried in pipe lines under high pres- 
sures and temperatures. With W-S Forged 
Steel Fittings you can satisfy the most 
exacting demands—profitably. A complete 
range of sizes, in welding and screw end 
types is available. 


Write for details of the W-S Distributor 
Franchise. The Watson-Stillman Company, 


Roselle, New Jersey. 





WATSON¢:#STILLMAN 
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wew 272 pace DATA BOOK 








A new hand book 
of modern power 
transmission units, 
containing com- 
plete design and 


application data 





Between the covers of this new book are 
presented in convenient, compact form, 
complete engineering and reference data 
on—self-aligning anti-friction ball and 
roller bearing units, newly designed for greater 
life .. . unmounted bearings for various industrial 
applications ... babbitted bearing units for every 
service... welded steel base plates... take-ups... 
friction and jaw clutches, including the newly-ac- 
quired Twin Disc line...cast and cut tooth gears... 
steel split and cast iron pulleys... safety collars... 
couplings, both flexible and rigid... drop hangers 
and hanger bearings... grease fittings... shafting — 
the latest designs of the leading manufacturer of 
power transmission equipment. The line that an- 
swers every need for dependable, low-cost power 
transmission service in all industries. A “natural” 
for the progressive mill supply house. 

The book contains 272 pages of illustrations, 
dimensions, weights, list prices, engineering infor- 
mation, cross-indexed for convenient use. Return 
the coupon for your copy. 
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Please send copy of new Power Transmission Book No. 1600 
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MOIG Offers the 






TRANSMISSION BELTING 





ode Ya al Thermoid offers a Transmission Belting, de- 
ee . o signed and constructed for long life, which is 
— best suited for each type of service. 


CONVEYOR BELTIN¢ 


Thermoid Conveyor Belting is built to handle 

all types of materials. It assures completely 
: satisfactory service and lowest cost per ton 
of material moved. 


Thermoid Multiple-V Belts 
V ° B E LTS have a balanced con- 
struction that facilitates 
their shock-absorbing 
action and their operation 
under low tensions with- 
_ out slippage. Full range 
of sizes to service all V-belt 
a installations. 





1 & AIR HOSE 
DS wll. -~ 
i’ DOREPL Rou aire ae ome 
_. . > > pat wrapped constructions. 


C" STEAM HOSE 


4 Thermoid Steam Hose is specially constructea 
to meet the most severe service conditions. 
There is a type and size for all service pressures. 


uo \ WATER HOSE | paaine| 





" Thermoid wrapped or molded Water Hose is 
available for all purposes and assures long 


life and satisfactory service. 





FLAT AND V-BELTS - HOSE 
PACKINGS - BRAKE LININGS 
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Products and Policy ae 
That Mean Profits! —— 


T= fact that there are thou- 
sands of satisfied users of 
Thermoid Industrial Rubber 
Products clearly demonstrates 
the sales possibilities of the line. 


The line is complete, and each 
individual product is engineered 
to do its particular job well. 
Manufactured from the highest 
quality raw materials, and with 
themostadvanced methods, each 
Thermoid Product offers long life 
and lowered maintenance costs. 


The distributor who carries the 
Thermoid Line knows that he 
is equipped to meet competi- 


tively every customer's indus- 
trial rubber product needs. 


Now, Thermoid offers a franchise 
that brings a new high to the 
profit possibilities in industrial 
rubber sales. Perhaps you oper- 
ate in one of the territories where 
this franchise is still available. 


It will pay you to make a full 
investigation of Thermoid’s Com- 
plete Line of Industrial Rubber 
Products. Your inquiry will re- 
ceive immediate attention. Write 
today, and avoid the chance of 
missing one of the most profit- 
able sales franchises you have 
ever been offered. 


Inermoid 


THERMOID RUBBER 


DIVISION OF THERMOID COMPANY 


TRENTON, NEW JERSEY 


More than Half a Century of Progressive 
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HA-TENMILE 








@ TOUGH, DUCTILE WELDS. Hi-Tensile ‘““G”’ produces strong joints 
that withstand shock and strain. Tests on Hi-Tensile ““G” welds 
show surprising elongation. 


@ HIGH SPEED AT ALL CURRENT VALUES. Welders say that Hi- 
Tensile ‘‘G’’ can “‘stand the heat”’ better than any rod they’ve ever 
used—and that it’s the “‘coldest-running”’ rod. 


@ SMOOTHNESS OF BEAD. We know of no rod that runs more 
smoothly and leaves a smoother bead. Very little spatter. 


@ ADAPTABILITY. This rod is practical for use under all conditions 
on production, maintenance and construction work. 


SELL ACCO QUALITY in Page Welding Electrodes, Page Chain Link 
Fence, Tru-Lay Preformed Wire Rope, Reading-Pratt & Cady Valves, 
Campbell Abrasive Cutting Machines, American Chains (Welded and 
Weldless) and Wright Hoists. 


PAGE STEEL & WIRE DIVISION ¢ MONESSEN, PENNSYLVANIA 


See our exhibit, Metals Building, New York World’s Fair 





AMERICAN CHAIN & CABLE COMPANY, Inc. 





AMERICAN CHAIN DIVISION @ AMERICAN CABLE DIVISION @ ANDREW C. CAMPBELL DIVISION e@ FORD CHAIN BLOCK DIVISION @ HAZARD WIRE ROPE 
DIVISION @ HIGHLAND IRON AND STEEL DIVISION ¢ MANLEY MANUFACTURING DIVISION e OWEN SILENT SPRING COMPANY, INC. @ PAGE STEEL AND 
WIRE DIVISION @ READING-PRATT & CADY DIVISION @ READING STEEL CASTING DIVISION ¢ WRIGHT MANUFACTURING DIVISION @!N CANADA :DOMINION 


CHAIN COMPANY, LTD. @ IN ENGLAND: BRITISH WIRE PRODUCTS, LTD. © THE PARSONS CHAIN COMPANY, LTD. © In Business for Your Safety 
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TWIST DRILL AND 
MORS MACHINE COMPANY 
NEW BEDFORD, MASS., U.S.A. 


NEW YORK STORE: 130 LAFAYETTE STREET- - - - CHICAGO STORE: 570 WEST RANDOLPH ST, 
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BOSTON WOVEN HOSE & 
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Protect your Production 


Grinding wheels are essential throughout all industry. On countless 
grinding jobs, Macklin meets all demands with grinding wheels suitable 
in grain, grade, structure, size and shape for every grinding purpose. 
Macklin wheels cut cool and fast, hold their shape, and give long life. 


An experienced Macklin Sales Engineer will be glad to assist your 
customer in the selection of the correct wheel to give most efficient 
and economical results on any particular job. 





Protect Your Customers’ Production with Macklin Grinding Wheels . . . 
uniform quality . . . dependable service. 


MACKLIN COMPANY 


Manufacturers of Grinding Wheels 
JACKSON, MICHIGAN, U.S.A. 


Distributors in principal cities 


Sales offices: —Chicago, New York, Detroit, Pittsburgh, Cleveland, 
Cincinnati, Milwaukee, Philadelphia 





This new catalog will be appreciated by 
purchasing agents, tool supervisors and 
all users for its convenience as a drill and 
reamer reference book. 


It completely lists all types of drills, 
reamers, screw extractors, counterbores, 
interchangeable punches, etc., manufac- 


) CATALOG 
ALOU 


tured by Whitman & Barnes, and devotes 
space to facts pertaining to the use and 
care of twist drills. Listings of affiliated 
types of tools have been grouped so that 
there are no unnecessary pages to leaf 
through, enabling users to find the required 
information quickly. 


You are invited to write for your copy. 


WHITMAN & BARNES 


2110 WEST 


FORT 


STREET 


DETROIT, MICH. 
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LOOK THROUGH 
THE BORE 


Rough cast “sticks” are 
more expensive. Bunt- 

mm ing Precision Bearing 
Se& Bronze Bars save waste 
, ofmetal, wasteof labor, 

. and waste of time. 


Precision machining of Bunting Bearing 
Bronze Tubular Bars is getting the business for 
wholesalers in a position to supply them. Look 
through the bore of a Bunting Bar to see a better 
bearing metal business for you... The Bunting 
Brass & Bronze Company, Toledo, Ohio. Ware- 


. . ° og: Al ilable f tock hundreds of diff 
houses in All Principal Cities. sizes of Bunting Standardised Broase Bearings. 


BRONZE BUSHINGS - BEARINGS 
PRECISION BRONZE BARS 
BABBITT METALS 
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FILES must have a “lot on the ball" to satisfy today's critical buyers. 
Just average cutting ability is out. Nowadays the file user wants a tool 
that will cut fast, cut clean, cut true. 


HELLER NUCUT is your answer. Its better performance is certain to 
please your customer. That means more orders. It also strengthens your 
reputation as a distributor of reputable merchandise. In what better 
way can you build both good will and good business? 


Profit-minded dealers are invited to look into , SELL 
the HELLER NUCUT protective sales policy. Oppor- 
tunities in your territory may be waiting for you ; THE FI LE 
that you should know about. Write today for with the 


all the details. 


HELLER BROTHERS COMPANY 
NEWARK, N.J. NEWCOMERSTOWN, OHIO 


HELLER NUCUT WAVY TEETH’ FILES 


PROTECTED BY U.S. PAT. NO 2,027,039 


’ WHITE TANG 
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Get acquainted ....relax... 





- cil 


Koy Meets icl 


. enjoy to-sell quality mechanical rubber goods. Over 


yourselves, if you are among the representa- fifty years of progress due to consistent qual- 
tives of the supply companies attending the ity; territory protection and generous sales 


Convention in Bermuda. 

Getting acquainted is always good 
practice whether on shipboard, or at 
office or home. Our distributors have 
found their acquaintanceship with 
Quaker to be very profitable. Quaker 
offers the most complete line of easy- 


PHILADELPHIA 


aids, makes the Quaker franchise profitable. 

Some territory is still available. 

BELTING Let Quaker be your steering wheel 
HOSE to this desirable rubber business. 


Investigate the Quaker Franchise 
PACKINGS and distributor protection. Get in 
touch with us. 


NEW YORK -+- CHICAGO -+- SAN FRANCISCO 
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~A STATEMENT of POLICY 


1 





The American Pulley Company throughout nearly half a century of 
business, has recognized the economic value of the services performed 
by Industrial Distributors—and believes that such Distributors provide 
the most satisfactory method for nation-wide distribution of ‘‘American’”’ 


stock products. 


Along every step of the way, we have devoted ourselves to the closest 
possible cooperation with our Distributors in establishing their position 


and in the solution of their problems, whatever they may have been. 


Mill Supply Distributors know that we can be depended on for product 
quality and fairness of both pricing and profit margins—the foundations 


of successful business. 


We take this opportunity to pledge ourselves to complete and continued 
adherence to these policies. We shall continue to direct our sales through 
Industrial Distributors, as has been our successful practice for many 
years. To this end we will always be alert for opportunities to cooper- 


ate with them to our mutual benefit. 


MERICAN 


STEEL-SPLIT 
Millions of these pulleys, 


io U L L ie Y 4 in use in every industry, 


have demonstrated their 
superiority and ready acceptance. The “American” line 


requires only a moderate stock investment, yet it offers 


a real opportunity for substantial profits and prestige 


in your territory. When you sell ‘“‘Americans” you have 
no complex engineering problems and you are equipped 
to supply the correct pulley for any job with a com- 


plete line that includes types for many special purposes. 


MERICAN 


TENSION CONTROL 


No other method equals the short center drive 
efficiency provided by the “American” Tension 
Control Motor Base. You can assure your cus- 
tomer that savings in power consumption and 
increased belt and bearing life will return the 
cost of the installation at frequent intervals. 
And from your own viewpoint, every “American” 





Motor Base sale builds your reputation for 
practical solutions to important production and 
maintenance problems and offers a new outlet 
for the sale of flat or V-belts, pulleys and sheaves. 
Shown in the illustration are two 150 H. P. 


beater drives. These motor base installations 
are repaying their cost every few months. 


THE AMERICAN 


SPECIALISTS IN MECHANICAL 





























MERICAN 


WEDGBELT ay 
a N SS 
» | PULLEYS & DRIVES Mim S 


ir ) - 





ie 68 “American” Distributors have learned the profit of supply- 
—— ing their customers with the finest obtainable V-belt drive 
re equipment. The line is complete in every respect, with 
© & “Wedgbelts” of all cross sections and standard lengths, with 
d Ff multiple groove and fractional horse-power sheaves and with 
- b perfected adjustable diameter pulleys in single and multiple groove types. 
s. OF Wedgbelt products are attractively packaged in Metal Edge boxes for quick identi- 


fication and simplified stocking and shipping. Distributor inventories are kept 


at a minimum by the use of carefully machined interchangeable bushings. 


| 


These “American” catalogs, covering the 
complete Wedgbelt line, are in reality 
practical engineering manuals that answer 
many important problems in mechanical 
power transmission. 

They include all engineering data and com- 
plete drive tables that are necessary in 
figuring drives of all horse-powers, making 
them invaluable to every plant operator... 
and an effective selling tool for every Dis- 


__ Am 


J : K 
4 tributor’s salesman. 

fas Catalogs like these are available for all 
¢| “American” products . .. and are freely 












provided for Distributor’s sales work. These 
are in addition to “American's” consistent 
advertising in important industrial publi- 
cations that add a “plus value” for every 
“American” Distributor. 


PULLEY COMPANY 


Pdeaale oo 
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PULLEYS 
& DRivESs 











POWER TRANSMISSION ENGINEERING 




















MERICA 


PRESSED STEEL 
HAND TRUCKS 








...and 
INDUSTRIAL 
TRUCK WHEELS 


They'll pay your Customers 


Dividends 
These Features 


Your customers will immediately recognize the value of M 
ake Sales 


pressed steel construction in “American” Hand Trucks and 


remember you as their source of supply. Their sturdy design SCacvece balance collaves 


reduces repair costs so sharply that the savings will repay the trucker of dead weight. You 
can sell the idea of getting 
more material moved with the 
same amount of effort. 


entire original investment. The superior quality of these trucks 
is quickly apparent . . . their smooth-running performance is 


asily demonstrated .. . customers are compl i 
ae rasa pletely satisfied and ® Sturdy pressed steel construc- 


buy again .. . the line includes every type of two wheel hand tion makes these trucks practi- 
truck and many for special materials and operations. As a cally unbreakable. Every one of 
your customers is interested in 


result, it’s the kind of line any salesman /ikes to sell! niece ° 
eliminating truck repair costs. 


In addition, there’s an opportunity for extra profits in ® Complete line includes trucks 
“American” Industrial Truck Wheels. They are supplied in in 34 styles and 75 sizes. You 
can recommend a truck ideally 
suited to your customer’s 
particular requirements. 


semi-steel and pressed steel, and with rubber tires and roller 


bearings. Thousands of replacement wheels will be sold this year. 
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STANLEY CONTOUR GRINDER ....$69.50 


Compares favorably with grinders costing up to three 
times as much. Releases highly paid die-makers from 
slow hand filing and stoning jobs, in grinding dies; 
“finding blanks”; trimming non-ferrous metals, cor- 
recting hardening distortion; making brass templets. 


Sturdy 12” x 12” table. %, HP., 18,000 R.P.M. Direct 
Drive Universal Motor Unit tilts 90° to 45° and is remov- 
able for lathe tool-post grinding. 


trave (STANLEY marx 


on gRnnet 
0 


PLUS a Complete Line of ¥% 
Portable Electric Drills, Grind- 
ers, Sanders, Screw Drivers, 
Hammers and Accessories, to 
cut costs on hundreds of pro- 
duction, maintenance and con- 
struction jobs. Every plant in 
your territory needs this 
equipment — today more than 
ever before! Stanley Electric 


Tool Division, The Stanl Se “tind cvttind ot" riot 
Works, New Britain, Conn. we pee ior Og e eee yarge ast 


oe owt " - ane 
We Are Represented by ee ele 2 atts yr 308 we @ 
Selected Distributors. ath? | coo® aie eyookt™ 





STANLEY ELECTRIC TOOLS 
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A STEADY LINE SINCE 29 


The "TOLEDO" No. 999 the complete '/3"" to 2'' Power Pipe and 34" to |!/."" Bolt Machine is now 
10 years old and its ever increasing sales proves its popularity with all types of users. 


Users are agreed that a complete pipe and bolt machine is better able to take care of their require- 


ments and is good economy. 2" pipe cut off in 10 seconds, threaded in 22 seconds, smaller sizes 
even faster. 


The No. 999 has many desirable and helpful selling features—Four blade cut-off that cuts off 2 inch 
pipe in 10 seconds. Separate adjustable quick-opening or non-opening die head and dies for each 
size making for quick die change and smooth, standard threads. Direct gear drive—no chains or 
belts. Centrifugal type oil pump direct driven from motor—no relief valves—oil line easily cleaned. 
Round renewable long lasting ways. Safety friction gear that slips in event of overload, preventing 
damage to machine. Operates from a lamp socket. 


You can best serve your customers and assure them of satisfactory service with a "TOLEDO" No. 
999 the complete pipe and bolt machine. 


LIGHT AND PORTABLE. EASILY TRANSPORTED FROM JOB TO JOB. 


THE TOLEDO PIPE THREADING MACHINE COMPANY 


TOLEDO, OHIO New York Office, 72 Lafayette Street 


"TORE 


THEY'LL DO BETTER WITH A “TOLEDO” 
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Col. Clipper gets 
an X-RAY 


“Col. Clipper, You Have— 


y Completely independent hooks. 


They're double staggered, 
and imbedded flush. 


| find no trace of 
carding remnants, 
or belt injury. 


» Your LUBRIHIDE connecting pin 
assures frictionless oscillation. 


” You have Years and Years of 
Useful Life ahead. 


My Diagnosis Shows 
that You’re the 
Perfect Belt Joint!” 


Sold ONLY Through Jobbers! 


Each Clipper belt hook is inde- 7 

pendent, ecewring flextbiity. Wo | CCS CLIPPER BELT LACER COMPANY 
two hook points enter the belt BEFORE and AFTER JGINING 

directly opposite each other, Hooks imbedded flesh, tl size pin used Grand Rapids, Michigan, U. S. A. 

therefore no belt fibers are 

broken. 


a ys by 


Ane Bea 


Copyright 1939—Clipper Belt Lacer 
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YOU CAN MAKE MORE MONEY WITH GOODYEAR RUBBER 


WWVERSUPIPE 


GETS YOU “IN” ON 
BIG ENGINEERING JOBS 


(Om of the many exclusive prod- 


ucts that only Goodyear 






























distributors can sell is Diver- 
sipipe —a highly flexible wire- 
reenforced rubber pipe with 
flanged ends that is used for water 
lines, mains, sewers and similar 
purposes across rocky or swampy 
ground where the cost of laying other 
conduit is prohibitive. 


A typical job is the water main laid 
across the muddy bottom of brackish 
Spa Creek for the Anne Arundel County 
(Maryland) Sanitary Commission, shown 
in the adjoining blueprint. 


A recent advertisement in national maga- 
zines featuring this installation brought 
many inquiries on similar jobs — business 
that only Goodyear distributors can handle 
because no other rubber company makes 
anything comparable to Diversipipe. 


Wouldn’t you like to have an exclusive“in” 
like this on the big volume, big profit jobs? 
As Goodyear distributor you would have a 
long list of such products that have no com- 
petition — products that make Goodyear 
rubber goods one of the top money-makers 
in the whole mill supply business! Why not 
inquire if your territory is open—just write 
Mechanical Goods Sales Department, 
Goodyear, Akron, Ohio, or Los Angeles, 
California. 





THE GREATEST NAME 


Centennial of Charles 
Goodyear's discovery 
of vulcanization 
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So youre a Salesman for 
THOR 


ELECTRIC TOOLS ? 
All right, Listen... 


“You’ve got more ‘things-going-on’ than any 
tool manufacturer I know. You're parading 
out in front in developing new tools. Look 
at the pioneering you’ve done with lighter, 
smaller tools —the U14A, midget %” drill 
three years ahead of its field; the U44, world’s 
smallest and lightest 2” drill...” 


“You mean we sort of help you sell? 























“I’m a Thor Distributor . . . and this time I’m 

going to sing my little song! You’ve talked and 

talked about the completeness of the Thor line. 

You’ve sprained your adjectives describing your 

engineering achievements. You split infinitives 

over the ability of Thor tools to reaily outper- “Plenty ...and not only with more and better tools. 

form...” You're thundering around like the old god Thor 

“Haven't we always stuck to the facts?” himself with advertising that says ‘Heads Up! to 
all industry. You’re giving my men the real ‘low- 
down’ on Where and How to sell more tools. And, 
believe me, it all adds up to bigger volume and profits 
for me. Do I make myself clear?” 


“Clear? Youw’re positively lucid!” 





‘orf 


& ey ‘HUNDREDS MORE SWELL THIS CHORUS 


fe’ve been hearing a lot of this kind of talk lately . . . and it 
Me has its basis in fact. Thor distributors have consistently shown 
a steady increase in electric tool sales. Last year they reported a 
28% decrease in service costs . . . to give them more profit as 
as well as more sales! And this year Thor’ s advertising is increased 
by 55% over last! 


GET THE WHOLE STORY 


on what other Mill Supply distributors are doing with the Thor 
Electric Tool line. Learn how you can still cash in on what 
promises to be one of Thor’s biggest years. Right now is the 
time to get set and get going! Write for all the facts. 


INDEPENDENT 
ae CO. 


in 
600 W. Jackson Boulevard, Chicago | PORTABLE ELECTRIC TOOLS 
Birmingham «+ Boston * Buffalo 
Cleveland ° Detroit ° Los Angeles ° Milwaukee ° New York 
Philadelphia . Pittsburgh ° St. Louis ° San Francisco 


“Of course you have ... but you don’t say half 
enough about all the extra things that mean 
extra help for your distributors. Now, let me 
tell you something about the Thor electric tool 


” 


line... 





“Who am I to argue?” 


Re ea ES ae 
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ADDING 


TO SIZE OF ORDERS 


The Allen policy of selling only through the Distributor has been 
amplified by giving the Distributor more to sell. 


Added items enable our Distributors to get more volume on Allen 
products with practically no more sales-effort. The new lines supple- 


ment the old; the same industrial plants use them; the same 
industrial buyers specify them. 


Although Square Head Set Screws and Dowel Pins are not new, 
it’s something new to be able to get them with the metallurgical 
quality and precision processing of your Allen Hollow Screws. Your 
customers will preferably buy these accessories along with their 
regular requirements in hollow screws. 


We'll gladly send technical literature on the enlarged Allen line 


to every present or prospective Distributor with an eye to the en- 
larged size- of-orders! 


THE ALLEN MEG. Co., Hartrorb, CONN. 
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to Give Perfect Service 


on VAN DORN Tools 


‘ke make your selling easier—to give you a com- 
plete selling story—to help you build up customer 
good-will for Van Dorn Tools, we operate 23 Factory 
Service Branches, located at strategic and convenient 
points throughout the United States. 


These 23 Factory Branches are manned by factory- 
trained personnel to give the finest type of factory 
service to owners of Van Dorn products. They are 
equipped, at all times, with an adequate stock of 
genuine Van Dorn service and replacement parts. 
They stand ready—at all times—to give prompt, 


THE “RED-HEADED” 


professional, efficient and economical service. 

What does this mean to you—as a Distributor? Sim- 
ply this . . . that in addition to its policy of new tool 
development and aggressive advertising, Van Dorn 
gives you just 23 more reasons why tool-buyers in ever- 
increasing numbers are choosing Van Dorn Portable 
Electric Tools. And that means ever-increasing new 
sales and profits for Van Dorn Distributors every- 
where! Yes, sir, Van Dorn means SALES--SERVICE 
—SUCCESS! Van Dorn Electric Tools (Division of 
Black & Decker Mfg. Co.),717 Joppa Rd., Towson, Md. 


PORTABLE ELECTRIC TOOLS 
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“LINCOLN has 
what we want”’ 


LINCOLN LUBRICATING EQUIPMENT IS A MAJOR LINE 
OF THE TYPE MILL SUPPLY DISTRIBUTORS ARE SEEKING 


Get all the facts, and you, too, will say ‘Lincoln has what we 
want.”’ The line is constantly growing in popularity because: 


1—It is a complete line of recognized superiority. 


2—It is sold under a clearly defined policy of 
selective distribution. 


3—It provides a generous distributor margin. 


4—It has substantial sales potential in a widely 
diversified market. 


5—It is manufactured by a sound, progressive 
company who are pioneers in lubricating 
equipment, and whose entire facilities are 
concentrated on this one industry. 


Lincoln makes a complete line of lubricating 
equipment for maintenance of all types of ma- 
chinery, as well as for the initial lubrication of 
manufactured products. 

Lincoln also manufactures KLEENSEAL, 
Button Head and Pin Type Fittings; also many 
fittings for special purposes, such as Vented 
KLEENSEAL Fittings for anti-friction bearings, 
and Reservoir Fittings. 


e 
This Line Is Worth Investigation 


LINCOLN ENGINEERING COMPANY 


Pioneer Builders of Engineered Lubricating Equipment 


ST. LOUIS, MO., U.S. A. 
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FVERY PLANT Al 


THREE FAST-SELLING 
Allis-Chalmers products are 
included in this picture — 
Lo-Maintenance non-clog- 
ging Quick-Clean Motor... 


Straight Line Automatic 
Motor Base...and the sen- 
sational Vari-Pitch Drive 
with easily adjusted sheaves 
for variable speeds. 


Here’s a line of transmission equipment that opens new mar- 
kets for you... . gives you new customers ... helps you in- 
crease sales to your old customers! 


This is the new, big, sales opportunity that goes with selling 
FOR OPERATING A HORIZONTAL CUTTING BAR : ; ° es 
at varying speeds to suit changing conditions, the owners the Allis-Chalmers Texrope line . . . a line of transmission 


of this machine found that the new Allis-Chalmers Vari- equipment your customers need and are asking for. 
Pitch Speed Changer with electric remote control was . Se . a 
just what they needed for increasing production! Allis-Chalmers originated the multiple V-belt drive — the 


drive that revolutionized transmission practice . . . and by 
OLD PLANTS WITH OLD EQUIPMENT ARE EX engineering experience and development have kept ahead of 
cellent prospects for Texrope products. Here is shown a the field to give your customers the most for their money. 


new, modern Texrope Drive with 125 hp Allis-Chalmers ‘ , a ‘ 
Lo-Maintenance Motor operating an oldtime lineshaft in And don’t forget — aggressive Allis-Chalmers advertising in 


a midwest milling plant ... and giving new standards of leading business and trade magazines is continually selling 

low-cost performance. your customers on Texrope superiority of performance. That’s 
why it’s easier to sell Texrope . . . that’s why it’s easier to 
make new customers with these up-to-date products. 


Increase Sales with Texrope! 


There’s a full line of Texrope equipment for you to sell. Drives 
are available in sizes for every application from fractional horse- 
power up to the largest. The Duro-Brace Sheave and Vari- 
Pitch Sheave are other fast-selling items. And completing the 
line is the new, sensational Vari-Pitch Speed Changer, a real 
money-maker ! 





Get the full sales story on the Texrope line . . . how greater 
volume of sales with this line will give you bigger profits! Call 
the district office near you, or write direct to Allis-Chalmers 


for complete details. 
1093 


Vari-Pitch Speed Changers e Texrope V-Belts e Duro- 2s: 28 8 & # SU: ae tee 
Brace Texsteel Sheaves @ Vari-Pitch Sheaves e Stand- 

ard Cast Iron Sheaves e Adjustable Pitch Diameter j 

Texsteel Sheaves e 2-3-4 Combination Sheaves ¢ Strait- (AC) LLIS- CHALM t PR 
line Automatic Motor Bases e Oil Field Drilling Rigs 


Belts by Goodrich Be ¢ Bee ea eee ee 





ITLER ROPE 


at Modern Then—as Now 


Fitler Rope was 47 years old when Londoners 
were gasping in bewildered amazement at the 
wonders of the first World’s Fair in 1851. 
That was 88 years ago and many fairs 
have come and gone, each to leave its 
symbolic impression on a generation. 

For over 135 years Fitler Research 


Engineers have been responsible 








for making the famous Blue & 


NEW YORK ” *% 1853 Yellow Trade-marked rope the 
outstanding preference for. 
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THE EDWIN H. FITLER CO. 


ESTABLISHED 1804 
. 
Manufacturers of Quality Cordage for .¢ are ut 4 
Over a Century J 
° 


PHILADELPHIA — NEW YORK — CHICAGO — 
HOUSTON—NEW ORLEANS—LOS ANGELES 
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E. J. McOSKER and JOHN J. WELCH, Editors 


Distribution or Selling—Which? 


As Convention sailing time approaches and every- 
one’s thinking turns to the broader questions of get- 
ting along in this complicated business, we offer this 
point as food for your thought for what it may 
be worth. 

It seems to us possible that both manufacturer and 
distributor will find their relations healthier, happier 
and more profitable if each backs off and gets a clear 
understanding of the part he is to play in the dis- 
tribution of a line. 

Perhaps it might help if both parties would first 
attempt some form of examination of conscience. For 
example: 

If I am a manufacturer, do I look upon the dis- 
tributor as my sales agency or merely as a “distribu- 
tor” in the strict sense of the word—stocking my 
goods, making deliveries, handling the billing and 
otherwise servicing customers? If the former, am I 
paying him for the sales job I expect him to do? 
Warehousing, delivery and accounting, with other 
“distributing” services, earn a reward in themselves. 
3ut selling efforts cost extra money and should be 
rewarded by an additional stipend. Am I paying the 
distributor this additional stipend or demanding that 
he do a selling job on a “distributing” discount ? 

If I am a distributor, do I discriminate in asking 
for territorial privileges and discounts from manu- 
facturers? Do I ask for a discount on a line which 
is supposed to include payment for intelligent sales 
effort on my part when I really expect the manu- 
facturer to merchandise the line for me while I merely 
take orders and perform the regular “distributing” 
functions—when perhaps this line is only one or two 
or three of a similar type which I am “handling”? 

Isn’t it true that some manufacturers, because of the 
nature of their lines, find only certain distributors 
willing and able to go out and do concentrated selling 
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jobs, while other distributors, though willing to per- 
form the “distribution” function on these lines, must 
depend upon the manufacturers to do the actual sell- 
ing? Why, then, isn’t it logical for the one type of 
distributor to be paid for the “distribution” function 
and then further reimbursed, through an additional 
discount, for the SELLING job he does, while the 
other type receives a discount for the “distribution” 
function only. 

Distributors are steadily becoming more conscious 
of sales costs on individual lines. Many of them have 
come to the conclusion that they can afford to put 
intensive merchandising efforts behind only those lines 
which, in addition to having good market potentials, 
carry attractive discounts. On their other lines, some 
feel they must confine their work pretty much to 
warehousing and “taking orders,” leaving it to the 
manufacturer to create the demand for his products. 

Likewise, some manufacturers feel that, through 
their advertising to industrial users and the efforts of 
their own sales forces, they have precluded the neces- 


sity for real selling effort on the distributor's part, 


and they choose to supply consumer requirements 
through wide-open distribution at small discounts to 
their outlets. 


it seems, then, that it’s up to each manufacturer to 
decide what he expects from distributors generally, 
or from individual distributors, and to offer discounts 
And it 
is up to distributors to ask for reward in line with 
service they expect to render each manufacturer, 
And isn’t the soundest starting point for arrange- 
ments of this kind one discount for the “distribution” 
function—stocking, 


to them in accordance with service rendered. 


delivery, accounting, customer 
and another to be provided where real sell- 


ing is to be done by the distributor? 


service 
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THE REPUBLIC 
3-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 


tion with reasonable profit return. § 


* 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* 


Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold 


- 











* Belting and Hose which cut costs 
during operation by savings in power, 
materials and depreciation of related 
equipment are as important to ultimate 
economy as long-lasting Rubber Prod- 
ucts. With this in mind, the construction 
of Republic Mechanical Rubber Goods is 
carefully engineered to provide quality 
of service as well as long service life 
under the most modern industrial needs. 

These product improvements are an 
invaluable aid to Republic Distributors 
in doing a better job with Mechanical 
Rubber Goods... obtaining a maximum 
amount of the available business in their 
respective territories. Equipped with the 
working advantages of the Distributor 
Policy, along with such quality of prod- 
ucts—they are able to employ the most 
effective selling efforts in maintaining a 
profitable Rubber Goods business for 
their establishments. 

Let us give you additional information 
about Republic Rubber Products and the 
cooperative Distributor relationships. 
Republic Rubber Division of Lee Rubber 
and Tire Corporation, Youngstown, Ohio. 


REPUBLIC Bs RUBBER 
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WARMUP: Don’t be fooled that the World’s Fair opening was 
New York's big event this month .. . Grover Whalen had strong 
competition from the Hardware Square club’s Shore Dinner . . . 
Bubble manipulators, fan wavers, Egyptian wiggle artistes were 
on hand, sans Grover’s censorship, sans darn near everything .. . 
And the blowout afforded some of the boys a foretaste of ship- 
board life at the Convention . . . Seen trying on sailor hats 
were Arthur Yorke (Hansen & Yorke), Andy Diehm (Frank- 
lin Hardware), Ed Norvell (E. C. Atkins), Paul Auerbacher 
(Jones & Auerbacher) and even more. 


FALSE ALARM: First glance at the Convention roster gave us 
a sudden fear that the supply trade’s famous Damon & Pythias 
act might be broken up . . . Inseparables are Jones & Auerbacher 
of Newark ... But under their firm name only Paul Auerbach- 
er’s listing was given... ’Sall right, though . . . Under “North 
Jersey Mill Supply Ass’n” you'll find the name, “Stanley W. 
Jones, President” . . . More than an operation—or a Convention 
Cruise—is needed to bust up this Siamese combine. 


LOST: By Frank Hughes (P.A., Chas. Bond & Co.) one pr. 
tonsils . . . Peddlers calling on this house would like to see ’em 
back ... Frank can now say “No!” much more gutterally and 
convincingly. 


ESCAPISTS: Lot of ’em got away from it all this Spring .. . 
D. M. Edgerly (Interstate Machinery & Supply, Omaha). back 
from California, wrote in his house organ, “The porter has his 
last tip from me, I’m back on nickel cigars and my other suit is 
cleaned, pressed and put away” ... Wm. Pedersen (Pedersen 
Bros. Tool & Supply, Chicago) took the Missus and _ son, 
Billie, to South America, Canal Zone, Curacao, Jamaica, Haiti 
and other points south . . . Saw a whale, incidentally, which was 
no optical illusion . . . Harry and Fred Pulver (Pulver Machin- 
ists Supply, Chicago) did up Florida not long ago. 


HEADLINERS: Irv Lemaux is proudly showing Ripley’s 
“Believe It Or Not” issue of May 6, wherein his Indianapolis 
srush & Broom company was reported to be on the corner of 
Brush and Broom streets, which it is . . . Article in American 
Magazine on softball lists among the country’s outstanding teams 
those of the Rayl Co. (Detroit) and National Screw. 


PAYOFF: All those public speaking courses he took will now 
come in handy to Henry Burnette (adv. mgr., Walker-Turner) 
who has just been elevated to the presidency of Plainfield, N. J., 
Rotary .. . Another diploma-ed orator we know is Walter Geb- 
hart (mgr. industrial sales, Henry Disston & Sons). 


S’PRIZE: We had always counted Harold Buzby (Pres., Key- 
stone Lubricating) one of the industry’s exemplary young execu- 
tives until just now when one of our scouts was in to declare that 
Harold has six grand-children . . . Not that he’s any the less 
exemplary, but what is it that keeps him looking so ungrand- 
fatherly ? 


ALL OUT for lifeboat drill . . . ready or not. J.J. W. 








TALK OF THE TRADE 
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TONSILLECTOMY UNFAIR TO SALESMEN 
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SCHEDULE OF MEETINGS 





THURSDAY, May 25 
1 :30 to 3:30 p.m., separate meetings of Ex- 
ecutive Committees of each association 


3:30 to 5:30 p.m., joint meeting of Execu- 
tive Committees of three associations 


6:00 p.m.—Ship sails 


FRIDAY, May 26—At sea 
9:30 a.m.—Joint opening session 


2:30 p.m.—Separate session of members of 
each association 


SATURDAY, May 27—At sea 

9:30 a.m.—Joint session on merchandising, 
etc, 

2:30 p.m.—Separate meetings of members 
of each association 
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CONVENTION CRUISE 





WEDNESDAY, May 31—At sea 

9:30 a.m.—Joint meeting of all members for 
report of Manufacturer-Distributor Relations 
committees, etc. 





Afternoon kept open for mystery program 
by Chas. Allinger’s entertainment committee 





8:00 p.m.—Annual banquet 


THURSDAY, June 1 
8:00 a.m.—Arrive New York 

















THE PRESIDENTS SAY— 





By W. A. PURTELL, President 
American Supply and Machinery 
Manufacturers’ Association 


After several years of discussion 
and wishing on the part of the 
members of our associations, our 
desires for a Cruise Convention 
have been realized. 

The reports of the various com- 
mittees on arrangements indicate 
that business-wise and pleasure- 
wise this Convention Cruise will 
exceed expectations. 

We go aboard the Monarch of 
Bermuda burdened with cares and 
problems which have piled up 
within the past year, faced with 
much work to do, but spurred on 
and buoyed up by the knowledge 
that much, mutually advantageous, 
will have been accomplished be- 
fore we disembark at New York. 
This Convention aboard ship offers 
more time than we have ever had 
before not only to arrive at 
clearer understandings of our prob- 
lems but, more importantly, as to 
ways in which these problems may 
be met. We shall be able to do 
our work under most favorable 
conditions, and we will have the 
finest facilities in the world for the 
play that all of us do need after 
a strenuous winter. 

The silver lining to our trou- 
bled clouds of business is that, in 
adversity, we are all driven closer 
together—the very thing necessary 
for better understanding, 
cooperation and, 
more PROGRESS. 


closer 
consequently, 


I salute our Program Commit- 
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tees for having set up some real 
and tangible things for us to sink 
our teeth into. The programs em- 
brace subjects of paramount im- 
portance to everyone of us, and 
they merit the attention, thought 
and participation in on the part of 
serious-minded executives. 

For a long, long time I have 
looked forward to this convention 
and I have every reason to believe 
that it will set a high-water mark 
for cooperative achievement by our 
three associations. 


By W. T. RYAN, President 
National Supply and Machinery 
Distributors’ Association 
I am hopeful of seeing closer co- 
operation between the manufac- 
turer and distributor during 1939- 
1940. Understanding is the thing 

most needed to bring this about. 

The distributor can help toward 
this end if, when arranging a con- 
tract with a manufacturer, he will 
ask only for the territory he is able 
to cover thoroughly, so as to give 
the manufacturer the representa- 
tion he is entitled to on exclusive 
distribution arrangements. 

The manufacturer can help by 
confining his outlets to exclusive 
distribution, or to a small number 
of select distributors. By so do- 
ing he will receive more enthu- 
siastic cooperation and a larger 
volume of business from a given 
territory, than the manufacturer 
who is willing to sell his output to 
any Tom, Dick or Harry. 

The manufacturer can also be of 
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great assistance to the distributor 
by insisting that resale prices be 
maintained, as outlined in the 
manufacturer’s selling policy. 


By JACK B. DALE, President 
Southern Supply and Machinery 
Distributors’ Association 
The Mill Supply industry is again 
facing a crisis brought on by high 
overhead, low margins, direct sell- 
ing, cut prices, government in- 
terference, Wages and Hours 
restrictions and hat box selling 
organizations. There are many 
problems facing us, each vital to us 
all—a situation that presents the 
need of cooperation to such an ex- 
tent that each meeting we hold is 

of utmost importance. 

The Triple Mill Supply conven- 
tion cruise to Bermuda will be in- 
teresting and important to every 
member of the industry, manufac- 
turer and distributor alike. What 
of the coming year? In what state 
will 1940 find us when we hold our 
convention in Dallas? Our stand- 
ards must be raised. We must do 
a better selling job of ourselves 
and our importance to industry. 
We need to show that industry 
needs us and, in fact, cannot do 
without us. 

We must realize that distributors 
are salesmen of the manufacturers, 
and each act as a member of a 
team, rather than as the opponent 
of the other. Cooperation is de- 
manded of us, and when such reali- 
zation is made, cooperation will 
come easily. 
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BM Concivsivery suown in the first part of 
this report (presented in our May 10 issue) 
were the facts that: 


1. The distributor is doing a good job and 
getting most of the available business in the 
small industrial plants (up to 500 workers). 


2. As plant size increases and buying volume 
grows heavier, competition grows stronger and 
the distributor’s portion of the available busi- 
ness decreases. 


3. The biggest determining factor in taking 
business away from the local supply house and 
placing it with the direct seller is the item of 
Price. 


4. Despite Price and all other factors, there 
are certain products on which the distributor is 
still getting most of the business even in big 
plants, and— 


5. [There are other products on which he is 
losing out even in the small plants where he is 
supposed to rule supreme. 


This, then, is the market situation to which 
the distributor must gear his planning if he is 
to increase volume and profit. It instantly sug- 
gests such questions as these: 


1. Can the distributor win some of the gen- 
uine favor and respect in the big plant that he 
now enjoys in the small plant? And if so, how? 


2. What can be done to overcome the all- 
important argument of Price? (Obviously the 
successful beating down of this barrier would 
leave the path wide open to a rich portion of a 
big market not now being reached. ) 

3. How is the distributor able to hold his 
own on some products even with the big plant? 
Applying more of the same technique to other 
products might be a means of enhancing his 
standing with larger buyers—if that technique 
can be applied in other cases. 


4. Why is the distributor falling down on the 
job of selling certain products even with the 
smaller customers where he generally is “tops”? 
If there is a failure on his part here, certainly 
its correction, if such can be made, would aid 
him in every market, big or little. 


® The report moves into advanced ground as it 
investigates these interesting questions. To can- 
vass them fully, it is necessary to study thor- 
oughly what the distributors in the surveyed 
area are doing now to serve their market, what 
the buyer thinks of that service then to 
consolidate this intelligence and construct a dia- 
gram to help all distributors better adapt their 
service to the needs of their customers. 

There is more business to be had for every 
distributor. But to win it, he must first know 
where he is bound and what steps need to be 
taken to get him there. Facts are his most for- 
midable armament we proceed with their 
presentation. 


This study was conducted for Mitt. Supeiies by an organization specializing in market research. The survey 


was made in a city of widely diversified industries where general conditions may reasonably be considered as typi- 


cal of conditions in most other centers. 


Name of the city is omitted to allow for freedom in making the report 





INDUSTRIAL TOOL, SUPPLY AND EQUIPMENT DISTRIBUTORS 


(DOES NOT INCLUDE FACTORY BRANCH WAREHOUSES) 


LINES PURCHASED BY INDUSTRIAL USERS 


TYPE OF DISTRIBUTOR 
and 
DESCRIPTION OF BUSINESS 


SANDPAPER, ETC. 
GRINDING WHEELS 
REGULATORS 
STEAM SPECIALTIES AND 


REAMERS 
BAND 
COATED ABRASIVES — 
ELECTRODES 
NUTS, BOLTS, WASHERS, 
PACKING 
REFRACTORY CEMENT 
AND BRICK 
< PUMPS — GENERAL 
SERVICE 
MANILA ROPE 
WIRE ROPE 


NAILS 
PIPE TOOLS — MACHINE 


TOO 
WELDING RODS AND 


MECHANICS’ AND SHOP 


TWIST DRILLS, TAPS, DIES, 


HACKSAWS 


STEEL PIPE 
PIPE FITTINGS 


VALVES, TRAPS, 


S$—98°%o Industrial 

$+ Pibg. & Htg.— 95% Industrial 

S + Whol. Hdwe.— 60% Industrial 

$+ Pibg. & Htg. — 90% Industrial 

S + Pibg. & Htg.— 70% Industrial 

S$ — 100% Industrial 

S— 70% Industrial; 30% Special Hdwe. 

S + Marine Hdwe. — 40% Industrial 

S$ — 60°% Industrial 

PEC — Mchy — Some Supply Business 
PEC — Automotive & Mach. Supplies 

PEC — Automotive & Mach. Supplies 
SPEC — Power Trans. Equip. 
SPEC — 100°% Industrial — Steam Spec. 
SPEC — Ind. & Marine, Power Pit & Steam 


SPEC — Packing & Steam Specialties ? ed 
Indicates Distributors 
PLBG. & HTG. — Steamfitters Supplies Ca rry Average a nd 


PLBG. & HTG. — Steamfitters Supplies Larger Stock 
PLBG. & HTG. — Steamfitters Supplies 


PLBG. & HTG. — Steamfitters Supplies Indicates Distributors 
Carry Smaller than 


PLBG. & HTG. — Steamfitters Supplies Average Stock 


PLBG. & HTG. — Steamfitters Supplies 

PLBG. & HTG. — Steamfitters Supplies No Stock, But Handles 
PLBG. & HTG. — Steamfitters Supplies Line 

PLBG. & HTG. — Steamfitters Supplies 

PLBG. & HTG. — Steamfitters Supplies 

PLBG. & HTG. — Steamfitters Supplies 

PLBG. & HTG. — Steamfitters Supplies 


ISHII 


SPEC — Marine Supplies 

SPEC — Mech. Rubber Goods 

SPEC — Machy. — Mech. Rubber Goods 
SPEC — Belting — Mech. Rubber Goods 
SPEC — Welding Equip. & Supplic: 
SPEC — Welding Equip. & Supplies 
SPEC — Welding Equip. & Supplies 
SPEC — Welding Equip. & Supplies 
SPEC — Mech. Rubber Goods 

HDWE — Small Ind. Business 


wiwiwiwiwiWwiwi wi w 


SPEC — Contractor's Equip. & Sup. 
MISCL — Pump Specialists — 6 
MISCL — Steel Distrib. Some Supplies — 8 
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PATRONIZED BY INDUSTRIAL USERS IN CITY SURVEYED 


POWER TRANS. 


MECH. 


EQUIP. — LINE SHAFT 


DISTRIBUTORS 


ETC. 


POWER TRANS. 
ANTI-FRICTION 
HAND CHAIN HOISTS 


UIP.—DIRECT DRIVE 
CONVEYOR BELTING 
HOSE — AIR, WATER, 
STEAM, ETC. 
AND BLOCKS 
HAND TRUCKS AND 
WHEELBARROWS 


BUCK 
PORTABLE ELECTRIC 


RUBBER TRANS. & 


MECH. 


It is interesting to note that the few 
houses having the highest patronage rating 
are the ones corrying better-than-average 
stocks with efficient product representation. 
Significant is the study of specialized dis- 
tributors for these very reasons. Chart shows 
number of outlets industry patronizes in the 
surveyed city on 29 items, the items stocked 
by each distributor, whether or not each 
stock is of average proportions, and how 
each outlet stands, relatively, in securing 
business from industrial buyers. 


ORLA LONE TEE BR WL OS 


HOW CUSTOMERS RATE THESE SUPPLY HOUSES 
RELATIVE PREFERENCE RATIO 


TOOLS — Low Cycle 


Shop Tools and Pipe, Valves, Fittings 
General Supplies and Steam Specialties The Other Products 
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THE AVERAGE SUPPLY HOUSE 


(In Surveyed City) 


42 YEARS IN BUSINESS 











6 OUTSIDE SALESMEN 
fa VN 
hy < 2 
|< LL 
A 4\\ _ \ 
J wi 
5 INSIDE SALESMEN 
(counte) telephon 
38 ACCOUNTS PER OUTSIDE SALESMAN 
174 ACCOUNT: ER INSIDE SALESMAN 
S fe 3 TRUCKS 
7 aX py EP J-~Y (300 ACCOUNTS PER TRUCK) 
SER A at ad me ~ 2 — 








HOLDS SALE MEET 


ee 


/p CATS, - 
ALOG AVERAGE CATALOG IS 5 YEARS OLD 


(but 3 are now in production) 
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THE AVERAGE SUPPLY SALESMAN 


(In Surveyed City) 


41 YEARS OLD 


(60% are 35-30 2... 28% under 30 


HIGH SCHOOL GRADUATE 


(21% are college graduates 








12 YEARS IN SUPPLY BUSINESS 





ORIGINALLY HIRED FOR SALES 
(but 30% came up thru ranks of supply house) 


PAID ON SALARY AND BONUS 


(32% on commission) 


ALES MANAGER'S RATING 


HIS STRONG POINTS ARE: 
Intelligence 
Dependability 
Application to Job 








COULD STAND IMPROVEMENT ON: 


Sales Approach 
Tact 
Personal Appearance 











SOME ARE EXPERTS ON: Grinding wheels & abrasives; hack & band saws; drills, taps, dies, cutters ; 
machinists’ tools; pipe, valves, fittings, steam specialties; power transmission equipment; materials 
handling equipment; fans & blowers; wordworking equipt.; lubrication; threaded products; mechanical 
rubber goods; contractors’ supplies; polishing & plating materials 
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THE Price OF MARKET 
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90 
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100 = total stock and volume for all 
distributors in territory on 17 lines 


Three leading houses carry this 
percentage of all stocks 


Three leading houses do this 
percentage of total distributor volume 

















TARAS Be 











LEADERS CAN'T BE INVENTORY SHIRKERS 


\ number of interpretations might be made from this 
chart. 
We might conclude that— 


1. A distributor, to maintain a dominant market 
position, must keep more-than-average stocks. Or— 
> 


2. Buyers expect leading supply houses to keep 
stocks above par, regardless of expense. Or— 

3. Increasing volume is a reason for increasing 
inventory. Or 
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4. Increasing inventory is a means of increasing 
volume. 


3 and 4 precipitate a “which first, chicken or egg 2” 


= 


argument, both sides probably being faulty. 


However, the fact remains that in the surveved 
city, the three distributors who are getting more than 
half the business on most lines are, in nearly all 
cases, Carrying even a greater proportion of the terri- 


tory’s total stock. 
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LEADERSHIP: ww 


AND PROMOTION 


Analysis of three houses most frequently mentioned by buyers as favorite sources of supply shows 


their operating and merchandising activities compared to average for all other houses in the territory 


Average salesman in territory Average salesman of three leading houses 


High school One year college 


12 years 16 years 





Average salesman in three leading houses had qnaual volume 14% above that of average salesman 
in all other houses. 


Average Supply house in territory Average of three leading houses 


six OUTSIDE SALESMEN seven 


five INSIDE SALESMEN nine 


Merchandising activities regularly followed to stimulate business 





sales meetings ides a) Trips to factory by salesmen to gain expertness on lines 
r = 
V Regular program of sales promotion (advertising) to sell individual lines and convince 
; yd 
buyers of economy and convenience of distributor service ‘as Td Calls by executives (not 
to talk individual lines but to tell the “institutional story" of the supply house) < Periodic 
drives on specific lines by all salesmen in cooperation with manufacturer. Participation in product 


shows Publication of catalog A V A at stated intervals 


= 
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CAN THE DISTRIBUTOR 


INGREASE VOLUME? 


(Although 29 products were covered in the survey, only 17 
are here subjected to detailed analysis because these are the 
17 on which it was possible to obtain complete information) 


THE MOST APPARENT CONCLUSION 
drawn from Part I of this survey 
report (Mitt Suppiies, May 10) 


was that the bulk of direct buying 
occurs in the larger plants, hence that 
this field distributor his 
best chance for expansion of volume. 

In order to get large plant busi- 
ness, however, industrial distributors 
must aim to offset the reasons why 
plant buver 


offers the 


the large does business 


zation, therefore, is dangerous for it 
may lead to faulty conclusions. 

An analysis, line-by-line, of the 
stock carried, gross profit, amount 
shipped from stock and other key 
facts embodied in the reports given 
the editors by distributors serving 
the surveved market, points out cer- 
tain lines on which these distributors 
are corralling most of the available 
business, as well as others on which 


sons for one condition or the other. 

For obvious reasons the identity 
of the lines on which reports are 
available has been hidden by key let- 
ters (A, B, C, etc.) It is hoped, 
however, that the accompanying an- 
alysis of existing conditions on each 
line in the surveyed area may be 
sufficiently revealing and provocative 
to point out the advisability for com- 
prehensive line analysis by all indus- 


direct. But these reasons are not they are “missing the boat.” This trial distributors in territories other 
the same for every line. Generali- analysis also reveals some of the rea- than the one surveyed. 
INE WHY BOUGHT DIRECT COURSE INDICATED FOR DISTRIBUTORS 
\ Some direct buying, mostly larget l. Margin for all distributors is cut fairly thin (see chart III). 
plants, for following reasons Further cuts to meet price competition appear dangerous. Strong 
1. Price executive selling and sales promotion on value of hand-to-mouth buying 
2 No local distributor should help. However,— 
3. No stock of special types 2. Total stocks appear to be a little low (see chart I). Strengthen- 
4. Reciprocity ing in the right spots should reduce direct selling of specials. 
B Considerable direct buying, for | 1. Although relative volume is high, distributors seem to be passing 
ing reasons up additional business for price reasons. This course seems logical in 
1. Price view of close margin (see chart III). Again, strong promotion on hand- 
2. Reciprocity to-mouth buying is indicated. 
Considerable direct buying especially in 1. Large number of special items tends to increase direct shipments 
larger plants, for following reasons and back orders on this line (see chart II) 
l. Price 2. Relatively low investment in the line and low handling costs on 
2. No local distributor direct shipments suggests investigation of advisability of shaving some 
prices to meet competition, despite fairly slim average margin (see 
chart IIT). 
D Very small amount of direct buying for 1. On comparatively limited inventories, distributors in this area are 
eciprocal sons shipping a high percentage from stock (see chart IL) at a satisfactory 
margin (see chart III). 

2. Quite noticeable inroads on total volume of this line have been 
made by marginal distributors (see chart IV). Principal reason—it is 
distributed through other wholesale channels 

44 


MILL SUPPLIES @ JUNE 10, 1939 











E A great deal of direct buying, for follow- 1. A technical line, requiring engineering. Yields handsome volume 
ing reasons: (see chart I) with low inventory. Specialists are strong (see chart 
1. Lack of product knowledge by dis- 1\) because of technical training. 
tributors’s salesmen 2. The hiring of specially-trained engineers to work with regula 
» 


2. Undependable distributor service 


sales force holds forth possibility of greatly enhanced volume and profi 
3. Distributors do not stock special in a more-or-less virgin field. 
types 
IF Some direct buying, for following reasons : 1. A line quite similar to E (above) In this case, however, dis 
1. Lack of product knowledge by dis- tributors have tied up considerable money in inventory (see chart 1) 
tributors’ salesmen and still are able to ship only a small proportion from = stock  (s¢ 
2. Undependable distributor service chart IT) 
3. Distributors do not stock special 2. While margin is above average, it would appear advisable to put 
types more of it in specialized selling and engineering at the expense of slow 
moving stocks, which do not seem to answer the problem anyway. 
G Considerable direct buying, for following 1. Any attempt to cut prices further to meet price competition would 


reason: appear to be business suicide (see chart 


Ill). Nature of line has 
1. Price encouraged competition from marginal distributors. 


Specialized selling at present margin appears inadvisable. It seems 
doubtful that possible increase in volume at low profit would cover added 


sales cost. 


INVENTORIES— Enough? Too Much? BACK ORDERING Hurts Distribu 


On some lines distributors in the surveyed area appear or's Stor \ 
to have cut stocks too fine in order to increase turn- 
over. This can best be seen by comparing figures on 
this chart with those on Chart IV (Page 46). Con- 
trariwise, it appears that they are “holding the bag” 
for a pittance on certain other lines. 


As back-ordering and direct ship 
ments increase, the distributor weakens his strongest 
selling point—immediate service from local 
However, some lines represented here are “tailor- 
made” by nature and it is difficult to see how com- 
plete stocks could be carried economically 


1} 


1 
stock 


GER fotal Sales, 1938, All Distributors 


; Chart shows total sales (1938) and Chart shows total sales (1938) and 
a total inventories (Dec., 1938) of all the total shipped from stock by all 
distributors in the surveyed area on distributors in the surveyed area on 
each of 17 different lines each of 17 different lines 
9 GGG) Total Sates, 1938, All Distributors - 
ud Total inventory, Dec., 1938 od Total Shipped from Stock, 
— All Distributors - All Distributors 
bie 8 
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Some direct buying, for following reasons: 1. Good distributor line, with moderate stock investment (see cl 
few back orders (see chart II), small inroads by marginal distributors 
(see chart IV) and a good margin of profit (see chart III). 


1. Price 
2. No local distributor 
3. Distributors do not stock special 


SE INDICATED FOR DISTRIBUTORS 





2. However, the control of several outlets by one manufacturer causes 


types others to go after business direct, forcing price and reciprocity selling. 


4. Reciprocity \ thorough 


examination of this situation by all distributors should 


yield a better market, more satisfied customers and lower sales costs. 


\ very small amount of direct buying, for 
the following reason: stocks 
] Reciprocity 

, 


1. This line, falling into the “equipment” class, is sold with small 
chart I), a considerable number of back orders (see chart 

II), at a relatively low margin of profit. 

2. Its nature encourages widespread handling by marginal distributors 

(see chart 


IV). 


3. Industrial 


distributors are not powerful factors. Despite low 


margin, the line appears to be profitable, if only as a “feeder line” for 


accessories. 


GROSS PROFIT — 


Note that distributors are carry 
ing full share of low-price burden imposed as volume 
increases. Note also that manutacturers have found 
it necessary to increase margins as potential volume 
decreases in order to cover distribution costs. Only a 

mplete study of distributor’s costs of operation can 


letermine how far it is advisable te 
| 


7o In meeting 


prices or how high margins must be to cover costs 


' Chart shows total sales (1938) and 
total gross profit for all distributors 
| in surveyed area on each of 17 differ- 


ent lines 
* Te Gross Profit, All Distributors 
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MARGINAL COMPETITION 


MAG That volume-hunery 
wholesalers whose main business is in other fields and 
hard-hitting, highly trained specialty distributors are 
cutting into the volume formerly enjoyed exclusively 
by mill supply houses, has been acknowledged ever) 
where. The evidence is charted here. Cure for t 
situation seems to be a more specialized sales 
plus complete distributor service. 


Chart shows fotal sales (1938) of mar- 


ae 


‘ ginal or specialty distributors in the 
4 ‘ surveyed area, as compared with total 

3 sales of all distributors for each of 17 
- @ different lines 


GEE) Tota! sates, 1938, Alt Distributors 


Bey Total Sales, 1938, Specialized and 
Marginal Distributors 


CHART IV 
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Practically no direct buying. Exceptions 
for following reasons: 
1. No local distributor 


2. Price 


A very little direct buying, for the fol- 
ing reason: 


1. Reciprocity 


Very small amount of direct buying, for 
the following reasons: 
1. Distributors do not stock special 
types 
2. Reciprocity 


Very small amount of direct buying, for 
the tollowing reason: 


1. Reciprocity 


Some direct buying, for following reasons: 
1. Distributors do not stock special 
types 


2. Reciprocity 


Considerable direct buying, for the fol 
lowing reason: 
1. Distributors do not stock special 
types 


Heavy direct buying, for the following 
reasons : 
1. Price 
2. Lack of product knowledge by dis 
tributor’s salesmen 
3. Undependable service 
4. Reciprocity 


Some direct buying, for the following 
reasons : 

1. Lack of product knowledge by dis 
tributor’s salesmen 
Undependable service 
Distributors do not stock special 
types 


> 
> 
. 


1. An excellent distributor line, with inventory wit! unds (see 





ly 
chart I), shipments from stock unusually high (see chart Il) marginal 
distributor inroads reasonable (see chart IV) and protit: good (sec 
chart IIT). 


2. Such price selling as exists appears to come from a manutacturet 


or manufacturers forced to make concessions to overcome a lack of 
local distribution. Again, an examination of this situation by all dis 
tributors should tend to remove or ease this condition 


1. Seemingly satisfactory in all respects—turnover (see chart 1), low 
number of back orders (see chart Il), profit (see chart II]) and few 
inroads by marginal and specialty houses (see chart I\) 


2. Nature of the line suggests concentration on digging up new appli 


cations to increase volume. Salesmen appear to be thoroughly com 
petent to do this. 


1. Considering relatively low inventory now carried. it appears that 
the first objection could be overcome by distributors without endanget 
ing the net profit to be realized from a very satisfactory gross margin 
(see chart IIL). Distribution of this line amounts to little more than 
warehousing and cataloging. Expense chargeable to sales is small 


1. Well-controlled inventory (see chart I and art ID), no inroads 
by marginal houses and specialists (see chart IV) and a good margin of 
profit (see chart IIT) make this line highly satisfactory 

2. Like line K (above), increased sales will fall to the distributors with 
ingenuity to seek out new applications 


1. In this case, specialty houses have gained recognition (see chart 
IV). Although margin (see chart II}) and shipments from. stock (see 
chart Il) appear to indicate that gross profit is satisfactory and that 
the first criticism is unjustified, it must be remembered that all dis 
tributors (specialists included) have been figured in these totals 

2. Investigation might reveal that a slight increase in inventory (see 
chart I) might enhance distributors’ reputation for servic 


1. Many sizes and types make this objection difficult to meet is 
tributors are now carrying small stocks (see chart [), back-ordering 
fairly heavily (see chart IL). 


2. However, the absence of specialty house competition (see chart IV) 


and a good margin of profit (see chart II]), place the line in) the 


category of those worth looking into with a view to specialization. te 
compete with direct-selling manufacturers 


1. Uncontrolled distribution policies by manufacturers have brought on 
price competition in this line, which is satisfactory in all other ways 
(see charts I, I] and IIT). 


2. A house-cleaning by manufacturers would create incentive to over 


come the second and third objections. 


1. Unusually small stocks (see chart I) account for reasons 2 and 3 

2. The line runs to “specials”. The distributor with a factory-trained 
salesman properly sold to buyers as qualified, should be able t 
with a modest increase in inventory. 


build sales 


3. Profit margin is a little slim, which is probably accounted for by 
large number of direct shipments and back orders. To encourage a 


real selling job this would probably have to be increased 
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WHAT THE P.A. THINKS 


He Appreciates These Services 
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Cost Saving By Holding Plant Inventories to 
a Minimum 
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Emergency Service Deserves Recognition Regular Contact With Supply Salesmen in 
With General Patronage Picking Up Orders 





’ 


Time and Expense Saved By Reducing Ordering Routine 
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ABOUT DISTRIBUTORS 


He Registers These Complaints 
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Distributors are not giving dependable service on technical equipment. 


Stocks are full of holes ... can't expect a buyer to pay a premium on material not deliverd from stock. 


Distributors fall down on keeping customers advised on price advances. 


Too often fail to check back to make sure products are giving proper service. 


If we give too much business to one house, they think they have us sewed up and start sticking us 
on price. 


We prefer to deal direct on items involving important money ... We're more certain to get better 
price and better assistance on specifications. 


Distributors are not equipped to handle quantity orders on many items they sell. 


More competent girls are needed at the switchboard and more efficient order clerks who know 
about products. 


Even on smail purchases we find many occasions when distributors are out of stock. 


Plenty of room to make their service more valuable, particularly in reducing prices by means of 
higher efficiency. 





ee eee 2 ORY A NTN SEN EE DIN EY OPE ST RET, 


QUESTION: "Has service been improved noticeably during recent years?” 
ANSWER: "'Yes!'"—by 89 buyers... ''No!'"—2 buyers... "No change.’ 19 buyers. 


MILL SUPPLIES ® JUNE 10, 1939 49 








WHAT THE P.A. THINKS OF SALESMEN 


He Appreciates These Services: Familiarity with the plant's problem . . . Engineering assistance . . . Price 
information . . . News of new products . . . Personal attention to the account .. . Willingness to render 24-hour 
service in emergencies . . . Follow-through on profitless details 


But of Some He Registers These Complaints 





1 Insufficient knowledge of products . . . poor pre- 
sentation (54% of buyers interviewed reported be- 
ing bothered at times by this failure) 


OOPS — SORRY 


2 Not dependable 





3 Do not study customer's requirements 


4 Not aggressive 


5 Waste buyer's time by calling too often 


6 Too much high pressure (Balance needs to be 
struck between No. 4 and No. 6) 


1 Lack of tact 





QUESTION: ‘Have salesmen more competent product knowledge now than in former years?” 
ANSWER: ‘Yes! —72 buyers... ‘“No!"'—23 buyers 


QUESTION: Do you prefer the routine call, or should salesmen talk of only one product at a time?” 
ANSWER: Routine—favored by 62 buyers ... One product per call—favored by 47 
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MILL 
SUPPLIES 


THE MAGAZINE FOR DISTRIBUTORS AND THEIR SALESMEN 


Executives and Salesmen of 
the Industrial Supply Trade 
The United States 


Gentlemen: 

On the foregoing pages, and in 4 special section contained in the May 10, 
1939 issue, we have presented a survey of industrial buying and selling prac- 
tices in a typical industrial community. 


In this survey an unbiased organization was engaged by us to find 





out, at first hand, why industrial plants buy from distributors, why they buy 
direct, what they like and don't like about distributors. Our purpose was to 
ferret out, if possible, suggestions which all industrial distributors could use 
to build more volume. (We again caution that this study represents conditions 


in one city only.) 





| Our investigators, covering plants having over 44 per cent of the workers 


in the surveyed city, uncovered the following facts: 


1. The distributors are very important to industrial buyers, most 
of whom prefer to buy locally. 

2. Despite this finding, considerable direct buying is done, 
for these reasons: 


a) Price 

) No local distributor 

) Lack of technical knowledge by distributors’ salesmen 
) Inadequate service by distributors 

) No stock of special parts 

) 


( 
( 
(c 
| ; 
{e 
(f) Reciprocity 
3. The bulk of this direct buying is done by the larger plants. 
The reason most often given is "Price." 


From these figures it also appears that the distributors who are getting 
the bulk of the business in this territory carry on some or all of the following 


activities: 


1. Careful selection and systematic training of salesmen 

2. Spend money on inventory in order to render better service 

3. Regular sales promotion (advertising) to convince buyers of 
the value and economy of distributor service 

4. Institutional calls by executives to sell, in person, the 
same story (3) to buyers 

5. Product shows, catalogs, etc. 


CONTINUED ON NEXT PAGE 



































From a pooling of sales end inventory figures, it also appears that 
real problems face these distributors. Some of the problems are: 


1. How much stock can distributors afford to carry to meet the 
demands of industry? 

2. How low can distributors go in meeting direct-selling price 
competition and still make a profit? 

- How can distributors offset the inroads of marginal houses? 

4e What better methods can be used to sell industrial buyers on 
hand-to-mouth purchases? 

- What better methods can be used to meet the technical sales 
competition of direct sellers? 


It is our hope that the distributors in the surveyed city, who so freely 
revealed t> us intimate details of their business operations, will find some reward 
for their cooperation by having such light shed on the problems that concern them 
lirectly. We sincerely regret our inability to give them public recognition for 
their wholehearted contribution to the industry. 

What use the industry at large should make of this survey is not for us 
to determine. The findings, of course, cannot be directly applied nationally or 
in any other locality except the one from which they emanated. It mizht be profit- 
able, however, for the industry to investigate the practicability of such procedures 


as these: 


1. Further studies of this character in other cities, adding the 
element of dollar volume by obtaining the cooperation of manu- 
facturers in the American Supply and Machinery Manufacturers’ 
Association. 

2. The establishment of a method for determining approximately, if 
not absolutely accurately, the cost of handling individual lines 
--from the maker's machines to the user's plant, in order that 
distributors may set out to meet direct-selling competition with 
facts, not guesses, as a base. 

3. The establishment by e11 local mill supply clubs of clearing 
houses for figures on sales, stocks, shipments from stock and 
costs. 

4e A concerted effort, through cooperation with manufacturers, to 
reise the technical standards of distributor selling. 

5. A renewed effort to sell all industriel buyers on the cost- 
saving characteristics of buying-as-needed from industrial 
distributors. 


It is our conviction that no individual business nor entire industry 
can progress before it first knows where it is going and what it costs to get 
there. It is our hope that this survey may prove to be a stepping stone which 


will open the door for a tremendous increase in distributors’ sales. 


























ADVERTISING IS NOT COSTLY 


The direct-mail advertising cost bogeyman wilts 
under light cast by the Joint Committee on 
Sales Promotion of the distributor and manu- 
facturer associations . . . Distributors can get 
in the advertising swim for as little as $275. 
Shown in this one picture are about all of the 
items needed by any distributor to start his 


own advertising department 


BEFORE STARTING, of course, you need a mailing 
list. Your salesmen can help build this. (Com- 
mittee bulletins tell how to make the list accu- 
rate and productive.) Then—filing equipment 
to house manufacturers’ sales promotion litera- 


ture, mailing desk, letter writing machine, ad- 
dressing machine, addressing plates with holders, 
names and addresses, and the part-time services 
of one girl in the office. The results from such 
a department in increased sales contacts and 
greater sales effectiveness will quickly pay hand- 
some returns on this small investment. 


Photo Courtesy Addressograph-Multigraph Corp 


Duplicating 
machine 
$ 98.50-$340 








Cost of part- 
time girl -$40- 
$60 month 











1,000 address 

plates with 

holders,names 

and addresses 
$45 





fiddressing 
machine ~ 
$75 -$165 

















Tabie: Second 
hat at do 


In addition: About five cabinets for 
storing material -about $35 











Boyer-Campbell display at Michigan Statewide Safety Congress last May aroused much interest among safety 
engineers. And the exhibit at this year’s safety show was calculated to do it again 


SPECIALIZED EXHIBITS 


The Boyer-Campbelil Company, Detroit, creates, designs and 
builds its displays under its own roof — is careful in choosing the 
shows that will do it the most good, selective in the items it 
presents to the varied audiences — all in line with its program of 
sales specialization 


By EDWARD J. McOSKER, Epitor 


At the Detroit Builders’ Show in 
February, Boyer-Campbell confined 
its exhibit to a display of paint and 
industrial protective coatings. In 
the rear of the booth, John Hetzel, 
Boyer - Campbell salesman, talks 
things over with John F. Phillips, 
sales manager. Right foreground, 
Harold Anderson, another Boyer- 
Campbell salesman, answers the ques- 
tions of an interested visitor 
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“STOP, LOOK AND LISTEN!” 


There may be no such warning 
signs at the exhibits of the Boyer- 
Campbell Company in various im- 
portant shows, but the displays of 
this progressive Detroit house 
make people do just those things. 

For Boyer-Campbell officials be- 
lieve that to do justice to their 
investment and the time of their 
people, the items they display must 
be of definite interest to visitors at 
a given show, and must be pre- 
sented in an attractive, attention- 
compelling way. 

When Boyer-Campbell exhibits 
at the Michigan Statewide Safety 
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Congress in Detroit, the items on 
display are confined to safety items 
exclusively. But those make up 
quite a comprehensive outlay in 
the case of Boyer-Campbell, for 
this company has been an out- 
standing specialist in the merchan- 
dising of safety equipment for 20 
years. In fact, specialized effort 
on all major lines is a very defi- 
nite part of the sales program. 
The Boyer-Campbell Company 
felt that the Detroit Builders’ 
Show last February provided an 
excellent opportunity to do a sales 
promotion job on the line of paint 
and industrial protective coatings 






















it is featuring. The purpose of its 
exhibit there was to create better 
contact on this line with the paint 
contractor, architect and industrial 
plant. The success of the com- 
pany’s specialized efforts in this 
new field of activity would be ap- 
preciated easily by anyone fortun- 
ate enough to visit the Boyer- 
Campbell warehouse and see how 
this line has been rounded out to 
take care of demand. 

When the Machine and Tool 
Progress Exhibition in Detroit, 
March 14-18, came along, the at- 
tendance was decidedly different 
from that at the other two shows. 
This time the visitors would be 
tool engineers. So Boyer-Camp- 
bell showed the supply, tool and 
equipment items that would inter- 
est them, and the result was an- 
other compelling display. In fact, 
theirs was the largest and one of 
the most outstanding exhibits in 
the show. The accompanying 
illustration attests the attractive- 
ness of the display and its highly 
educational features. 

However, the Boyer-Campbell 
Company goes further than being 
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Finished display at Machine and Tool Progress Exhibition, where Boyer- 
Campbell showed tool engineers the principal items it has to offer them. 
“Ask the man with the green top” was the slogan at this exhibit. 
Campbell salesmen and manufacturers’ representatives wore green skull caps 


selective in its choice of shows at 
which to exhibit and items to be 
shown. The company actually 
creates and builds its own exhibits, 
using products its sells for this 
construction. The backboard, with 
all the features; the signs and all 
are actually constructed in its own 
building, taken to the exhibit hall 
in sections and set up exactly as 
planned weeks in advance. Be- 
cause of this, Sales Manager J. F. 
Phillips believes, Boyer-Campbell 
representatives secure a_ better 
working knowledge of products 


Bover- 









The Boyer-Campbell Company cre- 
ates, designs and builds its displays 


under its own roof. Here Sales 
Manager Phillips discusses details of 
the display for the Machine and Tool 
Progress Exhibition with Bill Haav- 
isto, who doubles as shipping clerk 
and exhibit builder 


that are handled by the company. 

Specialization is clearly  indi- 
cated by every move of the Boyer- 
Campbell Company. Its choice of 
events at which to exhibit and the 
items shown demonstrate careful 
planning and execution of these 
plans. And results are gratifying. 











RULES FOR DIRECT MAIL RESULTS 
By H. E. VAN PETTEN, Adv. Mgr., Mechanical Division, B. F. Goodrich Co. 


1. Lists apparently change less than 20 per cent in a year, contrary to the general 


belief. 


2. To get salesmen to furnish names for direct mail lists, make it sound easy. Ask 
them to furnish only a definite number of names. 

3. Salesmen’s lists have a tendency to run toward names of men whom the sales- 
men already have pretty well sold, rather than those whom they have difficulty 


in selling. 


4. While direct mail will bring a higher percentage of responses, normally, it must 
be handled more carefully even than space advertising, since direct mail material 
can have much more definite negative effect on the recipient. 


5. Campaigns should be tested often by sample mailings. 


6. Publication advertisement reprints are ideal forms of direct mail. 
7. Don’t use trick folds and trick sizes for direct mail. 
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. Don't judge the effectiveness of direct mail by number of inquiries. 





NO FRICTION IN THIS SALES 


Anti-friction bearings, properly applied, can pay their way—here's how to crack this replacement 


By E. J. TANGERMAN, TECHNICAL EDITOR 


A COUPLE OF YEARS ago, I was 
talking to the plant engineer of a 
big sugar refinery. In front of us 
whirled a long row of centrifugals, 
driven from a common lineshaft. 
\long came the general manager. 
“What in blazes are you doing to 
these centrifugals, Dan?” he asked, 
“I see you sent through an order 
for 20 bearings at $42 apiece. What 
are they, gold-plated ?” 

That G. M. is an old-timer, so he 
understands straight talk. “Look, 
Boss,” says Dan, “the old bearings 


on that lineshaft cost just seven 
bucks apiece. But see the grease 
monkey (oiler, to you) up that lad- 
der? He has to make the trip 
along that lineshaft twice a day. It 
costs you six bits a trip. The oil 
he puts up costs you about two bits 
imore—even though most of it ends 
up on the floor. 

“Well, I’m pulling all those old 
bearings out and putting in anti- 
friction bearings that cost six times 
as much. But, they're grease- 
packed, so a refill every six months 


is plenty. They don’t leak either, 
so you save at least two bucks a 
day in oiling and cleaning alone. 
On top of that, those new bearings 
will let me pull this lineshaft with a 
150-hp. motor instead of the 300- 
hp. we had on the line before. 
That’s about 2400 kw-hr of juice I 
save every 24 hours—pretty near 
forty bucks more. So every day 
that I run, after these bearings are 
in, I pay for one of ’em!” 
“Listen, Dan,” says the G. M., 
“why the Hell did you wait so long 





Although scarcely a dozen years ago, anti-friction bearings were first generally adopted by manufacturers 
of machine tools, the demand for higher and higher speeds, greater and more smoothly delivered power, 
increased efficiency and less frequent maintenance has led to their wider and wider application. Today, 
39 sets of anti-friction bearings are used in one Warner & Swasey precision lathe. Included are straight 
roller, tapered roller and ball bearings 
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to put ’em in? And why didn’t you 
get enough of these gold-platers to 
fix up the other five lines too? 
Then I can pay for six a day in- 
stead of one!” 

That’s the kind of thanks Dan— 
and a lot of his kind—get for some 
really brilliant ideas. But it does 
serve to illustrate the point that, 
where they’re suited, anti-friction 
bearings can save a pile of money. 
And, since most of your chances for 
sales are for replacement, you don’t 
have to be highly technical about 
it either. Here are the salient 
points : 

1. Shaft size. The engineer 
knows that, or a pair of calipers 
will get it for you. 

2. Load. The engineer knows 
how much. You've got to know 
whether it’s radial (at right angles 
to the shaft), thrust (along the 
shaft), or a combination. You've 
also got to know where it comes 
from—that is, whether it’s continu- 
ous or shock load, how much 
weight the bearing supports in the 
way of pulleys and shafts, sidepull 
of belts, etc., the distance between 
bearings, how far the load (usually 
the pulley or gear) is from the 
bearings, and whether or not 
there’s any centrifugal force be- 
cause the shaft is out of balance. 

3. Speed. This is important, be- 
cause it is a factor in picking type 
of bearing. For example, if it’s ex- 
tremely high, the single-row ball 
bearing (see sketches) is the prob- 
able answer, because you can get 
it to stand 30,000 r.p.m. If accuracy 
is important, you'll have to be sure 
there’s a solid housing for the outer 
race, so there’s no chance for vibra- 
tion. 

4. Type of Housing. Housings 
for normal use usually have a felt 
seal to prevent oil leaking out and 
dirt getting in. Above 2,000 r.p.m., 
however, it may be advisable to 
suggest mechanical seals, because 
the felt ones may char. In metal- 
working, woodworking, or chemi- 
cal plants, a flinger seal is used to 
throw the dirt (such as chips, dust, 
etc.) out and away from the bearing. 


5. Heat. If the bearing is going to 
heat up, a standard type may ex- 
pand and bind, scoring either shaft 
or bearing. For these applications, 
suggest a free-fit bearing that ex- 
pands without binding. 

6. Lubrication. This isn’t impor- 
tant, because it has to be done so 
infrequently. High-speed units nor- 
mally have a pressure oiling sys- 
tem; normal ones are oil-filled or 
grease-packed and don’t need at- 
tention oftener than once in three 
to six months. Then they aren’t 
filled tight, but only about a third 
full, because full bearings churn 
grease or oil, heat it, and lose it. 

There are two principal types of 
anti-friction bearings, ball and roll- 
er, both made of high-carbon steel. 
A third type, the needle bearing, is 
a modified roller form in which 
the rollers are very small in diame- 
ter. In general, ball bearings are 
used at extremely high speeds, roll- 
er bearings where speeds are under 
about 2500 r.p.m. and load is high. 
In between, variations are used. 


Roller-Bearing Applications 


The roller bearing finds its best 
applications in rolling stock, steam 
and power shovels, mining machin- 
ery, derricks, rolling mills, and 
speed-reducer shafts. It is com- 
pact for its load-carrying ability. 
One type is adjustable to take up 
for wear, and by virtue of its ta- 
pered construction can handle com- 
bined radial and thrust loads. A 
spiral-wound type, with hardened 
race and shaft, is used on very- 
heavy-duty, slow-speed units like 
rolling-mill equipment. The self- 
aligning type has concave rollers to 
take care of misalignment and can 
handle combined radial and thrust 
loads. The cylindrical roller bear- 
ing takes heavy loads in small 
space, but the load must be radial. 
This is the bearing that is made to 
the same dimensions as ball bear- 
ings. Self-aligning spherical roller 
bearings have two rows of barrel- 
shaped rollers, and are designed 
primarily to handle both radial and 

(Continued on page 85) 
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Self-aligning roller bearing 
with concave rollers 


Self-aligning spherical roller 
bearing with convex rollers 


Self-aligning type radial ball 
bearing, double row 


Grandaddy of all, the thrust ball bending 


Sioa thiteeres tote 


ing in 
flat seat 
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THESE INDUSTRIES ARE RIPE FOR YOUR SPECIAL ATTENTION 


AIRCRAFT AND  AIRCRAFT-ENGINE 
PLANTs: Hot summer weather or 
no, they’re still hard at it taking care 
of the democracies in their aerial 
race with the dictatorships. If you 
haven’t been around there yet, better 
go, and see if they can’t use some 
welding rod or welding equipment, 
files, hoists, or whatever else you see 
them using, including lots of port- 
able tools, and the drills, reamers 
and such that go with ’em. 


SHIPBUILDING: Still booming too, 
and for the same reasons. The big- 
navy program has them loaded to 
the gills, and the load is continuing 
its increase. Here’s a grand market 
for portable tools too, as well as 
hoists, chipping hammers, paint and 
brushes, and pretty nearly every- 
thing in the book. 


MACHINE-Toot PLANTs: Keeping 
up nicely, reaching peaks of activity 
they haven’t hit for over a year. It’s 
spotty improvement though—be sure 
the one you're going to see has 
plenty of smoke coming out of its 
stacks or you may be disappointed. 
The mechanics in these plants are 
nuts about small tools and machin- 
ists’ precision tools. They'll mort- 
gage their souls to get the newest and 
best. You may have to work out 
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some form of company-purchase 
arrangement for them, though, in- 
cluding taking it out of pay envel- 
opes on the installment plan. 


SMALL-Toot PLANTs: Ought to 
be doing pretty well now, too as a 
result of all the machine-tool, ship- 
building, and airplane _ business. 
They buy the whole list of small 
tools except what they make and 
what their competitors make, plus 
handling equipment, bolts, nuts, 
washers, and such odds and ends. 


Brick, TILE AND TERRA COTTA 
PLANTS: Not big buyers, but they 
use buckets, brooms, grinding wheels 
(for shaping terra cotta and tile), 
rope, hoists, skids, and such, even to 
small power and hand trucks. And 
hot weather is their busy season. 


Beer: The stock drink these days 
—nothing goes better on a hot job 
than a long, cool schooner. That 
means that the brewers are working 
nights. They buy nice white hose 
by the mile, as well as boots, rubber 
aprons, hand tools, brushes, and the 
rest of the plant maintenance equip- 
ment. Better stop by and see the 
power engineer too; he'll probably 
need some valves, pipe, insulation, 
or something along that line. 
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Sort-Drinks: In demand by us 
non-beer drinkers. If you’ve got a 
bottling plant in town (and what 
town hasn't?) see if they won't be 
buying, item for item, what the 
breweries want. After all, two sales 
are better than one, and they usually 
let you drink up a couple of samples 
while you wait. 


Ice Cream: Third of the hot- 
weather triumvirate. Just follow one 
of these ice-cream-bar trucks home 
some evening and talk to the boys 
you meet at the other end. There’s 
a lot of piping, valves, fittings, and 
gaskets in a refrigerating system, as 
well as the usual quota of hose, 
buckets, rubber boots, aprons, and 
the rest of the things you practiced 
up on in the brewery—everything 
except brass rails. 


Roap Buitpers: Not all done 
yet, either, so better try them on 
shovels, picks, mauls, and the rest 
of the stuff a road builder needs. 
He'll take lanterns, air tools, and 
such too, as well as small tools in 
the maintenance shop. 


ConstRUCTION CoMPANIES: Also 
hard at it—they need the same 
things road builders need, plus wire 
rope, handling and building equip- 
ment. 


SALESMAN’S HOROSCOPE 





PAINT ano VARNISH 
BRUSHES 


WIRE ann FIBRE 


WHEEL BRUSHES 


STE EE res 
SCRATCH BRUSHES 


Something to act upon in relation to costs! 


@ Brushes are TOOLS! But there's an im- 
portant difference. For example: 

Workers CAN'T use badly worn wrenches, 
Work STOPS until a good wrench, correct 
for the job, is obtained. 

Workers CAN use badly worn brushes 
But ume is wasted that could be saved by 
replacing with good brushes! 

In most cases, the cost of time wasted by 
just one worker using a badly worn brush 


would pay for several new Osborn Brushes 


correctly matched to job requirements. 
Surveys have revealed that it is apparently 
common practice for even the most con- 
scientious workers to use badly worn brushes 
long after those brushes should be scrapped. 
Osborn and the Osborn Distributor in 
your locality can help YOU put YOUR 
brush jobs on a time-saving, cost-reducing 
basis. Ask about it! 
Tt Os80RN MANUFACTURING COMPANY 
see Qhunes ton Cam's 4 era way Soire 


+ Detroit + Chicage + Sem Frenciece 


FLOOR SWEEPING 
BRUSHES 


WINDOW CLEANHNG 
BRUSHES 


: COUNTER or 
BENCH DUSTERS 


THE MOST EXTENSIVE 


PUSH BROOMS 


PROTECT THOSE HOURS SPENT WITH BRUSHES 


explored anus MARKET 


@ Most plants DON’T KNOW they are wasting 
money by permitting workers to use badly worn 
brushes or brushes not properly matched to job 
conditions. Tell them about it! 


Brushes cost so relatively little that their real 
importance is overlooked. 


THINK of the volume of brush business YOU 
would have if every one of YOUR customers 
replaced worn or “misfit” brushes with Osborn 


Brushes properly selected for their jobs! 
Here are YOUR “UNEXPLORED BRUSH 


LINE OF 


INDUSTRIAL 


MARKETS”. Go after this business! Tell your 
brush customers these facts. Osborn is helping 
to pave the way for you with advertisements such 
as the one reproduced in miniature above. The 
full page original appears in the current issues of 
leading industrial publications. 


There’s real volume in this idea of making 
industry “brush conscious”. The Osborn line is 
geared to this plan 100%. ° 


THE Os80RN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE + CLEVELAND, OHIO 
Sales Offices: New York « Detroit «+ Chicago « 


San Francisco 


BRUSHES SERVING ALL 
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More About Drills 


1. In a_ moulti-flute drill, what 
trouble arises from worn margins? 

2. How about uneven lip lengths 
due to faulty grinding? 

3. What is the range of sizes for 
numerical drills? 

4. And for alphabetical-size drills ? 

5. To get back to something nor- 
mal, how about available sizes on 
standard fractional-inch drills ? 

6. And for those foreign jobs, how 
about size ranges on metric-sized 
drills ? 


7. What is lip clearance, and why 
is it important on a drill? 


8. What happens if a drill without 
proper lip clearance is fed into metal ? 

9. Does clearance vary between 
edge of cutting lip and center or 
web? 

10. To avoid dragging at the heel, 
why not just allow a big clearance? 

11. What is the proper clearance 
at the periphery for a drill working 
in cast iron? . 

12. How about one drilling steel ? 

13. Granted that an included lip 
angle of 118 deg. is standard for 
drilling steel, how about the angle 
for drilling cast iron? 

14. If chips curl too much and 
cause trouble, what can be done to 
fix it? 

15. How about chips that don’t 
curve enough? 

16. What is the customary method 
of indicating drill speed, in r.p.m.? 

17. Granted that too little lip clear- 
ance causes a drill to split up the 
middle, can there be any other cause? 
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18. When the tang of a drill 
breaks, what is the probable cause? 

19. If a drill produces an oversize 
hole, what are the probable causes? 

20. If the hole is undersize, what 
can cause that? 

21. What is flute length, and how 
is it measured? 

22. Are all drills 2-fluted? 

23. What are multi-fluted 
called ? 


drills 


24 Have such 
uses ? 


drills any other 
25. What advantage have they? 
26. If insufficient lubricant gets to 
the point of a drill, what happens? 
27. In deep-hole drilling, what can 
be done to be sure the lubricant gets 
in? 
See page 86 for answers. 


Sam Supplier Vanquishes 
a Double-Talker 


Early one morning as Sam opened 
up, a smart-Aleck friend dropped in. 
“Sam”, says the double-talker, “I’ve 
got a Harumph and a Gotog, both 
being box-shaped with parallel sides 
and both hold water. Also, a Glup 
is as long as four Yippees. The top 
of a Gotog is 1 Glup square, and 
the top of a Harumph is 1 Yippee 
square. A Harumph is 1 Glup deep, 
and a Gotog is 1 Yippee deep. Now, 
answer me these: 1. Which one, 
Harumph or Gotog, holds more wa- 
ter? 2. How much more?” 

Sam put down the spanner he’d 
picked up, and deciding that discre- 
tion is the better part of valor, picked 
up his pencil. In a couple of min- 
utes (All right, five if you pin me 
down!) he produced the answer. 
Can you do as well? 

(Oh, so you don’t understand 
double talk, eh? All right, look on 
page 88.) 


RS 


"Which one was it Maimie?” 
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NATIONAL 


METAL CUTTING TOOLS 


AT WORK 
In the Aircraft Industry 


Doing their part in producing better 
and more efficient Aircraft for Civilian 
and Military uses, NATIONAL Metal 
Cutting Tools are at work" in the leading 
plants of the United States. 
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*Slot Arm being mil- 
led to tolerances of 
-002" in its entire 
length (23 inches), 
with NATIONAL 
Form Cufter. 


*Oleo-Cylinder be- 
ing drilled 2% inch 
diameter for its full 
length of 22 inches 
with NATIONAL 


High Speed Drills. 
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100 = Average Monthly Sales, 1923-1925 
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SUPPLY SALES 


The Sales Indicator stopped to catch its breath in 
April, settling down to 104 from its previous spurt to 
106. Slight dips in the North Atlantic and Southern 
territories were almost offset by gains in other areas. 
Dollar value of average order was back to $15.01, but 
orders per day bounced four points to 94. 


DOLLAR VALUE, AVERAGE ORDER ORDERS PER WORKING DAY 
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Is Found in the DODGE 
Complete Line! ... 


N the Dodge line is found an economical solution for every power 

transmission problem . . . for Dodge manufactures a complete line, 
which permits “The Right Drive for Every Job” based on production re- 
quirements and service conditions . . . assures free flowing power so 
vital to profitable plant operation . . . Throughout the entire line of 
Dodge power transmission equipment there are refinements of design 
which step up operating efficiency and reduce power waste . . In all 
branches of industry Dodge Drives are serving to make operations 
smoother and their performances are reflected in lower costs . . . De- 
pend on Dodge for “The Right Drive for Every Job.” 


DODGE MANUFACTURING CORPORATION 
Mishawaka, Indiana, U. S. A. 
Think of 


EVERY JOB 


... when planning a new plant... when adding a new department . . . when installing 
new machinery... . when modernizing old equipment .. . when designing new products. 
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SALES TIPS 


FROM THE TRADE PRESS 


Because of space limitations, most items appearing in 
this department have been reduced to their elemental 
facts through digesting. Where the reader's interest 
is particularly great, we recommend that the article 
be sought out and read in detail in the paper where it 


originally appeared, 


Take Inventory 
Of Your Sales Staff 


Why not take an inventory of your 
sales staff? A recent inventory made 
by a large company of its sales or- 
ganization showed that good sales- 
men: 


1. Answer objections effectively; 
prospects always have excuses for not 
buying. Poor salesmen accept these 
excuses; good salesmen do not. The 
mediocre performers are too gentle- 
manly. The stars can be as hard as 
nails if necessary. 

2. Sell the goods in terms of benefits 
to the buyer The good salesman tells 
the buyer why he should buy. The poor 
salesman tells the prospect why he 
wants to sell. 

3. Get out of the rut of competition. 
The good salesman gives striking in- 
(lividuality to his approach, to his argu- 
ments and to his methods in general. 
The poor salesman is often too com- 
monplace. 


In short, to improve the produc- 
tiveness of any sales organization— 
find out what the good salesmen are 
doing and then have the rest of the 
salesmen do the same things.—Forbes 
Magazine 


What Buyers Want in Catalogs 


Occupying an important role in in- 
dustrial buying, the catalog has a 
function distinct from many of the 
activities commonly associated with 
sales promotion. As pointed out by 
K. Lonberg-Holm: “The function of 
the catalog is that of supplying pri- 
mary buying information. This im- 
plies that catalog information should 
be useful to the typical buyer, in a 
specific market, at a specific time.” 

Mr. Lonberg-Holm has compiled 
the following six-point check list to 
be used in preparing catalogs: 

1. Include only information on prod- 
ucts or services needed by typical buy- 
ers in any specific market group. In- 
clusion of products not of interest is 
wasteful. 

2. Include sufficient information on 
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use, performance, design, etc., to satisfy 
the needs of potential buyers. With- 
holding information makes buying’ un- 
necessarily difficult, results in fewer 
inquiries, kills selling opportunities. 

3. Include information that will direct 
the buyer’s next step. Omitting infor- 
mation on engineering or sales and 
service facilities often results in no 
further buying action. 

4. Organize content to make specific 
items of information easy for the buyer 
to find. Most catalogs are organized 
from the seller’s viewpoint. 

5. Use typography which will make 
the catalog easy to read. Defective eye- 
sight and poor lighting are general. 

6. Use graphic aids—charts, tables, 
pictographs, drawings, photographs, 
etc.—which will make the catalog easy 
to comprehend. Quick understanding 
promotes buying. 


The obvious simplicity of these 
suggestions may account paradoxi- 
cally for their being so frequently 
overlooked. — Industrial Marketing, 
March, 1939 


SELL-OSOPHY 


Sell ideas and the dotted line will take 
care of itself. 


G. L Con ey, eastern sales manager, 
Libbey-Owens Ford Glass Co. 


The essentials for a successful salesman 

seem to me to be honesty and sincerity 

and a belief in the objects he is selling. 
Grover WHALEN, president, 
New York World's Fair Corp. 


Selling is the real motive power of our 
modern industrial machine. Money may 
start a business (after some salesman has 
sold investors the idea!), but only selling 
can keep a business running—or prevent 
it from running into the red. 

W. E. Hotter, general sales manager, 
Chevrolet Division of General Motors 


Imagine you are making your first call all 
over again. Treat every prospect like a 
brand new one. That may help to get 
results, 
Don G. CrarK in Midwest Pur- 
chasing Agent 
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Wrapping of Asbestos Tape 
Protects Electrical Cables 


Electrical cables supplying port- 
able tools, lamps, and other electrical 
equipment are often exposed to the 
risk of mechanical damage, fire and 
high temperature. The cables them- 
selves can be protected from these by 
giving them a wrapping of asbestos 
tape and then giving the tape a brush 
coat of sodium silicate. On drying, 
this will form a tough, resilient coat- 
ing which will be highly resistant to 
mechanical damage, and the asbestos 
tape will prevent the penetration of 
any ordinary heat. 

Where only oil and the risk of 
slight mechanical damage have to be 
feared, cables can be given a cov- 
ering of ordinary muslin and this 
covered by a pasty mixture of water 
and Portland cement. This, on dry- 
ing, will give considerable mechani- 
cal protection without greatly reduc- 
ing the flexibility of the cables.— 
Textile World, April, 1939 


Twelve Tips for Better 
Portable Tool Service 


Too much importance cannot be 
laid on periodic inspection of port- 
able electric tools. Most small 
troubles can be corrected, prevent- 
ing breakdowns and repair charges. 

In order that power tools will be 
in a satisfactory operating condition, 
the maintenance man should perform 
the following operations whenever a 
tool is inspected: 

1. Clean out all accumulation of me- 
tallic dust, chips and dirt from, in and 
around motor, brushes and brush hoid- 
ers. 

2. Thoroughly clean ventilating holes. 

3. Clean or smooth commutator with 
sand paper. 

4. Replace worn brushes if necessary. 

5. Check brush spring tension and 
see that springs are properly seated. 

6. Tighten lead connections to brushes 
and brush holder. 

7. Clean and _ inspect 
tighten all connections. 


switch and 


8. Repair or replace broken cables. 

9. See that attachment plug is in 
good condition. 

10. Clean all accumulation of chips 
and metallic dust from chuck with gaso- 
line or other suitable cleaning material. 
Immersion in oil for a few minutes 
will usually loosen tight jaws. 

11. Inspect grease in gear case. Wash 
all worn out grease from the case with 
suitable cleaning material. 

12. Relubricate with lubricant recom- 
mended by manufacturer.—Electrical 
Contracting, April, 1939. 








REPLACE THOSE 
OLD CASTERS AND 
ONE MAN CAN DO 
THAT JOB EASILY 











Imost every customer you have is a ruin floors and pile up overhead expense. 
prospect for some type of caster. In factories, Make a point of looking for opportunities 
laundries, hotels, bakeries, warehouses— to sell better casters—and suggest them 
wherever you go, you'll find casters in use. where replacements seem advisable. You'll 
You'll find them on tool tables, small dol- find yourself dollars ahead at the end of 
lies, portable machines and live skids . . . on the month. 
utility trucks and specialized trucks for 
materials handling. You'll find truck casters 
from receiving rooms to shipping platforms 

. office chair casters and chair slides in 
offices. 

And you can be sure of this: wherever 
casters are being used, you stand a good 
chance of selling more, and you stand the best 
chance of securing orders when you offer 


Bassick casters. Worn-out, inefficient casters 





There are sizes and types of 


BASSICK CASTERS 


for every requirement 








THE BASSICK COMPANY ° Bridgeport, Connecticut 


Canadian Factory: Mewart-Warner-Alemite ¢ orporation of ¢ anada. Ltd.. Belleville, Ontario 
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Mather Hardware Reorganizes; 
Mill Supply Department Added 


Mather Hardware & Supply Co., 
Louisville, Ky., which has been in 
the hardware and household supply 
business since 1928 was reorganized 
recently and a mill supply depart- 
ment added. L. L. Mather is presi- 
dent and general manager of the 
firm assisted by J. L. Mather, treas- 
urer. 

Four outside salesmen will cover 
Southern Indiana and Kentucky. 
Products of nationally known manu- 
facturers are stocked. Mr. Mather, 
head of the company, was for many 
years a branch manager for Henry 
Disston & Sons. 


Cleveland Distributors 
Meet with Jenkins Men 


Results of close manufacturer-dis- 
tributor relations were clearly dem- 
onstrated at a large sales promotion 
meeting held in Cleveland, Ohio. 

Jenkins Bros., valve manufactur- 
ers, now celebrating its 75th anni- 
versary, put on a showing of its mo- 


(Continued on page 72) 


Salesmen of the Boston Woven Hose & 
Rubber Co., Boston (44 in all), “confer- 
enced" from Monday to Friday. Here they 
are with factory and office executives 
ready to do justice to a big meal at the 
Engineers Club in Boston 


Scene at O. Iber Company display at Chicago Rotary Business Exposition during a moment 
of relaxation, The gentleman at the left is a customer. Next to him is A. M. Anderson 
of the Iber Co. Bill Iber is “up in the air,’ while Oscar, himself is the “thorn between 
two roses." Henry Halverson of the Iber Co. is the next male, while the gent with the 
casual grip on the wrench is R. M. Walker of the U. S. Hame Co. 





Opening night of a two-day sales conference brought the sales organization of Riech- 
man-Crosby Co., Memphis, Tenn., to the Hotel Peabody for dinner. Paul Reinking, Key- 
stone Lubricating Co., Philadelphia, was host and entertained after dinner with a talkie 


‘ 
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“The men in our plant usually spec- 


ify ‘HEWITT’ on their requisitions 
for hose. And I certainly agree that 


HEWITT has earned its popularity.” 





_* CONVEYOR AND TRANSMISSION BELTS + PACKING 
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TEN YEARS AGO IN MILL SUPPLIES 


1929 ASSOCIATION 


STANDARD BEARERS SouTHERN 
AT THE ATLANTIC CITY TRIPLE CONVENTION, 
HELD MAY 7.8 AND 9, D.D.PEDEN WAS ELECTED 
PRESIDENT OF THE SOUTHERN ASSOCIATION, 
D.C. JONES WAS CHOSEN HEAD OF THE AMERICAN. 
AND H.H.KUHN WAS SELECTED To LEAD 
THE NATIONAL 





PURCHAS! 
AGENT, 





= 
a 





HOWARD SCHRAMM WAS | 

ELECTED PRESIDENT oF TURNER G mnt 

SUPPLY CO, MOBILE, ALABAMA 

ACCORDING TO LLOYD CADDELL OF THE ALABAMA MACH- 

INERY AND SUPPLY CO, MONTGOMERY, ALABAMA, 715% OF 

HIS BUSINESS CAME THROUGH CREATIVE SELLING.... 
INSPECTING CUSTOMERS’ PLANTS, TALKING WITH SHOP | 

HOW TO SELL THE BUYER AND MEN, AND FINDING OUT, FIRST HAND, HIS CUSTOMERS 

PREVENT HIM SELLING YOU, WAS NEEDS, AND THEN “FOLLOWING UP” ACCORDINGLY. 

THE GIST OF AN ARTICLE BY — 


PW HUDDLESTON OF W. J. 
NEWS ITEMS 


HOLLIDAY & €., INDIANAPOLIS. 

CONTRACT FOR A ONE-STORY AND BASE- 
MENT PLANT WAS LET BY THE GLOBE 
MACHINERY & SUPPLY CO., DES MOINES. 

THE SITUATION HAS CHANGED SINCE THE LONG- 
LEWIS HARDWARE CO, OF BESSEMER, ALABAMA, 
OPENED A BRANCH AT BIRMINGHAM TEN YEARS 
AGO; TODAY, BESSEMER IS LISTED AS A BRANCH 
OF BIRMINGHAM. 











THE PICKETT HARDWARE CO., WARREN, PA., 
BOUGHT THE ENTIRE STOCK AND GOOD-WILL OF THE 
JAMIESON HARDWARE ¢ SUPPLY CO. OF THAT CITY 


IT TOOK MORE THAN AFIRE To stop WEEDG 
CO, BUFFALO. THE SAME DAY THE COWFLAGRA- 
TION OCCURRED, SALESMEN WERE OUT MAKING 
THEIR CUSTOMARY CALLS. 





Back of Every 
NORTON Wheel... 










NORTON 


TatelUSi man tele) can comm LO) ME @ly Mn <cticlolaaa) 
om piletcl Malek anaealeliiieltwmiaaielcalmiomins 


new steels and other alloys to be 


ground today — looks to Norton for 
bond 


abrasive developments, 


developments and improved wheel 


manufacturing processes. 


ABRASIVES 


laboratories. They have solved dilfieut grinding 
problems for many — have reduced grinding 
costs for all. And countless developments of 


importance are sure to come in the future. 
Industry has profited and will continue 
to profit by Norton research. 


* just to name a few recent ones: optical synthetic 
resins, diamond wheels including the new metol 
bond, “I-R” Crystolon abrasive, “B-E" bond, con- 
trolled structure, Norbide (Norton boron carbide), 


The greater port of the research laboratories at 
Worcester (about 37,000 square feet) is located 
in this building, designated as Mill 7. 
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Milier, President of Dodge 
Dies Suddenly in Mishawaka 


George Carter Miller, president of 
the Dodge Mfg. Corp., Mishawaka, 
Ind., died suddenly of heart disease 
at his home early on the morning of 
May 10. Mr. Miller was in his 64th 


GEORGE C. MILLER 


year and had been ill for only a week 
and a half at the time of his death. 

Coming to the Dodge Mfg. Corp. 
in 1922, he assumed the presidency 
early the following year. Before 
joining Dodge, he had been con- 
nected with various companies as a 
mechanical and industrial engineer. 
He was superintendent of Charles 
Williams stores, New York City, 
from 1913 to 1915; general manager 
of Montgomery Ward Co., Chicago; 
president of the Tillotson Mfg. Corp., 
Pittsfield, Mass., and New York, and 
vice-president of the George W. 
Geothals Co. 

Mr. Miller was born in Cincinnati, 
O., on March 25, 1875, the son of 
George C. and Eliza Davidson Mil- 
ler, a pioneer family of that city. 
His great grandfather settled in Cin- 
cinnati, in 1817. He attended the 
Cincinnati Institute of Technology 
and the University of Cincinnati. 

An active leader in the Boy Scout 
movement, Mr. Miller served as pres- 
ident of the Mishawaka council for 
four years and as national repre- 
sentative of the council for ten years. 
In 1937 he was given the Beaver 
award for distinguished service which 


is presented annually by the council. . 


Charles Neher Passes 


Charles Neher for the past twenty 
years district sales manager for Tem- 
pleton, Kenly & Co., Chicago, [Il. 
died on April 5. He had been lo- 
cated at Dallas, Texas. 





ne 


PROFIT LOADED SPECIAL 


LEAVING now | 











Opens Up New 
Markets for YOU 


Thousands of machines—OLD and NEW—need 
variable speed transmissions. Machine users could 
not afford them heretofore because of high cost. 
The development of the low-cost $.O.S. has 
changed all this—and made Thousands upon Thou- 
sands of new Prospective Buyers. This new mass 
market is a Jobber’s market and here’s why: 


All Aboard! Get your profit volume 
from this campaign! Write now... 
your territory may still be open! 


Transmission Division 


IDEAL COMMUTATOR DRESSER COMPANY 
1000 Park Avenue, Sycamore, Illinois 
T 


he 
“Million Speed” 
Transmission 
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. Volume sales possibilities 


proved by Jobber experi- 
ences. 


2. Only five sizes to stock. 


%. Good profit on each unit 


sale. 


. A volume product. Thou- 


sunds of machines In use 
need variable speed trans- 
missions. 


. Comes completely assem- 


bled — installation not an 
engineering job. 


i. Uses simple V-Belt drive. 


. Used in hundreds of differ- 


ent applications. 


. Provides infinite range of 


speeds — simple = finger-tip 
control, 


. Backed by exclusive jobber 


policy. 


. Your sales volume aided by 


missionary work of Ideal 
Transmission Engineer- 
Salesmen, 


. Expanded industrial maga- 


zine advertising is reaching 
the men you sell in your 
territory—your own custo- 
mers. : 


2. An extensive drive by di- 


rect mall that right now is 
reaching over a million 
users and prospects. 





(Continued from page 66) 
tion picture production, “A Fair 
Offer” before a gathering of about 
1,000 friends and customers of the 
three Jenkins distributors in the 
Cleveland trading area. The group 
included purchasing agents, engi- 
neers, plant superintendents and 
contractors. Before the picture went 
on, representatives of the distribu- 
tcrs—W. Bingham Co., W M. Pat- 
tison Supply Co., and Strong, Car- 
lisle & Hammond Co.—and some of 
Jenkins executives sat down to an 
informal dinner at which Mr. C. C. 
Chamberlain, advertising manager of 
Jenkins Bros., took the candid cam- 
era shots shown on page 78. 


~ 
¥ 


E. B. Cooke, assistant store manager of 
the Howard Supply Co. of Los Angeles, 
believes in dressing for comfort while on 
the job. Polo shirt and slacks gives him 
freedom to go into action 


A. 3 Yardley, vice-president of 
Jeakins Bros. made a short welcom- 
ig speech and outlined the policy of 
his company in selling through the 
‘ndustrial distributor. 

After the showing of “A Fair 
Offer” which depicts every step in 
the manufacture of Jenkins valves, 
the drawing for door prizes took 
place. The first prize, a portable 
radio, was won by E. Heller of Ohio 
Tool Co., Cleveland, and second 
prize, a garden hose and reel was 
won by Ralph Fathauer of Reserve 
Lithograph Co. 

F. C. Ernst, chief engineer of 
Jenkins Bros. conducted a question 
and answer session at which valve 


problems and troubles were dis- 
cussed. R. E. MacDowell, Jenkins 
representative in Cleveland and A. 
M. Street, assistant to Mr. Chamber- 
lain, also attended. 


H. C. Williams Appointed 


T. M. Evans, president, H. Kk. 
Porter Co., Everett, Mass. has just 
announced the appointment of H. C. 
Williams as general plant super- 
intendent. Mr. Williams was _for- 
merly associated with the Patterson 
Foundry and Machine Co., East 
Liverpool, Ohio, H. H. Robertson 
Co., and Blaw Knox Co. 


Not in their cups, just over them! W. J. McDillon (left), of Great Lakes Supply Corp., 
Chicago, and F. J. Hayman, Edwin H. Fitler Co., enjoy an early morning talk over coffee 


Between 900 and 1000 spectators put on their Sunday-go-to-meeting clothes and attended this movie show sponsored by Strong, Carlisle 
& Hammond Co., Bingham Co. and W. M. Pattison Supply Co.—three Cleveland distributors for Jenkins Bros. who put on show 
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your PROFITABLE 


BRUSH AND BROOM SALES 


From our plant at the “corner of Brush and Broom 
Streets” in Indianapolis, to users all over the world, 
CAPITAL “RED CAPS” give fine accounts of 
themselves. We know how to build brushes and 
brooms that give the longest and most economical 
service. There’s always a demand for CAPITAL 
“RED CAPS” because of this fine service and 
distributors realize good profits all year around— 
it’s always the season for good brushes and brooms. 


Large industrials have many uses for CAPITAL 
“RED CAPS” because they are always interested 
in holding down sweeping costs. You'll find good 
prospects in railroad and machine shops, dairies, 
warehouses, garages, parking lots, schools, hotels, 
bus depots and railroad stations,—construction 
crews and municipalities too are big users of 
brushes and brooms. Don’t miss these sales 
opportunities. 








INDIANAPOLIS BRUSH & BROUM MANUFACTURING COMPANY 


CORNER BRUSH AND BROOM STS. Established 1890 INDIANAPOLIS, IND. 
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Spartan 


ph a SPARTAN GENUINE TUNGSTEN HIGH SPEED HAND 
High Speed AND POWER HACK SAWS — Excel in dependability, 
durability, economy, spgéd, toughness, and for general 
Kutall 
2in 1 sturdy all around use and performance. 


Flexard KUTALL SPARTANS — Made from finest Molybdenum 
Flexible and or Special Alloy High Speed Steel; processed with 
All Hard care, skill and thoroughness; scientifically heat 


treated by the special Kutall method ... Fast! 
Hack Saws Papa 


Durable! Tough! They hit a new high! 
also 


Metal Cutting 2 in 1 — The great combination unbreakable Spartan, 


Saws which brings together the qualities and requisites of 
Band both All Hard and Flexible. 


FLEXARD — Another unbreakable Spartan Hand hack 
saw blade, unbeatable in its class, leading in the 
lower priced field — a remarkable product! 


ALL HARD and FLEXIBLE — For these types, there 


are none better than Spartans. 


SPARTAN METAL CUTTING BAND SAWS — Speak for 


themselves — a test will convince. 


“SPARTANS CUT CUTTING COSTS” 


SPARTAN SAW WORKS, Inc. a. 


SPRINGFIELD - MASSACHUSETTS - U. S. A. 
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S. G. Taylor Chain 
Celebrates 66th Birthday 


The S. G. Taylor Chain Co., Ham- 
mond, Ind., is observing this June 
the 66th anniversary of its organi- 
zation. 

The company was founded in 1873 
by S. G. Taylor. S. G. Taylor, Jr., 
his son, is the present chairman of 
the board of directors, while E. Win- 
throp Taylor, son of the chairman 
and grandson of the founder, is presi- 
dent of the company. Thus, the third 
generation ot Taylors is engaged in 
active management of the organiza- 
tion, 

Manutacturing activities of the | 
S. G. Taylor Chain Co., cover a 


complete range of chain for indus- | eq ag: THEM THIS FINE 
trial and automotive applications. 
Although one of the oldest chain | 


manufacturers still in business, the : , QUALITY AND IMPROVE 


company’s methods have progressed 
constantly with the times. Years 
ago, betore the coming of alloy steel, You' NUT e BOLT e SCREW 
the Taylor company heat-treated 
chain in various ways for different 


types of service. With the advent AN D WAS H E R SA L ES 


of alloy steel, the Taylor organiza- 


tion developed chain made from this i 
for a variety of purposes, as well as | gives you fine HERE'S WHAT HARPER 
from Monel and stainless steel. Com- quality, true OFFERS YOU 
on Raging = — — “na uniform- 
erence to quality of product has : . 1 s : @ The service you need 
been the policy which has actuated | ity, and high finish in every one of its . 
the Taylor family throughout 66 | thousands of products because—this or- © Wide range of nen- 
years of continuous manufacturing. | ganization has modern and scientific fa- a 
cilities for making the products — has ee eeerry ont 
expert supervision and workmanship 
Edgerly Named Director through every step of manufacture. 
Of Equipment Distributors Therefore, because of this quality, the ea —— 
: . | large stocks carried, and the facilities f ee 
D. M. Edgerly, vice-president of | Be . _— nig cig aesasigngs _ 
Interstate Machinery & Supply Co., making special types, distributors can @ Expert help on all 


Omaha, Nebr., has been elected a satisfy customers and make money with bolt — nut — screw 
director of the Associated Equip- this line — washer problems 
ment Distributors. He was named O Dependability of 
to this position at a meeting held products 
in March in San Francisco. The 1939 Harper catalog will acquaint 
Recently “ pend was also you with the organization, the line, and 
made a member of the committee : 
; ; the = 
on shovels, sledges and picks of the oer be sure have a @®Thoroughly clean 
National Supply & Machinery Dis- copy and use it. products 
tributors’ Association. 





@ Quick service from 
stocked items 


® Items boxed, accurate 
count 


THE H. M. HARPER COMPANY 


2622 Fletcher St. Chicago, Iil. 


Lyman Bellows, Stanley Electric Tool, 
never lacked an audience when he put 
on one of his demonstrations at Queen 
City's Richmond, Indiana, branch open 
house and industrial exhibition 


MILL SUPPLIES © JUNE 10, 1939 








Timed to a Heart-beat — 


One...two... SAFE! 


White in the glare of the spotlights, up near 
the big top’s roof, an aerialist swings...slowly 
... faster, now faster .. . Suddenly he plummets through space. 
For a moment, time stands still . . . then a sudden burst of wild 


applause reports him safe. 


Day after day, performers in “The Greatest Show on Earth” must 
stake their lives on the strength and quality of Plymouth Manila 
Rope. For trapeze swings, rigging, nets, tent ropes and guy- 
lines, the circus will use no rope except Plymouth Manila. They 
know it is “The Rope You Can Trust.” 


Day after day, in more prosaic occupations, at sea and ashore, 
the safety of men and materials is likewise entrusted to Plymouth 
Ship Brand Manila Rope. Plymouth’s control of quality produces 
rope with an extra margin of strength and resistance to wear 
which has established a standard of safety recognized by rope 


users everywhere. 


PLYMOUTH CORDAGE COMPANY 


NORTH PLYMOUTH, MASSACHUSETTS AND WELLAND, CANADA 


Sales Branches: New York, Boston, Baltimore, Philadelphia, Chicago, 
Cleveland, Houston, San Francisco 


& PEYMOUTH 4 
OZ Ge you Bee he : 
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Three Appointments for 
Allegheny-Ludium Corp. 


Allegheny-Ludlum Steel Corp., 
Pittsburgh, has just announced the 
appointment of R. S. Ahlbrandt as 
district sales manager of the Pitts- 
burgh district, succeeding J. R. Ku- 
mer, Jr., who has been named assist- 
ant manager of stainless bar and wire 
products. 

Howard M. Givens, Jr., previous- 
ly assistant manager of sales, stain- 
less bar and wire products, has been 
named assistant general manager, 
tool steel sales. He will make 
his headquarters at the company’s 
Watervliet, New York plant. 


Spacious New Offices 
For Wickwire Spencer 


After 17 years at 41 East 42nd St., 
New York City, the Wickwire 
Spencer Steel Co. and its subsidiary, 
the American Wire Fabrics Corp., 
announce the removal as of May 1, 
1939 of their combined general offices 
and Eastern district sales offices to 
500 Fifth Ave., New York City. 

This removal to larger quarters, 
occupying the 25th floor of the 
building, is consistent with radical 
plant modernization now nearing 
completion. The new phone number 
is LOngacre 5-0600. 


White Supply Co. 
Again Enlarges 


Announcement has been made by 
the White Supply Co., Waterbury, 
Conn., of an increase in its office 
and floor space. Since it’s estab- 
lishment in 1933 the firm’s growth 
has been most rapid and expansion 
has been necessary several times. 





Chandler-Boyd Co. salesmen traveled 
from Pittsburgh to Philadelphia plant of 
Yarnall Waring Co., to see and hear 
about the making of the Yarway Impulse 
steam trap. In addition to the C-B sales 
crew in this picture is B. G. Waring, 
president of Yarnall Waring Co., who 
can be seen in back row—right 
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REQUIRES A GREASE GUN THAT 


“STAND 


This Alemite “Rock Crusher” 
Puts You Ahead of Competition 
With Its Exclusive Advantages 


ALF-WAY lubrication methods won't do for heavy machin- 
H ery! In many cases, heavy grease must be applied under high 
pressure in order to insure smooth bearing performance. That's 
why every plant using heavy machines is a likely prospect for 
your sale of one or more Alemite “Rock Crusher” Power Guns! 

No other gun made can duplicate the performance of this 
model, due to its exclusive, patented helix arm and worm design, 
which insures positive priming and does away with all air pocket 
trouble, putting you far out in front of competition! It stands the 
gaff under gruelling conditions and rates as a favorite wherever 
machines require a volume of heavy fibrous lubricant. 





Any time you’re in a plant using heavy machines, make this 
Model 6524 Alemite “Rock Crusher” the number one item in 
your talk about Alemite Equipment. And remember, there’s an 
Alemite System, power or manually operated, to fit the needs of 
every plant you call on—to help your customers cut production 
costs, lengthen machine life, and avoid expensive repairs. 


ALEMITE 


REG. U. S. PAT. OFF 
A Division of Stewart-Warner Corporation, 1886 Diversey Parkway, Chicago, Ill. 
Stewart-W arner-Alemite Corporation of Canada, Ltd., Belleville, Ontario 


WORLD’S LARGEST MANUFACTURER OF LUBRICATION PRODUCTS 


LEAK PROOF 
VALVE SEAT 


VALVE CAN'T 
STICK 


FREE FLOW 


This new type FREE FLOW Alemite Giant Button 
Head Fitting belongs on every heavy duty machine 
bearing requiring a large volume of lubri- 
cant under pressure. Opens readily 
under slight pressure; closes instant- 
ly when pressure is released. 
Makes thorough lubri- 


cation easy. 





THE GAFFES” 


8 
; 
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No Other Power Gun Can Eque 
Performance of 
Alemite “Rock Crusher” 


Model 6524 Alemite “Rock Crusher” Electric Power Gun 
powered by a heavy duty universal motor; delivers 9 
ounces of heavy fibrous lubricant per minute under pressu 
of 5,000 Ibs. per square inch, Positively primed by an e 
clusive patented worm and helix arm which completely do 
away with air pockets. (Model 6520 has casters instead 


wheels.) 
Air-Operated “Rock Crusher” 


Model 6528 Alemite “Rock Crusher” Air-Operated Pow 
Gun offers same advantages as electric models. Delive 
lubricant at 33 times air pressure used; handles all grades 
fibrous, plastic, and viscous lubricants. 





BARRY STEEL 
SPLIT PULLEYS 


Offering maximum strength and 


minimum weight. Electrically 
welded tubular construction. 
Straight and crown faces. 
DICKROPE 


V-BELT DRIVES 


Accurate cast iron sheaves with 
interchangeable bushings. Super- 
strong, firm body flexible V-lype 
belts. 





DICKBELT 
A cotton duck product of strong 
weave impregnated and proc- 
essed to insure high tensile 
strength and durability. 

DIXIT BELT 
Designed to handie the most 


severe service conditions at maxi- 
mum efficiency and economy. 


THE PREFERRED LINE TO SELL 


because high quality is backed by technical 


assistance... 


The sales opportunities in DICK TRANS- 
MISSION EQUIPMENT are greater be- 
cause you can offer greater value in terms 
of superior products and better perform- 
ance at a reasonable price. 


Our long years of experience in knowing 
how to manufacture quality products eco- 
nomically enables us to pass along pro- 
duction savings which enable Dick Dis- 


tributors to meet competition and make 
substantial profits. 


Then, too, we back these greater values 
with the cooperation of the DICK engi- 
neering staff which is always available to 
assist distributors solve their customers 
power transmission problems—a plus 
service which insures good will and en- 
hances the prestige of DICK’S Distributors. 


Send for complete details of the DICK line 








R. & J. DICK COMPANY, Inc. PASSAIC, NEW JERSEY 
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At a meeting of Cleveland distributors 
sponsored by Jenkins Bros., C. C. Cham- 
berlain, advertising manager of that 
organization went to work and snapped 
these candid shots. Top row, left to 
right are: M. A. Gardner, purchasing 
agent, W. Bingham Co.; P. O. Boylan, 
sales manager, W. M, Pattison Supply 
Co.; and E. E. Stvan, manager, mill sup- 
ply dep't of Strong, Carlisle & Hammond 
Co. Bottom row sit: Tyler Carlisle, 
president of Strong, Carlisle and Ham- 
mond Co., C. V. Pattison, vice-presi- 
dent, W. M. Pattison Supply Co., and 
Al Yardley of Jenkins Bros. 


Yardley of Jenkins Bros. 
Boosts Distributor 


Farnham Yardley, president of 
Jenkins Bros., New York, gave the 


| industrial distributor a boost in an 


editorial written for the Official Bul- 


| letin of the Heating, Piping and Air 


| Conditioning Contractors 
| Association. 
| of the 


National 
In discussing the place 
distributor in business Mr. 
Yardley said, “The value of the dis- 
tributor to industry is too well recog- 
nized to require argument. Yet, with 
respect to the cost of the distributor’s 
function there is much misunder- 
standing. Applying the axiom, ‘you 
can’t get something for nothing,’ too 
frequently buyers jump to the con- 
clusion that they pay extra for the 
conveniences of the  distributor’s 
service. 

“Thoughtful consideration of the 


| facts is certain to show that nobody 





| 


pays extra when the distributor takes 
a profit. Actually his profit is a 
small percentage of the savings which 
he effects for both seller and buyer. 
The seller gets merchandise into the 
buyer’s hands with less expense. The 
buyer gets the benefit of what 
amounts to cooperative purchasing 
and warehousing facilities for the 
major part of his requirements. 
“Today, efficient buyers want to 
know ‘Who pays the freight and the 
trucking expenses to the location of 
the construction job?’ Accurate cost 
records show that these are expen- 
sive items for a contractor to bear. 
Often, they boost ‘quoted’ prices as 




























TRU-LAY Acfoemed 
MAKES HARD WORK 


EASIER 
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These jobs are hard work any way you look at it. TRU-LAY 
Preformed Wire Rope makes this hard work easier regardless of 
application. So many operators have found this to be true that 
today TRU-LAY Preformed has become the standard of excel- 
lence for all industry. 


TRU-LAY Pre- 
formed has many dis- 
tinctive characteristics. It is limber, flexible, easy to handle. It 
resists kinking. It endures the fatigue of small diameter sheaves 
longer. It is the ideal running rope. It is a safer rope to handle. 
More than this, TRU-LAY Preformed lasts much longer. All 
American Cable Wire Ropes made of Improved Plow Steel 
are Identified by the 
: Emerald Strand. 













7 













BUY ACCO QUALITY 


whether for American Cable Lines— American Welded 
Chains—Page Welding Wire—Ford Chain Blocks—or 
any other of the 137 ACCO Quality Products. Send today for 


this construc- 
tive helpful 
booklet. Ne 
obligation. 


AMERICAN CABLE DIVISION 
WILKES-BARRE, PENNSYLVANIA 


District Offices: Atlanta, Chicago, Detroit, Denver, Los Angeles, New 
York, Philadelphia, Pittsburgh, Houston, San Francisco 







Sale 


wo Aa 
SAFES 


By 


AMERICAN CHAIN DIVISION © AMERICAN CABLE DIVISION © ANDREW C. CAMPBELL DIVISION © FORD CHAIN BLOCK DIVISION © HAZARD WIRE ROPE 
DIVISION © HIGHLAND IRON AND STEEL DIVISION © MANLEY MANUFACTURING DIVISION © OWEN SILENT SPRING COMPANY, INC. © PAGE STEEL AND 
WIRE DIVISION © READING-PRATT & CADY DIVISION # READING STEEL CASTING DIVISION ¢ WRIGHT MANUFACTURING DIVISION @ IN CANADA: DOMINION 
CHAIN COMPANY, LTD. © IN ENGLAND: BRITISH WIRE PRODUCTS, LTD. © THE PARSONS CHAIN COMPANY, LTD. © Im Business for Your Safety 
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“PALMETTO” 


THE ALL-SERVICE 


PALKING 





JUST OFF THE PRESS / 













GREENE, TWEED & CO. 
101 Park Ave., New York, N. Y. 
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much as 15 per cent on building sup- 
plies bought direct from the manu- 
facturer. 

“This ‘transportation tax’ is an- 
other reason why large and small 
contractors are making greater use 
of the services of distributors. Yet 
store-door delivery is a minor part 
of the economy secured. Coupled 
with the direct savings of transporta- 
tion charges is a further important 
saving on handling expense after de- 
livery.” 

In discussing the cost of maintain- 
ing large stocks Mr. Yardley said, 
“In one authoritative analysis of the 
cost of maintaining large stocks of 
slow-moving items, 20 per cent of 
the original price is charged off to 
depreciation for the first year. For 
succeeding years, 20 per cent of the 
remaining value is considered lost— 
eaten away by deterioration, shrink- 
age, obsolescence and other depreci- 
ation. 

“As a result of such studies, hun- 
dreds of buyers have sternly limited 
stocks-on-hand. Through a fuller 
utilization of the stocks of the dis- 
tributor and the supply house, and a 
practice of informing their sources 
of supply on probable requirements, 
contractors have found that they can 
operate with a smaller amount of 
supplies without sacrificing economy 
or efficiency.” 


John H. Towne Heads 
Yale & Towne Board 


Due to ill health, Walter C. Allen 
has resigned as chairman of the 
board of directors of Yale & Towne. 
John H. Towne, formerly secretary 
of the company, has been elected 
to that office. Fred Dunning, form- 
erly treasurer and assistant secretary, 
has been elected secretary-treasurer. 








Leon Bellamy, president of Bellamy- 
Robie, Cambridge, Mass., heads up an 
aggressive selling organization com- 
posed entirely of engineer-salesmen, 


specializing on transmission and convey- 
ing equipment. Despite his many years 
in the game, Mr. Bellamy still calls on 
his customers regularly and can be as 
technical as need be in getting up 
specifications 








LIGHT WEIGHT 
Easily portable from one 
spot to another; quickly 
installed; controlled with 
one hand. 

¢ 


HEAVY DUTY 
Designed to stand the 
“gaff” of continuous ex- 
acting hoisting operations. 
Quality built throughout. 


* 


THRIFT Y 
Low first cost— then just a 
few cents a day to run. 
Pays for itself in effort 
saved. 

e 


VERSATILE 
Every plant, every depart- 
ment has a spot where 
COMET efficiency is called 
for. 


‘READY to hoist / 


Put an end to those hundred and 

one lifting jobs that tire out work- 

men and cut down efficiency! For 

a minimum investment and at 

slight operating cost, you can have 

a electric hoist speed and efficiency. 

The NEW COMET is the answer 

—a hoist that fits into your plant right through from the 
receiving to shipping department. Capacities: 250, 500, 
750 and 1000 Ibs. Operates on ordinary light circuit (sin- 
gle phase) or 3 phase power lines. Literature on request. 


CHISHOLM-MOORE HOIST CORP. 


(Division of Columbus-McKinnon Chain Corp.) 
120 FREMONT AVENUE TONAWANDA, NEW YORK 
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“Gardner-Denver POLICY 
protects the PROFITS I make 
with Gardner- Denver 
Centrifugal Pumps!” 







@ To make money with any line, 
you need two kinds of co-oper- 
ation—co-operation from the 
manufacturer...and co-oper- 
ai ation from the product. You get 
a> BOTH when you handle Gardner- 
’ Denver centrifugal pumps. 
Gardner-Denver’s definite 
distributor policy assures protection of your sales and 
profits. You know that you will get al] the business in 
your territory—the big jobs and the small—plus al/ the 
profits that should be yours. 

With Gardner-Denver centrifugal pumps you get prod- 
ucts whose superiority in performance and efficiency can 
be proved in dol/ars and cents. And remember, the com- 
prehensive Gardner-Denver centrifugal pump line gives 
you a product for practically every pumping job! 

Find out why it pays to handle 
Gardner-Denver centrifugals—write 
today for full information! Gardner- 
Denver Company, Quincy, Illinois. 
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Gardner-Denver Side Suc- 


Gardner-Denver Horizon- 
tally Split Case Double Suc- 


ANNIVERSARY 





With New House Organ 


The Hewitt Rubber Corp., Buf- 
falo, has just joined the ranks of 
those companies publishing house 
organs. Main feature of its first 


| Hewitt Blossoms Forth 
| 








or spring issue celebrating 80th 
anniversary of birth of Hewitt prod- 
ucts is a complete listing of all 
Hewitt employees. This went over 
big with the factory workers many 
of whom have already requested 
extra copies of the center spread of 
names, minus printing on back and 
without fold in the middle, for fram- 
ing and other purposes. 

“Our new magazine,” states Mr. 
Thomas Robins, Jr., president of 
Hewitt, “is designed to be a common 
‘meeting ground’ of company inform- 
ation, experiences, and enthusiasm. 
It is also designed to give all within 
our organization a working knowl- 
edge of the other fellow’s job, duties, 
and responsibilities.” 

Hewitt Magazine will be issued 
four times a year with entirely new 
format for each issue. A pictorial 
article devoted to some phase of 
industrial rubber goods manufacture 
will be the main feature each issue. 


Flanagan Passes On 


Robert A. Flanagan, manager of 
the Philadelphia branch of the Lan- 
sing Co., died at his home in Brook- 
line, Pa., April 11. Mr. Flanagan 
was 46 years of age and had been 
connected with the Lansing organi- 
zation in various capacities since 
1908. 


New Man for Briggs-Weaver 


Dave O'Neill, recently became a 
member of the sales staff of Briggs- 
Weaver Machinery Co., Dallas, 
Texas. Mr. O'Neill was formerly 
associated with the Southern Supply 

| Co., in Dallas. 
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Gives Highest Rating | 


to ATKINS 


BLUE END BLADES 


@ The measure of manufacturing accuracy 
achieved by aviation since its first flights has 
been brought about by greater precision, cease- 
less testing, scientific selection of materials 
and refinement of design. 


Even though Atkins Saws were being made long before the first 


airplane flew, they also have seen a steady improvement—to meet 

the demands of the aircraft shops in which they were used, as well 

as countless plants in the even faster-growing automobile industry. 

; Tempered “Silver Steel,’ high standards of tooth design, precision 

of production and constant testing for better and better results, are 

the quality points of Atkins Hacksaw Blades. They have won a wide 

‘ preference for Blue Ends in these two most exacting industries, 


including the repair and maintenance branches of both. 


This sets an example profitable to follow for those charged with 
keeping metal cutting costs down. Full cooperation in securing 
the right types and sizes is offered by the many Atkins jobbers. 


CERTIFIED SAWS, SAW TOOLS, 
MACHINE KNIVES, ETC rE AT RING AND COMPANY 420 South Illinois Street Indianapolis, india 
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ITEMS THAT SELL 
TO ALL INDUSTRIES 


—Tool Holder Bits 
—Flat Ground Stock 
— ‘Red End’ Hack Saws 
— Metal Band Saws 

— Metal Circular Saws 
—Wood Band Saws 
—Wood Circular Saws 
—Saw Bits and Shanks 
—Cross-cut Saws 
— Machine Knives 


— ‘Red Tang Files 
—Metal Shear Blades 


Five distinct advantages work 
for the distributor who 
sells the SIMONDS Line: 
(1) High quality goods; 
(2) Large volume - sales; 
(3) Manufacturer Protects 
Distributor; (4) Manufac- 
turers’ sales cooperation of 
unusual type; (5) Liberal 
profits. 

Write about open territory 
on the entire Simonds Line 
or one or more of these 
twelve items. 


SIMONDS SAW & STEEL CO. 


Established 1832 
FITCHBURG, MASS. 
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Quaker City Rubber Names 

Wharton Vice-President: 
Richard S. Wharton, formerly 

general sales manager of Quaker 


City Rubber Co., Philadelphia, has 





R. S. WHARTON G. C. JOHNSON 


been named vice-president in charge 
of sales succeeding F. C. Milhoff, 
retired. 

G. C. Johnson, former manager 
of the Chicago branch will take over 
Mr. Wharton’s position as general 
sales manager with H. C. Heine be- 
coming Chicago branch manager. 
E. Ashridge was named assistant 
branch manager at Chicago. 


Former Chicago Supply Man 
Passes in His 65th Year 


Robert Y. Wallace, former well- 
known Chicago distributor, died at 
his home in Elgin, Illinois, April 29. 
Mr. Wallace, who was 65 years of 
age at the time of his death, was head 
ot William Wallace and Sons Co., 
until last August, when that business 
was taken over by the O. Iber Co. 
which established a branch office at 
the former location of the Wallace 
Co. Since that time, Mr. Wallace 
had been in retirement. 

Robert Y. Wallace was a son of 
William Wallace, who founded the 
business of William Wallace and 
Sons over half a century ago, and 
was associated with his father from 
the beginning. 


Chicago Association Active 
In City Business Clinic 


The Chicago Mill Supply Associa- 
tion, at its regular meeting on Mon- 
day, May 8, conducted a_ business 
clinic under the auspices of the Great- 
er Chicago Campaign, an activity 
sponsored by the Chicago Association 
of Commerce. This clinic was ar- 
ranged for the purpose of receiving 
from Chicago distributors their ideas 
as to how more industries might be 
brought to the Chicago area and how 
business conditions could be improved 
in that area for the industrial dis- 
tributor. Edward K. Welles, chair- 
man of the Chicago Mill Supply As- 
sociation, is also a member of the 
Executive Council of the Greater 
Chicago Campaign. 

(News Continues on page 92) 




















No Friction in This 
Sales Argument 


(Continued from page 57) 








thrust load where there is some 
misalignment. 

Ball bearings, because each ball 
is round, are vibrationless at high 
speeds and have very low friction. 
Consequently they are more com- 
monly used in electric motors, line 
shafts, fans, blowers, machine tools, 
air compressors, pneumatic tools, 
automotive equipment, and other 
equipment running at higher 
speeds. The commonest types are 
made in three series, light, medium 
and heavy duty (in case of doubt, 
the next heavier series is always 
used). 


Lot of Variations 


Commonest in application is the 
single-row, deep groove ball bear- 
ing, which can take both radial 
and thrust loads, at normal speeds 
as much thrust as radial, but at 
high speeds only 50% as much 
thrust as radial. A variation is the 
double-row type, having twice the 
load carrying capacity in about 14 
times the width. This one must be 
kept in perfect alignment. Self- 
aligning ball types are used on 
blowers, fans, line shafts and elec- 
tric motors where misalignment 
may be a factor. Various metliods 
of locking the inner race to the 
shaft are used. First among ball 
bearings is the ball thrust, which 
is just two flat or grooved plates 
with balls between. The balls are 
usually held in position by a retain- 
er. There are a lot of variations 
of this basic type which your cata- 
logs will show you. These are 
used in drillpress spindles, worm- 
shafts, turntables, clutch throwout 
bearings, and other equipment with 
a considerable thrust load. 

So much for the technical end. 
As far as selling is concerned, your 
best markets go in about this order: 
Machine shops, foundries, stamp- 
ing plants, repair shops (in other 
words, metal-working plants), 
quarries, sand and gravel plants, 
plastics makers, food plants, proc- 
ess plants, textile mills, machinery 
dealers, metal refiners (blast fur- 
naces and smelters), paper prod- 











ABRASIVE COMPANY 
GRINDING WHEELS 


MANY PROFITABLE SALES 


Opportunities for Mill Supply Salesmen 


The wide variety of sizes and types of grinding wheels in 
common use indicates their widespread application 
throughout all industry—for both production and mainte- 
nance. Abrasive Company manufactures a complete line 
of grinding wheels adapted to the specific requirements 
of each of the following classes of grinding: 


Tool and Cutter Cylindrical 
Internal Centerless 
Cut-off Roll Grinding 
Snaggin Surfacing 
Floor Stand Cups and Cylinders 
Swing Frame Segments 
Portables Nut-Inserted Discs 
Saw Gumming Knife Grinding 


General Purpose 


As a consumption item, having 
repeat sales to such a diversi- 
fied cross-section of industry, 
bes Grinding Wheels offer un- 
limited profit possibilities. Are 
7 you getting your share? 


4\nO FOR GREATER PROFIT 
PUSH AND SELL 


wet <00%° ABRASIVE 


oo 


ABRASIVE 
——_ 
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Chandler-Boyd has 
Gone to Town in 


Steam Trap Sales 
with YARWAY 





Mr. A. J. Williams of Chandler-Boyd 
Company, Pittsburgh, says .. . 
“Yarway’s simplicity of design, de- 
pendable performance and ease of 
installation have contributed largely 
to its wide acceptance. This user 
satisfaction, coupled with the fine 
cooperation and merchandising as- 
sistance rendered by the Yarnall- 
Waring Organization, has meant sales 
for us beyond all expectations.” 


Write for Details 


YARNALL-WARING COMPANY 
MERMAID PLACE, PHILADELPHIA 
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ucts plants, laundries, dry-cleaners, 
municipal plants, public utilities, 
clothing and shoe factories, wood- 
working plants, tobacco plants, and 
hospitals. Usually the buyer is 
the plant engineer or master me- 
chanic (if there is one). He will 


| probably be more familiar with 
| anti-friction bearings than the P. 
A., will know better where he can 


use them, and will pay a lot more 


| attention to your story of their ad- 


vantages. 

Beyond that, three tips will help 
you sell: 

1. Make frequent calls and keep 
in touch with prospects. 

2. Know their maintenance 
problems and production ambi- 


tions. 


3. Know your anti-friction bear- 
ings and their applications. 
Equipped with those three, you 


| are ready at any time to talk the 


And now its 
before 


engineer's language. 


the time, for never have 


| basic costs been so important. Show 


‘em where anti-friction bearings 


| can save money and they'll buy. 








Do You Know? 


(Continued from page 60) 








1. Worn margins cause squealing 
and binding, and increase power re- 
quirements. 

2. Quick dulling and crowding to 
the side of the hole, giving oversize 
holes. 





3. No. 80 (0.135 in. diameter) to 


No. 1 (0.228 in. diameter). 

4. From A to Z (0.234 to 0.413 in. 
diameter ). 

5. From 1/64 to 4 in. diameter and 
over by 64ths. 

6. From 0.5 to 10 millimeters by 
0.1 mm., and larger than 10 mm. by 
0.5 mm. 

7. The relief behind cutting 
which permits them to enter 
metal without drag. If lip clearance 
is not provided, the drill will simply 
turn around on the surface without 
cutting into the metal. 

8. The 


lips 


until 
the drill breaks, usually by splitting 
up the center. On belt-driven drilling 
machines, the machine may stall first. 
9. Yes, distance traveled 
y the inner portion of the cutting 
edge is much less than that by a 


pressure increases 


because 
by 
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Have you abked fo 
your, JEW 
BLACKHAWK 
WRENCH 





ERE’S a new book you will want 
immediately! 40 colorful pages tell 

the full story of Blackhawk’'s latest wrench 
developments. You will want to know 
how the new double-duty wrenches elim- 
inate duplication of socket sizes and han- 
dles ... how “Lock-on” saves time and 
prevents accidents ... how “Torkflash” 
solves tricky assembly jobs ... why 
Blackhawk's clean broached sockets 
(standard sizes of 3/16” up to 342”) are 
longer-lived . .. how modern Blackhawk 
wrenches speed up production, assembly, 
maintenance, service and construction jobs. 












Speed up production— 
save tenance time 
— with Blackhawk 
heavy-duty ratchet 
wrenches — built to 
stand the gaff of 
toughest work. 


SAFETY — plus t 
performance — wi 
"LOCK-ON,” exclusive 
Blackhawk feature. 
ts can’t fall off 
to injure men, or dam- 
age gears, etc. 


Stub end wrenches 

— 15/16” to 344" — 

straight and offset 

types. Plenty of brute 

strength for heaviest 
pulls. 


The Torkflash tension 
wrench — compact, 
a low - priced. 
clusive flash signal 
tells when to stop 
Pulling. 
This outstanding wrench line and 
other advanced Blackhawk industrial 
products provide big, new sales and 
profit opportunities for mill supply 
jobbers. Every plant is a prospect for 
the big Blackhawk industrial line. 


SOLD THROUGH ESTABLISHED 
INDUSTRIAL SUPPLY HOUSES 


A Product of BLACKHAWK MFG. CO. 
Dept. W1769, Milwaukee, Wis. 

















WE MAKE THEM BOTH » » OF COURSE 


And we make them equally well. Cleveland Cap Screws in full finished bright stock represent 
the best in appearance with adequate tensile strength. High carbon heat treated Cleveland Cap 
Screws offer maximum strength with good appearance. Absolute accuracy is assured for both 
types of cap screws are made by the Kaufman Process, patented, our own plant development. 
Available in a full list of sizes, out of stock, or made to your specifications in any quantity 


desired. THE CLEVELAND CAP SCREW COMPANY, 2931 East 79th St., Cleveland, Ohio. 





CLEVELAND SCREWS 


SET SCREWS e BOLTS AND NUTS 


Address the Factory or our Nearest Warehouse: Chicago, 726 W. Washington Blvd. ¢ Philadelphia, 12th & Olive Streets 
New York, 47 Murray Street ¢ Los Angeles, 1015 E. 16th Street 
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Get more work done 


America's most popular pulley 


Sell Rockwood Pulleys 


YOU should sell Rockwood Paper Pulleys because they are a staple 
product on which you make a good profit and for which there is a good 
demand. The demand is there because the amazing end-grain fibre 


pulling surface of 
Rockwood Paper 
Pulleys G-R-I-P-S 


and P-U-L-L-S a 
belt far better than 
any metal or wood 
pulleys—ever have 
or ever can. 


If you want to serve 
the best interests of 
your customers sell 
them Rockwood 
Paper Pulleys. They 
are by far the best 
Any mill supply dealer can 
lf you prefer not to stock there is a nearby warehouse that 
will give you quick delivery and the right price. 

IT WILL PAY YOU TO FEATURE AND SELL ROCK WOOD PAPER 
PULLEYS—as a service to your customers and as a profitable line for 


you to get behind and push. IT WILL PAY YOU STILL MORE TO 
CARRY A STOCK. Write us for prices and literature. 


Rockwood is the world’s largest manufacturers of pulleys and have 
established a truly remarkable service—that appeals to supply dealers 
—and is a money maker for them. 


Sell Rockwood Paper Pulleys 


ROCKWOOD MANUFACTURING COMPANY, INDIANAPOLIS, IND 


a 





Belt gripping end-grain fibres 


pulley for maximum machine operation. 
sell them. 


Manufacturers of 


ROCKWOOD PAPER PULLEYS+ ROCKWOOD PIVOTED MOTOR BASES+ ROCKWOOD V BELT DRIVES 
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point on the outside edge, yet it must 
cut away as much metal. 

10. Because then there will not be 
enough metal behind the cutting edge 
to support it and it will break, as 
well as burn. 

11. 12 to 15 deg. for cast iron and 
other soft materials. 

12. 7 to 9 deg. for steel. 

13. As low as 60 deg. may be ad- 
visable. 

14. Grind a little off the cutting 
lip to straighten its angle of ap- 
proach to the work. 

15. Increase the rake of the cut- 
ting lip slightly by grinding just 
above the cutting lip. 


16. No, in feet per minute, be- 
cause of the variation in drill di- 
ameters. A given r.p.m. means a 


much higher speed in a_ large-di- 
ameter drill than it does in a small. 
17. Yes, excessive feed. 
18. Improper fit in the socket, be- 
cause of burrs, nicks, chips or dirt. 
19. Unequal angle or length of 
cutting edges—or both—or a 
spindle. 


loose 


20. A drill with worn margin. 


21. It is the length of the flute it- 
self, and is measured from the outer 
corner of the lip to the back end of 
the flute along the axis of the drill. 

22. No, some have three or four 
flutes. 

23. Core drills, because they are 
used to enlarge cored holes. 

24. To enlarge punched or drilled 
holes. 

25. They provide heavier webs and 
shallower flutes, giving greater stiff- 
ness and less tendency to chatter or 
chip. But the center section that does 
not cut is greater, hence must be fed 
through a previous hole. 

26. The drill cutting edges break 
down, particularly at the outer cor- 
ners, and the holes are rough. 

27. Use an “oil-hole” drill, which 
has oil holes leading down to the 
cutting edges. 








Sam Solves Problem 
(Answer to the problem on page 60) 








The Gotog holds the most water, 
four times as much as the Harumph. 
If a Harumph is 1 Glup deep, that’s 
4+ Yippees. It is 1 Yippee square, 
so its cubic content is 1 x 1x 4 = 4 
cubic Yipees. The Gotog has a top 
1 Glup (or 4 Yippees) square, and 
it’s 1 Yippee deep, so its cubic con- 
tent is 4x 4x 1 = 16 cubic Yippees. 
So the Gotog holds four times as 
much water as the Harumph. 




















“PLANNED LIGHTING BEFORE 


WE KNEW MACHINERY 


LAYOUT’... says JOHN BURCHFIELD 


Chief Electrician, Iron Fireman 


Manufacturing Co., Cleveland 




















“ 


IGHTING in the new section of our plant was plan- 
ned before we knew what the machinery layout 
was to be. But we provided for a high standard of 
general illumination. We appreciate that good light is 
indispensable in the manufacture of a quality 
product. Good light encourages pride in 
workmanship, helps prevent mistakes, re- 
duces the number of accidents.” 
With good general illumination in a plant, 
machines and benches can be arranged or 
rearranged for the most efficient plant opera- 
tion without the outmoded question of 








“whether there is enough light for the job over there 
in the corner.” As in many other leading industrial 
plants, the Iron Fireman Manufacturing Company uses 
Edison MAZDA lamps to get a high standard of illumina- 
tion. For these lamps stay brighter longer, 
and provide more light at no additional cost 
for current. Use the new Edison MAZDA 
lamps in your plant. 

Write General Electric Company, Dept. 166- 
MS-F, Nela Park, Cleveland, Ohio, for a free 
copy of a valuable new booklet, “Lighting 
for Production in the Factory.” 


for safe seeing and more efficient work in’ the 
Tron Fireman Mfg. Company's plant in Cleveland. 


EDISON MAZDA LAMPS 
GENERAL & ELECTRIC 
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WILLIAMS & 


TOOL OUEE 


TOOLS @& 


DROP-FORGED WRENCH| 


a 


FOR MORE THAN HALF A CENTURY 


To the end that industry may better i ee 
RATCHET WRENCHES 


Se 


serve mankind, Williams — for more - 


than fifty years—have been fashioning é 


tools to serve industry better. 


From the thundering forges of Williams’ 
great Buffalo plant, millions of tools 
have found their way to the earth’s far 
corners. Such names as “Williams”, 
“Vulcan”, “Superrench” are written 


high in the roster of America’s famous 


trade-marks. ; >. 
—— 


a 


J. WH. WILLIAMS & ©O.. 225 Lafayette St. NEW YORK 4y AR AND STRAP CLAMP: 


Headquarters for: Drop-Forged Wrenches (Carbon and Alloy), Detachable 
Socket Wrenches, Reversible Ratchet Wrenches, Tool Holders, “C” Clamps, 
Lathe Dogs, Eye Bolts, Hoist Hooks, Thumb Nuts and Screws, Chain Pipe 
Tongs and Vises, ete., ete. 


WESTERN WAREHOUSE & SALES OFFICE, CHICAGO WORKS, BUFFALO, N.Y. 


~ LATHE DOGS 


FORGED DD iw. 




















Also Manufacturers of Mechanics Hand Tools and Kaurls 


American Swiss 
Files of Precision 


PATTERN 


HONESTLY MADE 
SINCERELY ADVERTISED 
UNIVERSALLY USED 


The basis for increased sales and repeat 
business is the handling of quality products 
of known reputation. 


It is the reputation of Quality that makes it 
easier to get the first order—the perform- 
ance rendered helps to bring the repeat 
business. 


The AMERICAN SWISS reputation for Qual- 
ity Swiss Pattern Files is due to the care we 
take in the making of our products and with 
over 2500 different sizes, shapes and cuts 
you are able to offer the proper file for the 
most intricate filing job and be sure if the 
proper file is sold that satisfaction will be 
assured and repeat business obtained. 


Our advertising is monthly reach- 
ing thousands of file users thereby 
bringing our story to your cus- 
tomers and prospects. Our ad- 
vertising always says “Buy from 
the Distributor” as this is the only 
way we sell. 


THIS MARK ON EVERY TANG 


af 





AMERICAN SWISS FILE & TOOL COMPANY | 


ELIZABETH, N. J. | 


MADE IN 
UNITED STATES 
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New Title Conferred on 
Riddle of Worthington Co. 


Harry Riddle, who has been man- 
ager of the mill supply department 
of George Worthington Co., Cleve- 
land, Ohio for many a year and is 





HARRY RIDDLE 


as well known as any supply man in 
the county has just announced his 
election as ambassador without port- 
folio. His time will now be spent 
in visiting the many customers and 
prospects of the company. 

John Vickers of the sales. staff 
will take over Mr. Riddle’s duties as 
head of the mill supply department. 
Mr. Riddle, who has just returned 
from his winter home in Florida is 
pictured above, showing how a man 
should look at the age of 65. 


Twist Drills Up for : 
Discussion at Johnston Co. 


With two representatives from 
Whitman & Barnes present, Mr. 
Daurthy and Mr. Smith, a dinner 
sales meeting was held by William 
T. Johnston Co., Cincinnati, Ohio, 
April 19, at the Sinton Hotel. 

Mr. Daurthy addressed the John- 
ston organization. His talk on 
twist drills was followed by a gen- 
eral discussion of drills, reamers and 
other related tools. 

“We had intended ending the 
meeting at 10 p.m.,” says H. H. 
Johnston, manager of the mill sup- 
ply department, “but everyone was 
so interested we did not close the 
meeting until after 11 and then only 
because we had a big working day 
ahead of us.” 
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WIRE WHEEL BRUSHES - WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES 








LL: Key to Industrial Brush Problems 


FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS 


BENCH BRUSHES - FOUNDRY BRUSHES 
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CARBORUNDUM BRAND AND ALOXITE 
BRAND SMALL GRINDING WHEELS 


Used by small tool shops and 
plants everywhere 


Want two good reasons why it’s easy to 
make a profit on Carborundum-made 
grinding wheels? First, almost everybody 
you call on is a prospect. Second, every 
prospect is“ pre-sold” because he knows... 
and Carborundum advertising keeps him 
convinced...that wheels by Carborundum 
are famous the world over for free, fast cut- 
ting, and long life. Push the Carborundum 
line of grinding wheels and watch your 
profits go up and up! 








“ELECTROCOATED” ALOXITE 
BRAND ABRASIVE CLOTH 


" Electrocoated " Aloxite Brand Aluminum 


Oxide for metal finishing jobs. 


Used for finishing metal by hand in shops 


and plants throughout all industry 


It’s easy to make a profit on Aloxite Brand Abrasive Cloth, 
too. All industry uses abrasive cloth for many jobs of finish- 
ing metal . . and all industry is sold in advance on the high 

uality of the coated abrasive products made by The 
= le Bi Company. This wide demand and low sales 
resistance spell easy profits! 


Sales Offices and Warehouses in New York, Chicago, Philadelphia, 


Push the line 
that’s “PRE-SOLD” by 
Carborundum reputatio 
and advertising 


ALOXITE BRAND FIBRE 
BACK ABRASIVE DISCS 


Aloxite Brand Aluminum Oxide Discs sell 


fast and cut fast 


Used by the metal fabricating industry for 
machine finishing of all types of products 


Dise sanding machines are used more and more by the metal 
fabricating industry ... the market is a big one. That means 
a big sale of shresive dices... and it means easy profits for 
distributors of Aloxite Brand Abrasive Discs who cash in on 
the Carborundum reputation for fast cutting, long lived 
abrasive products. Be sure to get your share. 


Detroit, Cleveland, Boston, Pittsburgh, Cincinnati, Grand Rapids 





THE CARBORUNDUM COMPANY. niscana rar IS.N.Y. 











< 


STEAL A MARCH 


on 


PRODUCTION COSTS 

with : 
UNITED STATES 
ELECTRICAL TOOLS ~~ 








App to your production profits—subtract time from 
job duration—multiply units per hour—do more work 
better with these quality tools. 





6” “SKIPPER” BENCH  , 
GRINDER 


INVESTIGATE 


the U. S$. 6-point Distributor Plan 
1. Full Line 4. Protection 
5. Good Profit 


6. Sales Aid 


2. Super-Quality 


3. Economical Price 














7” PORTABLE SANDERS 


Ball bearing. Motor will not burn out. 
Tool rests adjustable for wheel wear. 
Dynamically balanced Fully 


equipped. 


rotor. 





UTILITY "HIGH TORQUE" 


DRILLS %” %” 7s” New design. 


Air-conditioned, perma- 
nently lubricated. Universal motor. Fully 
equipped. Light, standard and heavy 


duty models. 


PRECISION LATHE GRINDERS 
a 





Popular priced, large size, power for 
tough drilling jobs. Ball bearing, air- 


conditioned, permanently lubricated. 





Model HLGE. For use with interchange- 
able quills for 
grinding. 


Write for Catalog 
No. 54 


THE UNITED STATES 


and external 
Ball bearing. Air Cleaner. 


=° FLECTRICAL TOOL CO. 


internal 
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A swell crowd at the Kirby Machinery 
and Supply Co., Toledo, Ohio. The 
ladies are Luella M. Hill (left) and 
Dorothy Burns; the gentlemen, left to 
right—L. E. Kirkby, J. C. Weldon of 
the Bastian-Blessing Co.; H. W. Farling, 


A. J. Kuhr and K. A. Sass. Mr. Kirkby 

is the company's vice-president, and Mr. 

Kuhr is sales manager and manager of 
the mill supply department 





Hardware Men Met 
In New Orleans April 17-20 


With an attendance of over 1,000 
members, the Southern Hardware 
Jobbers’ Association and the Ameri- 
can Hardware Manufacturers’ Asso- 
ciation held a joint conference April 
17-20 in New Orleans. 

At the jobber meetings, discussion 
was concentrated on problems of 
greater distribution efficiency and 
economies with due consideration to 
increasing tax burdens, and trend of 
legislation affecting business opera- 
tions. Manufacturers’ sessions talked 
over economic and social trends, 
taxation and legislation. 

All officers of the Southern Hard- 
ware Jobbers’ Association were re- 
elected to serve for another year. 
President of the group is A. C. Ran- 
kin, general manager of Teague 
Hardware Co., Montgomery, Ala. 

Throughout the five days, enter- 
tainment features were provided by 
the associations for the members, 
guests and ladies. A luncheon and 
bridge for the ladies was held at 
the Southern Yacht Club while a 
golf tournament for men took place 
at the New Orleans Country Club. 
Various tours to interesting spots 
in and around New Orleans took 
place with a final ball ending the 
convention. 

In his annual address as president 
Southern Hardware Jobbers’ Asso- 
ciation, A. C. Rankin, asked for 
continued and increasing participa- 
tion in the organization’s program 
for improving wholesale hardware 
distribution in the South. 

Fred N. Hall, Montgomery & 
Crawford, Inc., Spartanburg, S.C., 
speaking before the jobber group 
urged wholesalers to improve rela- 
tions with employees and to give 
more thought and attention to train- 
ing them for greater usefulness, for 
which better compensation is earned. 

Other speakers on the program in- 




















ONE DEPENDABLE SOURCE OF SUPPLY 





we 


Monobloc 
Centrifugal Pump 





Split-casing 
Centrifugal Pump 
Capacities to 3000 g.p.m. 

Heads to 575 ft 


Heads to 280 ft. 


i 


Turbine Well Pump 


ee 


Frame-mounted 
Centrifugal Pump 


Capacities to 300 g.p.m. 
Heads to 120 ft. 





Heads to 600 ff. 


fe 


Rotary Pump 





Vertical Air Compressors 


Woter-cooled Air-cooled 


Capacities to 2500 g.p.m. 


Displacements Displacements 


to 67 c.f.m. to 25 ¢.f.m 
Pressures to 250 Pressures to 200 
Ib. / sq. in. Ib. ‘sq. in. 





Tank-mounted . . . Base-mounted 
Air Compressors 
Displacements to 45 c.f.m. 
Pressures to 200 Ib. sq. in. 





Triplex Power Pump 
Mv ti-V-Drive 


Capacities to 50 g.p.m 
Fractional to 1500 hp. 


Pressures fo 250 Ib. sq. in. 








Capacities to 1100 g.p.m. 


Capacities to 6000 g.p.m. 








Viscosities to 500,000 S.S.U. 


HE Worthington line of 

pumps and compressors, 
being complete, requires no 
compromise in_ selection. 
There is an exact unit for 
every condition—and every 
unit will give the utmost in 
efficiency and dependability. 


The Worthington Dealer Plan pro- 
duces results. Write us for details. 













ewe ——> 
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Horizontal Single-Stage Air Compressor 


Displacements to 2042 c.f.m. 
Pressures to 150 Ib. /sq. in. 





Two-stage Air Compressor 


Displacements to 445 c.f.m. 
Pressures to 125 Ib./sq. in. 





Duplex Power Pump Duplex Steam Pump 


Capacities to 488 g.p.m. 
Heads to 315 |b. ’sq. in. 


Capacities to 420 g.p.m 
Pressures to 350 Ib. /sq. in 


IC9-10A WORTHINGTON PUMP AND MACHINERY CORPORATION «+ General Offices: HARRISON, NEW JERSEY 


WORTHIN SG TON 
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UTICA TOOLS 
for Jool Mileage 


Long Deep Throat For Either 
Square or Hex Nuts 






Hardened Knurl With Full 
Meshing Teeth in the Jaw 


Wide Riding Carriage of 
the Movable Jaw on the 
Frame Gives Full Support 
When the Wrench is Wide 
Open and Under Strain. It 
Won't Slip 


Full Handle Grip Fitting 
the Hand in its Natural 
Grasping Position. Will Not 
Cramp the Hand or Fingers 


Not Just Another Wrench! 


It's different in that the jaws are designed 
to get at places inaccessible with the 
ordinary wrench of this type. 


Note the full deep throat for either 
square or hexagon nuts which prevents 
slipping and what mechanics call "Knuckle 
Busting."' Like all UTICA TOOLS, these 


wrenches will stay sold— 


SELL THEM FOR PROFITS 


UTICA DROP FORGE & TOOL 
CORPORATION 
UTICA, N. Y. 
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cluded: H. B. Wilson, general man- 


ager, Mathias Klein & Sons, Chi- 
cago; Veach C. Redd, Cynthiana, 
Ky.; Robert H. Baker, vice-presi- 
dent, Fones Bros. Hardware Co., 
Little Rock, Ark.; W. M. Bonham, 
president, C. M. McClung & Co., 
Knoxville, Tenn.; George C. Black, 
Southern Supply Co., Dallas, Texas; 
W. Gibson Carey, Yale & Towne 
Mig. Co.; and others. 

Hardware men will meet again 
October 16-19 in Atlantic City, N.J., 
for the joint convention ot the Amer- 
ican Hardware Manufacturers’ As- 
sociation and the National Whole- 
sale Hardware Association. 


Screw Conveyor Appoints 


The Screw Conveyor Corp., Ham- 
mond, Ind., has recently appointed 
J. G. Thomas as direct factory rep- 
resentative for the state of Texas. 
His headquarters will be at 121 S. 
Main St. Fort Worth, Texas. Mr. 
Thomas will actively assist and co- 
operate with those distributors han- 
dling the Calumet Products. Mr. 
Thomas was formerly with the Dal- 
las office of the Link-Belt Co. for 12 


years. 


R. C. Duncan Co. 
Issues Timely Catalog 


R. C. Duncan Co., Minneapolis, 
Minn., is now distributing to its cus- 
tomers a 20-page booklet, entitled, 
“Timely Ideas,” in which are listed 
a variety of industrial items it stocks. 
Products are illustrated in most cases 
with net prices included for conven- 
ience in ordering. 





John Long can proudly lay <laim to a 
record! He has been travelling in one 
territory for over 20 years. His territory 
extends south of Dallas and he recently 
joined the sales staff of Texas Belting & 
Supply Co., of Houston 











What Cut? Wh 


THAT’S EASY NOW- 


No more confusion, no more guess-work as to file cuts and types. 





Cleveland has 


taken the big, logical step to end all uncertainty and possible error in furnishing 


files to exact specifications. 


Every Cleveland File requiring identification is plainly stamped with its cut and 


type, like this— 


a ten a "en, ya "he 
JSuPER SSuPERS. J SUPER 
DUTY %DUTYS © DUTY = 

Cosa Case i 

FLAT FLAT FLAT 

BASTARD 2ND CUT SMOOTH 


Now you can order, and fill customer’s 
orders with full assurance that each file 
meets specifications exactly; you can balance 
your stock more readily, and you can assist 
customers by making it easy for them to 


get the correct file for their needs. It’s the 














Specification marking is just one 
(the latest) of our many outstanding 
features. Distributors who know, say 
it’s the REAL PROFIT FILE LINE. 


Write for full information today. 


THE CLEVELAND 


3400 HAMILTON AVE. ° 


Ssupere Ssuper’ SsuPere, 
=,DUTYS %DUTYS %DUTYS 
Casey Casi Cass 
MILL MILL MILL 
BASTARD 2ND CUT SMOOTH 


file step the trade has been talking about. 
It’s the biggest file improvement in years, 
and it’s 


AN EXCLUSIVE CLEVELAND FEATURE 













a on On OP 


CLEVELAND, 
1899 








QUALITY FILES SINCE 
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BARNES 


eg Mack Saw 
BLADES 


cK SAW © 
ONSTRATOR'S 


Barnes Field Men, unlike the 


man on the flying trapeze, are not 
tricksters. They go out on the job, 
look over your customers’ metal 
cutting problems, select the right 
blades for the work and then let 
the mechanic make his own de- 
monstration. 


It’s as simple as that! 


That's why it pays to stock the Barnes 
Line, including Band Saws. It provides a blade 
for every metal cutting need and a Friendly, 
co-operative service that cements customer 
relations and helps your salesmen sell. 





Write today for the details. 
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One of the exhibitors at the Rotary Ex- 
position was the Chicago Pulley and 
Shafting Co., with F. A. Mills in attend- 


ance. 


Iiber Directed Chicago 
Rotary Business Exposition 


Oscar Iber, president of the O. 
Iber Co., Chicago, was chairman of 
the very successful sixth Rotary 
Business Exposition staged by the 





EN 


And here is Charles F. Hill, presiding 
over the booth of the Lovejoy Flexible 
Coupling Co. at the Rotary show 


Rotary Club of Chicago in the Sher- 
man hotel during April, and at- 
tended by thousands. 

High tribute was paid to Mr. Iber 
by “The Gyrator,” Chicago Rotary’s 
weekly publication in an _ editorial 
entitled: “Men Who Serve.” 


Two Executives of Milligan 
Hardware Retire from Business 


T. V. Milligan, president and 
treasurer of Milligan Hardware & 
Supply Co., East Liverpool, Ohio re- 
ports that C. Stewart Thompson, 
for many years secretary of the or- 
ganization and Mrs. Minnie G. 
Milligan are no longer active in the 
company. . 

The company celebrated its 57th 
anniversary in March and reported 
a most successful sales drive during 
that month. 


Landis Elects 


C. N. Kirkpatrick was recently 
elected a vice-president of Landis 
Machine Co., Waynesboro, Pa. Mr. 
Kirkpatrick will also continue as 
secretary of the company. 




















-- I'M USING 
THE FINEST 
WIRE ROPE 








Purchase Price of rope doesn’t fool me. Don't 
let it fool you. Purchase Price means little to 
ultimate rope costs. i? is the rope cost per-mile- 
car-travel .. . per-M- pet-of-lumber . . . per-foot- 
_ hole-drilled that tell ye uv the real Peaks of quality. 
-- Wickwire Ropes cost no more to. buy than other 


Vy E 
i? _ recognized brands. . oe but. ‘they are fabricated 
| with a knowledge ‘and care beyond accepted 
¥ aeons Greater flexibility, greater tough- 

, 

| \ : 

[ 4 F 
"  WICKWIRE SPENCER STEEL COMPANY 


.. long life results. Use a Wickwire Regular 
- General Offices: 500 Fifth Avenue, New York Cty: Sales Office 






ae 






| Mn! 






“ or a Wisscolay Preformed Rope and measure 
the service it gives you by your ‘unit of use. 
Then you'll know you are using the finest rope. 





‘ ee 
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Hou To De 
More” is packed 
full of selling 
punch. Ask Bob 
Hamilton about 
it aboard ship. 





You've heard it before . . . “Dumore Co-Op- 
erates!” If you are a distributor of Dumore 
Precision Grinders and Tools you'll know these 
two words are not an idle claim but a state- 
ment of fact .. . that means plenty in dollars 
and cents profit. To broaden its scope of 
cooperation further, Dumore now employs the 
most modern tool of selling . . . a sound-slide 
film. The first of a series, entitled “How To 
Do More”, designed to step up sales and profits 
for distributor salesmen, is now available for 
one of your sales meetings. Write today 
arrange for an early showing. 


THE DUMORE CO., Dept. 169-F RACINE, WIS. 


ee 
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Sales Conference Success 
Says Tenn. Supply House 


The Spring sales conference held 
\pril 21-22, of the Riechman-Crosby 
Co., Memphis, Tenn. was unusually 
successful, due to the fact that the 
speeches and discussions not only 
presented two new lines to the sales 
organization, but was a “revival” of 
a many good lines. J. A. Riechman, 
president, spoke on the first day on 
“Sales Opportunities in Cotton 
Gins”’, in which he brought out that 
the sales meetings should be called 
“Revivals”, as in the rush to keep up 
with new products, many times the 
salesmen unintentionally forgot many 
good reliable products. He said, “We 
should not let our old lines fall into 
the background, when a new product 
is taken on, but should keep balanced 
—that is, push the sales of new lines, 
but give equal thought to all prod- 
ucts in selling”’. 

Walter H. Gebhart, Henry Disston 
& Sons, Inc., Philadelphia, Pa. dis- 
cussed “Disston Products”, and Paul 
Reinking, Keystone Lubricating Co., 
Philadelphia, was host to the sales 
organization and officers at a dinner 
at Hotel Peabody, followed by a 
talk on “Keystone Lubricants”, illus- 
trated by a talkie movie. 

The second day was given over to 
New Lines. S.-E. Craig, Harnisch- 
feger Corp., discussed “Welding 
Equipment”, and Saturday night, the 
Riechman-Crosby Co., was host at a 
dinner at Hotel Claridge for the sales 
force and prospective customers on 
the Steinlite Electric Moisture 
Tester, F. A. Mangelsdorf, factory 
representative of Atchison, Kansas, 
made a demonstration of the ma- 
chine. About 70 prospective cus- 
tomers attended the dinner. 

A general discussion was held 
Saturday afternoon, at which time, 
the sales organization took part. 
Richard Alcott, vice-president and 
general manager was in charge of 
the meeting. 





Richard Alcott (center), vice president 
and general manager, Riechman-Crosby 
Co., Memphis, flashed bulbed with two 
Henry Disston & Son men at the Spring 
sales conference of the Memphis firm. 
W. H. Gebhart (left), manager of sales 
industrial division, and Walter Knapp 























A Yale SELLING Story 


Stress safety—and you'll help the sale. This month we’re doing just 
that with the illustration above. Appearing in leading trade publica- 
tions throughout the country—it is pointing out to your customers the 
safety value of the Steel Safety Hook. And is highlighting the point 
that both hook and hoist can be bought only through Yale distributors. 


Get the most out of this advertising cooperation. On your next hoist 
contact make it a point to mention the Safety Hook—explaining its 
three outstanding features: 


1) It gives visible warning when overloaded . .. opening 
slowly—without fracture—before any other part of the 
hoist is strained. 


2) It is guaranteed to stand up to 150% of its rated capacity 
without changing dimensions. 


3) It is swivelled on heavy duty totally enclosed ball bearings 
and swung fore and aft on a cross head—providing uni- 
versal movement at any angle. 


Then bring out the 10 points of superiority that has made Yale the 
largest selling chain hoist in the world. They’re 10 clinching arguments 
that do a selling job. 


Capacities: 
300 Ibs.— 40 tons 


oo @ +\ i FE... THE YALE & TOWNE MFG. CO. 
PHILADELPHIA DIVISION PHILADELPHIA, PA., U.S.A. 


IN CANADA: ST. CATHARINES, ONT. 
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Cuneo Compiled and 


Printed Catalogs 
Produce 


MORE 
BUSINESS 


WHY? 


1. An experienced compiling, copy and layout staff pre- 
pares your catalog to fit your requirements. 


«+ The production of each catalog is in the hands of 
skilled men who know how to produce the best 
merchandising volume from up-to-date unit plates. 


3+ The most modern type setting and printing press 
equipment make it possible to present your mer- 
chandise illustrations and text in the most effective 
and original manner in order to maintain and in- 
crease your sales. 


4. From the planning to the finished printed product 
every catalog is handled by only one organization, 
thus we have undivided responsibility for all phases 
of production :—layout, artwork, typography, paper 
stock, engravings, printing, binding and mailing. 


Complete Information on Request — No Obligation 


THE CUNEO PRESS, Inc. 


CATALOG SERVICE DEPT. 


2242 GROVE STREET CHICAGO, ILL. 
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“PARKING 
| POLICE 
ORDER 





"No Parking” reads the sign alongside 
of which Owen W. Sandstrom stands in 
the accompanying picture. But Owen 
did "park" when he joined the S. G. 
Taylor Chain Co. as an errand boy 20 
years ago. Today he is company vice- 
president 


©. W. Sandstrom Honored 
For 20 Years With Taylor 


Owen W. Sandstrom, vice-presi- 
dent of the S. G. Taylor Chain Co., 
Hammond, Indiana, was highly hon- 
ored at a surprise party in the home 
of E. Winthrop Taylor, company 
president, on March 18—the eve of 
the twentieth anniversary of his first 
association with the Taylor organi- 
zation. 

Mr. and Mrs. Sandstrom had been 
invited to dinner by Mrs. Taylor. 
When they arrived at the Taylor 
residence, they. found the entire of- 
fice staff and Walter Eckhouse, one 
of the firm’s manufacturers’ repre- 
sentatives, on hand to greet them 
and wish Mr. Sandstrom 120 more 
successful years with the S. G. Tay- 
lor Chain Co. 

The high point of the evening 
was the presentation to Mr. Sand- 
strom of a “Weary Wardrobette,” 
the gift of manufacturers’ agents 
who represent Taylor, and a wrist 
watch, the gift of the company. 

Mr. Sandstrom entered the serv- 
ice of the S. G. Taylor Chain Co. 
on March 19, 1919, as an office boy 
and has been with the organization 
ever since. 


Oxford Tool Co. Opens 
New York City Office 


It has been announced by Gordon 
G. Campbell, president of the Ox- 
ford Tool Co., Philadelphia, Pa., 
that a New York City office is being 
opened at 16 Hudson St. Mr. A. E. 
Fuller will be the New York repre- 
sentative and will be located at the 
above address. Any business or in- 
formation about the company can be 
obtained from this office. The tele- 
phone number is WOrth 2-6646. 





OR amazing sales, push Disston Di-Mol 
7 Hack Saw Blades. This sensational value 
has quality and uniformity, assured by the 
Disston name on orange band on blade. Stand- 
ard teeth, lengths, widths, thicknesses. Hand 
blades, % gross in box. Machine blades, 1 
dozen. Henry Disston & Sons, Inc., Philadel- 
phia, U. S. A. Branches: Boston, Chicago, 
Detroit, Memphis, New Orleans, Seattle, 
Portland, Ore., San Francisco, Cal., Van- 
couver, B. C. Canadian Factory: Toronto, 
Ontario. Australian Factory: Sydney, N. S.W. 


MORE SALES WITH DISSTON 
DI-MOL HACK SAW BLADES 











COIUMBIAN 
VISES 


are distinctive . . . and are sold under a Policy of Selective Distri- 
bution . . . at established Resale Prices . . 
antees Profits to Columbian Distributors. 


. a Policy which guar- 


Columbian's complete line enables distributors to concentrate 
their sales efforts on one line of vises from one dependable source. 












REPLACEABLE 
TOOL STEEL 
STEEL BALL JAW FACES 
ENDS FORGED 
FROM HANDLE 
STOCK ITSELF 


COLD 
ROUED 
STEEL 
SCREW 


HARDENED GEARED 
STEEL POSITIVE 
BEARING LOCKING 
WASHER SWIVEL 


BENCH PLATE 






SLEDGE TESTED 
MALLEABLE IRON 
CASTINGS 


The distinctive features of Columbian Malleable Iron Machinists’ 
Vises have established them as the standard for strength, work- 
manship and dependability. 


Each of the other types of Columbian Vises is designed to excel 
in its field and all are made to the same high standards of engj- 
neering and workmanship. 


Industrial Supply Distributors interested in increasing Sales and 
Profits on Vises should write for Columbian's Distributor Plan. 


THE COLUMBIAN VISE & MFG. CO. 


9015 BESSEMER AVE. CLEVELAND, OHIO 


THE WORLD'S LARGEST MAKERS OF VISES | 


——-_ SF 
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Paul C. Nicholson Named 
President Nicholson File 


Paul C. Nicholson has _ been 


elected to succeed his father, the late 
Col. Samuel M. Nicholson, as presi- 





PAUL C. NICHOLSON 


dent and general manager of Nichol- 
son File Co., Providence, R. I. 

Mr. Nicholson, shortly after his 
graduation from Yale University, 
went to work for Nicholson File Co., 
going through the various depart- 
ments and working in various capac- 
ities. In 1913 he was elected vice- 
president of the company and took on 
the additional duties of treasurer in 
1915, 

He is also president of American 
Screw Co. and John R. White & 
Sons, Inc. He serves as a director 
of several companies as well. 


New V.P. for H. K. Porter 


H. K. Porter Co., has announced 
the appointment of Lyon McCandless 
as vice-president. Mr. McCandless 
is also vice-president of Burgess Co., 
Inc., Beaver Falls, Pa. 





C. J. Meister, field sales manager of the 
Allen Mfg. Co., Hartford, Conn., beams 
with a dentyne look of confidence as he 
prepares to burst in unannounced on the 
Carey Machinery & Supply Co. 














* THERE'S SOMETHING TO 


aa 


WHEN YOU SELL 
LAMSON PRODUCTS 


MOST @ Time was when a dealer almost reluctantly admitted that he 
“kept” bolts and nuts, and took the customer ‘way back in the store, 


COMPLETE LINE where in the darkest corner, the stock was kept. Bringing bolts and 


nuts out into the light, where they can be seen, suggests their pur- 


chase by reminding customers that you se// them. That is particularly 

OF BOLT AND NUT true of LAMSON bolts and nuts in their attractive packages with the all- 

2 WT bh. PRODUCTS IN over pictured pattern that distinguishes them. Put LAMSON products in 

a sight—where they can be seen—and where they can sell themselves. 
AMERICA! 


i 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 


LAMSON & SESSIONS 


BOL T 2%  « N @. 2. ©€ © fF I £2.22 *&.°* © AP S: Ce oe 














Money Maker 
for You 


Think of it! With four rolls 
of Veelos V-Belt you have a 
complete stock of V-Belts in 
any length. Off the reel in 





less than 60 seconds—assem- 
bled into a truly endless belt 
by your customer in 60 sec- 
onds. For four years it has 
spelled f-i-n-i-s-h to out-of- 
stocks, rush orde:s and over- 


stocks for Veelos distributors. 


Money Saver 
or Your 
Customers 


There’s more to Veelos V-Belts 
than the stock economies for 
you. Because this new V-Belt is 
more flexible, because there is 
no side-bulge around the pul- 
leys, it reduces internal friction 
guaranteeing a drive of higher 
mechanical efficiency and longer 
belt life. Your customers and 
should-be-customers will like 
that. 


MANY JOBBERS are already writing profits with Veelos. 
Write for complete information and jobbers proposition. 


MANHEIM MANUFACTURING & BELTING CO., MANHEIM, PA. 
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Our Readers Say 








Do Distributors Play 
Bali With Manufacturers? 


Editor, Mitt Suppigs 

While reading the recent bulletin 
of the National Supply & Machinery 
Distributors Association, I was im- 
pressed with the headway made by 
the Association during the past few 
years in obtaining better margins of 
profit, better terms, and closer co- 
operation from the distributors’ 
sources of supply. Some of these 
gains had to be fought for, others 
were given voluntarily by the manu- 
facturers when they thought they 
saw the time was ripe to increase 
the margin of profit for the indus- 
trial distributor on their particular 
lines. To my mind, the big ques- 
tion for the distributors to answer 
for themselves is, “Now that we 
have it, what are we going to do 
with it?” 

It seems to me that the manufac- 
turers have challenged us as dis- 
tributors to prove that we know 
what we want and know what to do 
with the things sought after when 
they are obtained. The vise manu- 
facturers, the file manufacturers, 
the drill and tap manufacturers, 
have all done a fine job in giving us 
a better margin of profit. They have 
established resale prices and are 
fighting on our side to have them 
maintained. 


Extra Discount Bad 


Along comes a_ nice inquiry; 
sharpshooting is started almost im- 
mediately by some who by their pro- 
cedure admit they cannot sell on 
even terms with their competitor, 
and who must always seek an ad- 
vantage to be sure of the order. 
What they are telling the manufac- 
turer is that they do not feel they 
need to make the 20% or 259% mar- 
gin of profit. They intimate they 
are well satisfied with a lesser mar- 
gin. Therefore, they extend a 10% 
or 15° discount below the estab- 
lished or advertised resale price. 

It does seem to me that as an 
industry, the distributors will find 
themselves faced with a declining 
margin of profit. This may be true 
if too many distributors are not 
willing to maintain prices which the 
manufacturers set which allow us 
today barely enough profit to exist. 
I am sincerely of the belief that the 
manufacturers could rightly draw 
the conclusion from cut prices that 
the distributors find a smaller mar- 
gin of profit adequate for their 
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Electrocoated Garalun- sr Esticient 
Finishing of Fine Cabinet Work 
Here it is—Armour’s ELECTROCOATED GARALUN—a 


surface coated, woodworking abrasive of sharp, long- 
lasting, even-cutting uniformity, particularly engineered 
for high-speed belt-sanding equipment. Ideal for smooth, 
quick surfacing and finishing of fine furniture and cabi- 
net work. Coated by the electrostatic process, each abra- 
sive grain acquires an electrical charge, and is pulled 
through a static field by thousands of volts of power— 
to be deeply embedded on end in glue applied to backing. 
Armour's Electrocoated Garalun ‘THe same process arranges abrasive grains at equal 
(aluminum oxide) is available in . z 
standard size sheets and rolls, belts minute distances apart. 
or discs on cloth or paper backings. Write for details of our dealer franchise plan. 


ABRASIVES 


ARMOUR SAND PAPER WORKS 


Division of ARMOUR and COMPANY 
GENERAL @GEFICES: Cee AGO 
ho} lolel Mm OLE Sia oltt ils Mi dels Molders tot stst Mts Mell toh ali mentit | 
BOSTON NEW YORK BUFFALO PHILADELPHIA MILWAUKEE DETROIT PITTSBURGH CLEVELAND 
INDIANAPOLIS Se ae RO) 0) b SAN FRANCISCO LOS ANGELES SEATTLE HIGH POINT, N.C CINCINNATI 
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FOR HYDRAULIC POWER 





FOR HAND TRANSFER 


FOR HEAVY LIQUIDS 
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WHEN 


OW 


ROTARY PUMP MARKET 


IS UNLIMITED 


YOU SELL THE 
COMPLETE ROPER LINE 


Here are just a few 
of your prospects: 


FOR GENERAL USE 


Factories 

Public Buildings 
Municipalities 
Bottling Works 
Drug Companies 
Chemical Plants 


Laundries 
Cleaners & Dyers 
Sugar Refineries 
Food Warehouses 
Packing Plants 
Oil Refineries 


Tanneries 

Gas Plants 
Filling Stations 
Oil Bulk Plants 
Textile Plants 
Paint Works 


—in fact, every place where 
liquids must be moved 


We will gladly provide you with 
complete information on the op- 
portunities for sales and profit 
we believe exist for you — just 
write to Geo. D. Roper Corp.— 
Rockford, Ill. 





FOR MACHINE TOOLS 





FOR GAS AND OIL 
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needs. The manufacturers could 
justify their setting the discount at 
a margin which the distributors set 
for themselves, retaining the extra 
profit in their own pockets rather 
than have it passed out promiscu- 
ously throughout the country by dis- 
tributors in such small amounts that 
it will do no individual customer 
any good. 

By proceeding along this line the 
manufacturer can also protect him- 
self against the embarrassing situa- 
tion of having some distributor un- 
derquote the manufacturer of the 
goods on his own make to 
customer. 

Yours very truly, 
Ray C. Neat, President 
R. C. Neal Co., Buffalo, N. Y. 


some 


Ryerson Enlarges and 
Modernizes Boston Plant 


Reconstruction of the Ryerson 
steel-service plant at Cambridge, 
Mass., greatly increases facilities for 
stocking steel and allied products for 
the New England states. Total 
ground area occupied has been in- 
creased more than 30 per cent, and 
storage facilities to a still greater 
extent, through the use of multiple 


story building, special racks and 
platforms. 

Stocks and facilities have been 
arranged for quick assembly of 


orders and easy transfer of materials 
from any part of the plant to the 
loading platforms. Shipping floor 
and the 


area number and size of 
loading doors has been increased 
for the convenience of customers 


who send their own trucks to pick 
up material. 

Offices, too, have been completely 
rebuilt and arranged to facilitate the 
handling of orders. 





F. T. Brooks, president of the Power 
Transmission Club of Philadelphia wel- 
comes the 80 engineering students and 
college professors at its recent “Student 
Night". At the left sits Edward R. Rath, 
senior engineer of the entire Council 
who made the feature address of the 
evening 











WHEN CHAINS 





You cannot be too careful in recommending 
chains for the many jobs that chains must meet. 
Better recommend too good a chain than one 
you think might “get by.” For the highest qual- 
ity chain is cheap when you consider the pro- 
tection chains give to life and limb, to produc- 
tion schedules, to investment and profits. 
Every American Chain is made to the highest 


standards. Materials are carefully selected and 


ACCO CHAINS... 








manufacturing methods have been developed 
to the point where nothing is left to chance or 
guess. American Chains come to you as the 
finest products of the chain maker’s art. 

Build up your chain business by selling the 
American Chains that assure satisfactory chain 
service. 

This line includes welded and weldless chains 


of all sizes and patterns, for all purposes. 


AMERICAN CHAIN DIVISION ©« srivcerort + CONNECTICUT 





AMERICAN CHAIN & CABLE COMPANY, Inc. 








AMERICAN CHAIN DIVISION @ AMERICAN CABLE DIVISION @ ANDREW C. CAMPBELL DIVISION © FORD CHAIN BLOCK DIVISION @ HAZARD WIRE ROPE 
DIVISION @ HIGHLAND IRON AND STEEL DIVISION @ MANLEY MANUFACTURING DIVISION @ OWEN SILENT SPRING COMPANY, INC. @ PAGE STEEL AND 
WIRE DIVISION @ READING-PRATT & CADY DIVISION @ READING STEEL CASTING DIVISION # WRIGHT MANUFACTURING DIVISION eiN CANADA: DOMINION 
CHAIN COMPANY, LTD. @ IN ENGLAND: BRITISH WIRE PRODUCTS, LTD. © THE PARSONS CHAIN COMPANY, LTD. e J77 Business for Your Safety 
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HERES A GOOD PROPOSITION! 

















cooperation — 





Se 


“ty 


















T. B. WOOD'S SONS CO., Chambersburg, Pa. 


Without obligation, send your Distributor Plan and a copy of 
the new V-Belt Catalog to— 


FREE ! 
MAIL THIS COUPON 


NAME 
COMPANY 


ADDRESS 
M.S. 6-39 
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J. N. Topping (left), purchasing agent 
of Topping Brothers, New York City, en- 
joying the fun with James H. Browning, 
president of the firm at the recent Hard- 
ware Square Club shore dinner at Hotel 
Astor 


Hardware Square Club Draws 
600 to Annual Shore Dinner 


Setting a nautical pace that cruise 
conventioneers will find it hard to 
beat, the Hardware Square Club of 
New York and its many, many 
friends turned out 600 sailors strong 
and set out May 4 for an evening of 
hilarity and high jinks at the Hotel 
Astor. It was the eleventh annual 
shore dinner of the club, and with a 
west wind blowing off the Hudson, 
the salty air had an _ invigorating 
effect on those present. 

Donning sailor hats the crowd soon 
had the clipper ship S.S. Hardware 
Square Club sailing along at a mer- 





Seeing that his table mates enjoy them- 
selves is Harry W. Kornrumph (Long 
Island Hardware Co.), at right, presi- 
dent of Hardware Square Club of New 
York City at its annual shore dinner held 
at the Hotel Astor 


ry pace. President of the club is 
Harry W. Kornrumph (Long Island 
Hardware Co.) who also served as 
chairman of the entertainment com- 
mittee. Chairman of the affair was 
Ralph S. Allen (Diamond Expansion 
Bolt Co.), assisted by Fred A. Scholl 
(Long Island Hardware Co.), 
George Carstens, C. J. Heale, Albert 























WITH THE USER 
WITH THE DISTRIBUTOR 


jounson UNIVERSAL Bronze 


@ More Johnson UNIVERSAL Bronze was sold last year 
than any other brand. This nationwide preference is possible 
because of the greater value offered; the improved bearing 
performance; the time and money saving features of com- 


6 POINT plete machining. 
DISTRIBUTOR 
4 ALS | 








Distributors prefer UNIVERSAL Bronze for a variety of 
reasons. First, because of this national preference and the 
salability of the product. Next, because there is an ample 
profit spread between cost and selling price. Finally, because 
the Johnson six point policy clearly defines their status as a 
distributor. 


This close cooperation between Distributor and factory has 
enabled them to build greater volume, increase their profits 
and keep them loyal to our line. 


Isn’t this the type of franchise you have been wanting? Why 
not investigate the possibilities for your territory. There is 
no obligation. Write today. 


JOHNSON BRONZE COMPANY 


535 SOUTH MILL STREET - - NEW CASTLE, PA. 





MACHINED 


DIAMETER 
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SEAL/V\ASTER 


BALL BEARING 
INDUSTRIAL UNITS 












When you’ve got something of value 
in your product, that your com- 
petitors don’t have, you’re going to 
make a better profit, quicker. Right? 
Well, then, just think for a minute 
what it means to sell the new SEAL- 
MASTER Ball Bearing Industrial 
Units! SEALMASTER is the only 
line of Bearing Units now on the 
market with seals built in as an in- 
tegral part of the bearing proper. 
Even when the SEALMASTER bear- 
ing is removed from its housing, no 
dirt can get past the seal . . . and 
no lubricant can get out. Also, SEAL- 
MASTER has the alemite lubrication 
fitting in all housings, and misalign- 
ment provision up to four degrees. 
Don’t you think you’d better inquire 
NOW about this brand new line that’s 
really going places? We'd be glad to 
talk things over with you! 





PERMANENTLY SEALED 











PERMANENTLY SEALED 
“The Complete Line of Ball Bearing Units” 
TAKE-UP UNITS PILLOW BLOCKS FLANGE UNITS 











— BEARING DIVISION— 


STEPHENS - ADAMSON 


MANUFACTURING company 
8 RIDGEWAY AVE. 


AURORA, ILLINOIS 
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Westphal, Conrad Kunz, Lew Ed- 
wards and Frank Jerram. 

Following a seven course shore 
dinner a special floor show of Broad- 


way stars was presented. The revue 


| featuring everything from strip tease 


artists to Egyptian dancers kept the 
sailors shouting for more until the 
early hours. 

In June the Hardware Square Club 
will put to sea again, this time they’re 
not going to fool about it, but are 
going to get right down to rowboats 
(yes, we said rowboats!) and set out 
on a fishing party. 


Allis-Chalmers Dubbed 
“America's Krupp" 


The Allis-Chalmers Mfg. Co. is 
described as “America’s Krupp”— 
second only to the famous works at 
Essen, Germany, in diversity of capi- 
tal goods produced—in a searching 
analysis of Allis-Chalmers operations 
published in the current (May) is- 
sue of Fortune magazine. 

“During the World War,” Fortune 
reports, “the West Allis (Wiscon- 
sin) works were largely converted to 
the manufacture of shells, gun car- 
riages, heavy artillery, and naval 
power plants, and after America’s 
M-day in the next war the plant 
could again be turned swiftly into 
an armaments mill.” 

Biggest single order on the com- 
pany’s books, the magazine reveals, 
was from the U. S. Navy in 1918— 
close to $8,000,000 worth of marine 
turbines and attendant paraphernalia 
for 34 destroyers. Smallest thing the 
same company supplies is a special 
kind of V-belt costing thirty-two 
cents. 


Pravel Promoted 


Allegheny-Ludlum Steel Corp., 
Pittsburgh, has announced the ap- 
pointment of W. F. Pravel as dis- 
trict sales manager of the firm’s 
Houston territory. Mr. Pravel joined 
Allegheny-Ludlum in 1934. 


| 





Sailors for a night at Hardware Square 
Club shore dinner are (left to right): 
H. W. Erickson, (Ek Hardware Co.); 
Bernard Daub, (Ek Hardware Co.); R. 
A. Johnson, (manufacturer's representa- 
tive); E. W. Erickson, (Ek Hardware 
Co.); Sture Nillson, (manufacturer from 
Sweden); S. F. Hunt and Walter P. 
Getty, both of American Screw Co. 























1500 Pound Gate and Check Valve Installation 


For 1500 or 2500 Pounds Pressure 


Even when operating pressures on steel valves 
were limited years ago, Powell Valves were the 
accepted standard because of their economy in 
operation. Today, with pressures as high as 
2500 pounds at 900 deg. F., Powell Valves are 


still the choice of 


Swing Check 
Valve 





“economy - wise’ engineers. 








Powell Steel Valves are 
available from alloy steels 


in all types and sizes—Gate, 


Globe, Angle, Check, Non- ents es 
3 Return. 
Write for Fig. 1303 
Cotelos ve aga 
No. 101 Bevel Gears 





POWELL VALVES 


TRE. WS. POWELL CO. CIMSINN ATE. C810 
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YEARS OLD 


...going strong! 


-R&M- 


500 Lb. CAPACITY BANTAM 


Your customer gets a husky little hoist weighing 200 lbs. 
That means a hoist that will do a little more than you 
said—never less! 


A hoist with a % H. P. motor . . . speed, 30 to 32 feet 
. « lift, 20 feet. Ball-bearing swivel trolleys 

. current collectors or lamp socket plug in cable... 
precision-built, heat-treated mechanism ... safe Weston 
load brake. But you don’t have to add up a string of 
extras to get the price—$175.00—unequaled for real value! 


per minute . 


Here is the hoist for polyphase or single-phase operation 
that can be sold without strings attached. And you make 
a good profit. 


You Get the Inquiry—We’'ll Help You Close It. 


ROBBINS & MYERS, INC. 


Hoist and Crane Division @ SPRINGFIELD, OHIO 























Sold Through 
Mill Supply 
Houses 
Everywhere 








YOU CAN Sell 
THIS MACHINE 
AND MAKE A 
REAL Profit 


Both a high speed machine for every class of 
precision mill work—at every angle—and a 
slow speed back-geared machine for heavy 
duty operations. Never removed from overarm 
bar—light in weight—simple yet sturdy—dquality 
clear through. 


Airmail or wire for prices, 
terms and territory available. 





FRAY-MERSHOWN, Inc. 


Wukers. 0 f- 
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You'll find a ready market 
—an active demand — for 
this attachment that imme- 
diately converts any hori- 
zontal mill into a full uni- 
versal mill. 
unusual profit—on a special 
offer for mill supply dealers. 


FRAY-MERSHON All Angle 


UNIVERSAL MILLHEAD 


You'll make an 
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NEW LINES 
taken on by 


Distributors 


R. B. Voucut Co., SAN FRANCISCO, 
CaL., has been appointed a repre- 
sentative of Westcott Chuck Co. 
for the states of California, Oregon 
and Washington. 


Mip-STATES INDUSTRIAL CorP., 
ROCKFORD, ILL., is now a distribu- 
tor for Marquette electric welders 
and the Darnell caster line. 


KANSAS City Rupper & BELTING 
Co., Kansas City, Mo., has been 
named a distributor for products 
of the Ohio Gear Co. 


Write Suppty Co., WATERBURY, 
Conn., is now handling Howe 
scales and Harter posture chairs. 


Boykin Toot & Suppty Co., At- 
LANTA, GA., is now stocking 
grinding wheels of the Abrasive 
Co., and V-belts and pulleys of 
Allis-Chalmers Mfg. Co. 


INTERSTATE MACHINERY & SupPLy 
Co., OMAHA, NEBR., is now a dis- 
tributor of power lawn 
manufactured 


mowers 


by Jacobsen Mfg. 


Link-Belt Co. to Get 
New Dallas Home 


E. G. Wendell, district manager, 
Link-Belt Co., Dallas, Texas, has an- 
nounced that contracts have been let 
for the construction of a new office 
and warehouse building in Dallas. 
The new location will be on Latimer 
St. at the intersection of Pierce St. 

For a number of years, offices were 
maintained in the Mercantile Build- 
ing but in order to serve the territory 
better, it was found necessary in 1934 
to establish local stocks in a ware- 
house located at 413-15 Second Ave. 

The new building, to be constructed 
of concrete, brick and steel through- 
out, will be one story in height. An 
automatic sprinkler system will be in- 
stalled. The office will be air-condi- 
tioned, and of modernistic design, and 
will be located at the front of the 
building. 

In the warehouse section of the 
building, a limited number of ma- 
chine-tools will be installed at pres- 
ent, to permit certain machining op- 
erations and facilitate delivery of such 
stock parts as may require additional 
machine work. 

















FIRST CATALOGS 
PAY 


Many a distributor who has never issued a 
catalog feels the need of one, but hesitates 
because he wonders if a catalog would pay 
his particular business. 
























Consider, then, such reports as these made 
by distributors for whom we have compiled 
first catalogs: 


“Many orders referring to our new catalog” 


“Our catalog is producing results equivalent 
to an additional salesman” 


“The best year in our history” 


What would such results as these mean to 
your sales and profits? 


It is significant that over 85% of the supply 
catalogs that we are compiling at this writing 
are being made for distributors who have 
already averaged more than three editions 
each of Donnelley-built catalogs. 


R. R. DONNELLEY & SONS COMPANY 


350 E. TWENTY-SECOND STREET CHICAGO 
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BRASS 
GOODS 


. .- THAT ARE DEPEND- 
ABLE IN SERVICE AND 
PROFITABLE TO SELL... 





No. 7770 Boiler 
Drain — angle or 
straight pattern — 
for tron Pipe or 
Copper to Copper. 





No. 5 '2” Roh 
Body Water Gauge. 


CONSOLIDATED 


The majority of large manufacturers 
think of CONSOLIDATED when they 
need boiler fittings or anything in 
BRASS. The reason is that for 36 years 
our fittings have been demonstrating 
their unfailing reliability under hard 
usage in industrial plants all over the 
country. Here is a complete, adequate 
line to meet all needs. You can't help 
profiting with it. Send for our catalog 
and price list. . 


CONSOLIDATED 
BRASS COMPANY 


Summit Avenue and the R. R. 
DETROIT, MICHIGAN 





No. 2181 New Im- WHEN YOU THINK OF Fig. 44 Original 
roved Self-Closin 

over Wandie Gar. THINK OF CONSOLIDATED ‘Seay ‘Lubricator 
Drums, Barrels. etc. BRASS FIRST 
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TRADE MARK 








mand at Goetze. 


business as much as you do. 


So, whistle anytime. 


GOETZE GASKET & PACKING CO., INC. 


26 Allen Avenue, New Brunswick, N. J. 


@ J°"F" ( GASKETS 


‘Americas Oldest and Largest Industrial Gasket Manufacturer” 
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Yes sir—a supply house order is a com- 


We know you can’t give quick service 
if you don’t get it—and we want that 


Yours, G. G. 


Schumacher Calling on 
Railroads for Harris 


Howard J. Schumacher has joined 
the sales organization of Samuel 
Harris and Co., Chicago. He is call- 





HOWARD J. SCHUMACHER 


ing on the railroads and has had ex- 
tensive experience in this work, since 
he was formerly with Schumacher 
and Cregier, railway supplies. 


Executive Changes for 
St. Louis Supply Co. 


Mrs. Eva Rubelmann, wife of the 
late Hade Rubelmann, former presi- 
dent and owner of the St. Louis 
Machinists’ Supply Co., which was 
founded in 1900, has completely re- 
organized the company to carry on 
the business in accordance with the 
last wishes of Mr. Rubelmann. 

Mrs. Rubelmann, who will take an 
active part in the firm’s affairs as 
president, announces the appoint- 
ment of B. H. Miller as vice-presi- 
dent and general manager. Mr. 
Miller, a recent newcomer to St. 
Louis, had been head of the auto- 
motive department. He has an ex- 
cellent record as an organizer and 
executive. 

Harry Miller has been named 
secretary, and manager of the mill 
supply department. He is also doing 
the purchasing. Harry has literally 
“grown up” with the company. He 
joined St. Louis Machinists’ Supply 
fourteen years ago, upon his gradu- 
ation from school, has worked in 
every department and knows the 
business from the ground up. 


Boykin Tool & Supply 
Increases Sales Staff 


Both H. D. Thompson and Aus- 
tin Edwards, who have been with 
Boykin Tool & Supply Co., Atlanta, 
Ga. for the past two years, have 
been promoted to the outside sales 
staff. 

Mr. Thompson, who has served 
as counter salesman and on the price 
desk, will cover the city of Atlanta 
while Mr. Edwards, who has been 
at the counter, will take over one of 
the general territories. 
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"We find Kennedy Valves very satisfactory" 


have had 
"7 have used Kennedy Valves for 55 years and 
best service" <a 
ings for years: 
+tin 


be de 
*ysing Kennedy attings *° 
reiiedi® "y find Kenned 


perfectly sat isfactory- 


are 

lves and Fittings " 

"We use K sKennesy veoemmend them to others 
€nnedy Valves exclusively" I highly 


na Kennedy V8 


use sney are 





Some of these comments may have 


come from plants in your territory 


OR more than 60 years we have been receiving com- 
ments such as the above. To you, these comments 
mean that Kennedy Valves and Pipe Fittings make 
friends quickly, and that purchases automatically bring 
repeat orders. 
You, like your customers, are safe when you recommend 
and sell Kennedy Products. They provide a complete line 
for all standard requirements, and each type has distinctive 


features proven by innumerable installations to assure long- 
continued satisfactory service. These features are fully 


outlined in bulletins, mailing folders and envelope enclos- 
ures covering the entire Kennedy line and available to you 
with your own imprint: and are brought to the attention of 
your customers each month through a consistent large- 
space advertising schedule in industrial plant publications. 
Furthermore, you are fully protected when you handle Ken- 
nedy Valves and Pipe Fittings, because of the Kennedy 
policy of selling to industrial plants only through supply 
houses, and standing squarely back of each Kennedy 
Product. 


tron Body Gate Vaive iron Body Globe Valve 


oe 


—- S- KENNEDY 
cvtra Values in VALVES and PIPE FUT T 3 INGS 
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Bronze Gate Valve Bronze Globe Valve 


THE KENNEDY VALVE MFG. CO., Elmira, N. Y. 


Warehouses and Representatives in principal industrial centers 











APPRECIATED BY 


THE ASSEMBLY DEPT. 


Box, am 1, g lad 
they switched to 
Clark Bolts/ 
They area lot 
easier on my. 
Aands-no ra 
edges, 6urrs or 
rough tinish — 
and [ can make 
alot hettertime 
with them because 
of their clean, 
pertectly gauged 
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Lark Bros Bout (0 
MILLDALE , CONN 


| motion of 


Gilmer Makes Four 
New Sales Appointments 


L. H. Gilmer Co., Tacony, Phila- | 
| delphia, has just announced the pro- 


Matthew R. Oberholzer 
to sales manager. He will assume, di- 


rection of sales for all the company’s | 





MATTHEW R. OBERHOLZER 


lines consisting of V-belts, and fabric 
and rubber-fabric flat belts and belt- 
ing. During Mr. Oberholzer’s ten 
years in the Gilmer sales department, 
he has spent the last six as assistant 


sales manager—four of which as 
head of the  fractional-horsepower 


belts division. 


A. K. Schindewolf of the Phila- 


| delphia sales staff has been appointed | 
| district 


for Louisiana, 
Arkansas, and will 


manager 
M ississippi and 


make his headquarters in New Or- | 


leans. 
From the Chicago territory, the 


following salesmen have been as- 


| signed new areas: O. K. McCullough | 


has been made district manager for 
Kansas and western Missouri, with 
Kansas City headquarters. Cliff T. 
Pilkey takes charge of eastern 
Missouri and southern Illinois as 
district manager, operating from St. 
Louis. 


Lubrication Important in 
Life of Power Chain 


Life and maintenance cost of 
power chains depend on using the 
correct type and size, on 
alignment, and on efficient lubrica- 
tion. Overload results in pitch elon- 
gation, with the possibility of the 


chain riding the sprockets. Poor 
lubrication causes excessive wear. 
Roller chains, operating at low 
speeds, should be lubricated manu- 
ally with a suitable grease. For 


normal and high speeds, roller and 
silent-type chains should be inclosed 
and lubricated by splash or pressure 


| methods. 
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SELL 


COATED ABRASIVES 
MADE BY 


CLOVER 


HE % % 


HE Clover Color-Stripe 

line of Coated Abrasives 

represent the last word 
in efficiency and work value. 
Flint, Emery, Aluminum 
Oxide, Silicon Carbide and 
Garnet—supplied in sheets, 
rolls, belts and discs. 


Everything the woodworker, 
painter and metal-worker re- 
quires—and, of a quality 
and work-value rarely found 
and seldom equaled. 





Sell Clover Color-Stripe 
Abrasive Papers and Cloths. 
Your customer will see how 
much better they really are, 
once tried, and will never be 
— with the ordinary 
ind. 


It's not the first sale but the 
repeat business that brings 
real profits. You get it with 
the Clover line. 


CLOVER MFG. CO. 
NORWALK, CONNECTICUT 


Also makers of the famous 


CLOVER GRINDING and 
LAPPING COMPOUNDS 
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a -LUBRIPLATE Distributors Get Business 


LUBRIPLATE SELLS ITSELF 


You don’t have to be a super-salesman to 
sell Lubriplate because Lubriplate does 
the job for you. All you do is challenge a 
prospect’s toughest lubrication job, and 
then let Lubriplate demonstrate what it 
can do. You can promise your prospect 
that Lubriplate will save him money, last 
longer and reduce machinery wear to a 
minimum. Strong promises ... but don’t 
worry! Lubriplate delivers on the toughest 
jobs. It never lets you down. 








7 QUICK FACTS 
About Lubriplate Lubricants 






= 
1 Produces a wear resist- a§= 
® ant film on working 


surfaces. 


2 Resists rust corrosion 
© and pitting. 


Lowers maintenance and 
S power costs. 


© clean. 


4 Lubriplate is white and 
4 Outlasts ordinary lubri- 
® cants many times. 
s Cheapest in the lone 
s run. A little goes a long 
ways. 


7 Available in fluid and 
® grease types for your 
every need. 








FISKE BROTHERS REFINING CO., Newark, N. J. 


- 
a 
+. 
SED 


YOUR NAME IN ADVERTISING 


Every month of the year all Lubriplate 
distributors are listed in Lubriplate ad- 
vertisements. And Lubriplate advertising 
is reaching the man you want to sell. . . 
full page advertisements in seven different 
trade journals. The fact that your name 
appears in each advertisement speeds in- 
quiries direct to you. It advertises your 
business to your prospect. 


TRAINED FACTORY 
ASSISTANCE 


A Lubriplate district sales en- 
gineer works with your sales or- 
ganization 12 months a year. He 
goes with you—right into your 
prospect’s plant—and helps you 
make that sale. He does even 
more ... he trains your sales 
force in the most effective way to 
sell Lubriplate. 


EXCLUSIVE FRANCHISES 
AVAILABLE 


A few exclusive franchises on 
the Lubriplate line of lubricants 
are still open. We give absolute 
protection in your territory. 
Write today for further informa- 
tion. 








WHAT DISTRIBUTORS Say 
ABOUT LUBRIPLATE 


"We sold 216 Lubriplate accounts in 
6 months, All in the Seattle trading 
area. All we asked was ‘Try Lubri- 
plate in your toughest lubricating 


job.’"" 
C. H. HARDEN, President 


C. H. Harden Co., Seattle. 


"I've never taken on a line that bas 
been more readily accepted or delivered 
such satisfying results. We sold 118 
new Lubriplate accounts in 5 months. 
And we get our business by dem- 
onstrating Lubriplate to plant super- 
intendents.”’ 
T. W. LEWIS, President 

Lewis Supply Co., Memphis. 


“Distributors are always receptive to 
products that really sell and doubly so 
when they open the way to sales of 
other products. In our own case, for 
example, we have sold Lubriplate to 
236 separate users.” 

CHAS. H. BAUER, President 

Tristate Corp., Philadelphia. 





e Toledo, Ohio 
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The Complete Line 


Only Armstrong-Bray can supply all of your 
belt lacing needs — WIREGRIP BELT 
HOOKS, Lacers and Lacing Machines; 
STEELGRIP FLEXIBLE BELT LACING, 
SUREGRIP HOOKS and FLEXGRIP COUP- 
LINGS for round belting and the new 
ARMSTRONG-BRAY Portable Belt Cutter. 


WIREGRIP BELT HOOKS (6 sizes) come on pat- 
ented alignment cards that hold hooks rigidly in 
position, and prevent handling losses and card 
end waste. Applied with a Wiregrip or any other 
standard make lacing machine. 


STEELGRIP BELT LACING (8 sizes) in standard 
boxes, handy packages or long lengths for wide 
conveyor belts. 2-piece hinged rocker pins take 
up wear and increase flexibility. Applied with 
hammer, penetrates toughest belting with ease 
and clinches into a smooth “humpless” joint. 


ARMSTRONG-BRAY BELT CUTTER Light enough 
to be carried in tool bag, sturdy enough for 
bench mounting, handles all belting to 8" width, 
Ya-inch thickness. Assures clean, square belt 
ends. Priced within range of even the smallest 
shops. 

CHAINGRIP WHEEL PULLERS (3-ton or 20-ton) 
Pull all gear wheels, motor wheels and pulleys 
regardiess of distance from end of shaft. The 
‘universal’ puller. 


Write for Catalog 


ARMSTRONG-BRAY 


& CO. 
“The Belt Lacing 
People’ 


310 N, Loomis St., 
Chicago, U. S. A. 

















@ Daggett Ball Bearing Pulleys 
are simple in construction, bear- 
ings are dustproof, and require 
attention only 4 to 6 times a 
year for renewal of lubricant. 
Daggett Pulleys save on daily 
oiling time, on cost of lubricant, 
on power loss by friction, and on 
time loss when trouble appears. 
Our engineers are at your service 
to show you how profitable it is 
to sell DAGGETT PULLEYS. 


COUNT’EM! 


e>>WE MEAN 
YOUR 
PROSPECTS 





Every plant in your terri- 
tory is a prospect for 
Daggett Ball Bearing 
Pulleys. 


®@ Sell Daggett Ball Bearing Pulleys 
for use with countershafts, friction 
clutches, mule stands, idlers, and belt 
tighteners—sell them to every plant in 
your territory—they’re all live pros- 
pects! Plant managers are always in- 
terested in saving on operating and 
maintenance costs so Daggett Pulleys 
are the right answer to end their 
loose pulley troubles. Daggett Pulleys 
save on time, money, and replace- 
ments. Our profit margin makes the 
Daggett Line a money maker for 


distributors. 


CHICAGO PULLEY G&G 


SHAFTING CO. 
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Walter Geist New V. P. 
of Allis-Chalmers 


It has jist been announced by Mr. 
Max Babb, president of the Allis- 
Chalmers Mfg. Co., Milwaukee, that 


WALTER GEIST 


on May 5 at a directors’ meeting held 
in New York, Mr. Walter Geist was 
appointed vice president of the com- 
pany. 

Mr. Geist, who was born in Mil- 
waukee, entered the employ of Allis- 
Chalmers in February, 1909, as an 
errand boy in the saw mill engineer- 
ing department. From that position 
he advanced to draftsman and pro- 
gressed through various positions and 
departments in the company. 

In the flour mill department he be- 
came interested in design with par- 
ticular reference to transmission and 
as a result originated the idea of the 
multiple V-belt drive principle of 
power transmission—known as the 
Texrope Drive. He first developed 
this from the engineering point of 
view and later as a sales engineer. On 
July 1, 1933, Mr. Geist was appointed 
general representative, in which ca- 
pacity he supervised the personnel of 
all district offices of the company, 
both domestic and foreign. 


New Inner Tube Seals 
Punctures as It Rolls 


A passenger car inner tube, capable 
of actually sealing punctures on mov- 
ing wheels without loss of tire pres- 
sure, has been announced by the B. 
F. Goodrich Co., Akron, Ohio. 

The new tube development reduces 
blow-out danger to a minimum, ac- 
cording to Goodrich engineers, at the 
same time giving protection against 
flat tires caused by nails, screws and 
glass, closing such breaks instantly. 

In road tests, during which cars 
were driven at high speeds over 
spikes, and tires were slashed with 
chisels, the new tube sealed all pene- 
trations without loss of air, accord- 
ing to the manufacturer. 




















































Yes indeed—precious to you, the 
Belmont Distributor! 


First, because 
every time there's a packing leak 
—there's room for a packing sale. 
Second, because—using the above 
illustration and caption in a wide 
list of trade publications—we're 
bringing out to industry the ex- 
orbitant cost of waste. And we're 
high-lighting the fact that the 
proper Belmont Packing will stop 
that waste. 


For two reasons. 


That's the sort of advertising that 
makes a packing buyer think. 
Makes him wonder whether he 


BELMONT SUPPORT HELPS DIS- 
TRIBUTOR SALES 


THERE’S A 


oat PMKING Ce 
CrcaSionr NEW BELMONT CATALOG WHICH 
-@o— 


STi Tw 


BELMONT PACKING FOR 


couldn't save by a Belmont instal- 
lation. And once we've created 
the doubt in his mind, it's up to 
you to convert that doubt into a 


sale. 


How? Simple. Just personally 
follow through on the advertising. 
Show your prospect how waste 
cuts into profits—and how Bel- 
mont cuts out waste. Then prove 
Belmont quality by letting him 
see for himself the samples 
that are in the Belmont Kit. 
It's a potent sales combina- 


tion that never fails! 


RIGHT: SAMPLE PAGE FROM THE 
WILL BE OFF PRESS SOON 


EVERY SERVICE 


BELMONT 


, A © 


THE BELMONT Bc Ty & RUBBER COMPANY 
BUTLER AND SEPVIVA STREETS e PHILADELPHIA, PA. 


| i 
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BELMONT No. 650 
Petrola Sheet Packing 





Made of vegetable fibre sheet, treated 
with special chemicals. Exceptionally 
tough. Recommended against oils, 
gasoline, naphtha, benzine, kerosene, 
water, air, and gas, at all tempera- 
tures up to 325° Fahrenheit. 

There is a com- 
plete line of Belmont 
Sheet Packings for 
every conceivable 
service. 
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Credit for the best shore dinner and entertainment ever staged by the Hardware Square 

Club go to these nautical looking gentlemen, they are (left to right) Harry W. Korn- 

rumph (Long Island Hardware Co.), president of the club; Albert W. Westphal (Corbin 

Screw Co.); Frank Berge (Francis Keil & Son); George Carstens (Topping Bros.); 

Frank Jerram (Federal Hardware Co.); Ralph Allen (Diamond Expansion Bolt Co.) and 

chairman of the affair; Fred Scholl (Long Island Hardware Co.), and Lew Edwards 
(American Saw & Mfg. Co.) 





Mill Supplies birdie catches two executives and six salesmen of the St. Louis Machinists 
Supply Co. all in one shot. Back row, left to right—Harry Miller, secretary, manager of 
mill supply dept. and p. a.; William H. Rosenthal, M. W. Moehlenkamp and Paul 
Roschke, all salesmen; front row, left to right—Lee Ludwig, salesman; B. H. Miller, vice- 
president and general manager; Roy Thurmond and George Bauer, salesmen 











Bernard Joins H. Channon Co. 


H. Channon Co., Chicago has an- 
nounced the appointment of H. Lee 
3ernard to the sales staff of the firm. 
Mr. Bernard will cover the South- 
ern Chicago territory. This vacancy 
in the sales organization was caused 
by the recent death of F. W. Cross, 
a veteran in the supply field and a 


well-known figure in South Chicago. 





A. B. Sloan of Cushman Dies 


Adrian Boyd Sloan, secretary and 
treasurer of the Cushman Chuck Co., 
Hartford, Conn., passed on April 30. 
Mr. Sloan was 57 at the time of his 
death. Before joining Cushman he 
had spent a number of years in the 
insurance field having been associated 
with the Factory Insurance Co. and 
the Travelers Insurance Co. 
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THEY BRING 


PROFITS 


SWACO 






SAFETY CAR MOVERS 










Easy to 
Use. Safe, 
Sturdy and 
Slip Proof. 





The heads of the Car Movers are 
short, compact, and powerful. The 
weight is so distributed that the 
balance is perfect .. . always right- 
side up without effort on the 
operator's part. 


This mover will get under the load 
and place the handle high, en- 
abling the operator to use full 
strength safety in starting the car. 


SAFETY HOPPER 
CAR WRENCHES 





Positively safe, doubly efficient— 
its automatic safety feature, the 
ball-bearing ratchet head revolves 
with the car spindle, leaving the 
handle stationary in the hands of 
the operator. 


SELL SWACO'S FOR 
SATISFIED CUSTOMERS 
AND GOOD PROFITS 


SAFETY WRENCH & 
APPLIANCE CO. 


WORCESTER MASS. 




















A Natural Sales Response 


is built into all 
ALL-STEEL 


PEERLESS 
HOISTS 


You have a natural “buyer's” product 
for every materials handling problem 
that chain hoists can solve. 














Match your buyer’s wants—continuous 
performance, without repair or mainte- 
nance cost, safety and speed in oper- 
ation and long working life—with ALL- 
Steel Peerless Hoists. Get on your 
buyer's side of the desk with lower pro- 
duction costs and increased production 
volume—and get easier sales. 


THE HARRINGTON CO. 
17th & Callowhill Sts. Phila., Pa. 











MANY USERS ARE 
STANDARDIZING ON 


CENTRAL 


V-TYPE PULLEYS 


The scientific design of Central V-Belt Pulleys 
assures aceuracy and perfect balance. They are 
made in sizes to meet all modern and standard 
requirements and are furnished in attractive, 
durable, silver aluminum finish. 


Central V-Belt Pulleys give such dependable and 
consistently good service that mill supply men find 
selling easy. Distributors are finding a growing 
standardization on this line by a wide variety of 
users. 


intelligent sales cooperation is given in meeting 
special application problems. ur new Data 
Book No. 107 will give you complete details. 
Send for it. 





CENTRAL DIE CASTING 
AND MANUFACTURING CO. 
x * * 


2935 W. 47th St. CHICAGO ILL. 








126 MILL SUPPLIES ® JUNE 10, 1939 

















Disston Opens New 
Factory in Australia 


Henry Disston & Sons, Inc., es- 
tablished a sales branch and small 
factory in 1914 in Sydney, N.S.W., 
Australia, and just recently the busi- 
ness moved into a new, modern 
building erected solely to house the 
company’s manufacturing business 
which today is carried on by the 
company in this enterprising Aus- 
tralian city. In this plant, circu- 
lar saws, wide and narrow band 
saws, machine knives and many 
other wood-cutting products are be- 
ing manufactured. 

In 24 years, Disston’s Australian 
bysineéss has grown from quarters 
occupying a small store building to 
a large, modern plant. 


Roll Up Sales 
By Pushing Casters 


Probably the most important fac- 
tor in selling casters is to remember 
that they are used under practically 
everything that moves in the shop. 
Every account you have is a prospect 
for casters of one type or another. 

Large plants usually have cafe- 
terias which need disk truck or brak- 
ing truck casters and so on—all in 
addition to the normal factory re- 
quirements. The hospital that buys 
a little belting and a few other odds 
and ends can be made into a big 
market for casters of all sorts. The 
same is true of any good-sized hotel 
or institution, for they usually have 
all their own service departments 


such as bakeries, laundries, ete. 
Large or small, in town or out, al- 
most every business organization 


needs casters. 





H. B. Spackman (above), vice president 
in charge of sales for the Lyon Metal 
Products, Inc., Aurora, Ill., has just been 
elected a director of the company. He 
joined Lyon two years ago, coming to 
them from the U. S. Gypsum Co., and 
has been doing a bang-up job in upping 
their sales figures 

















smooth Sailing . 
to More Sales 


Industry’s constantly growing preference 
for “Hallowell” Steel Shop Equipment and 
“Unbrako” Socket Screw Products makes 
these lines a “must” for Mill Supply 
Houses desiring to maintain an “even keel” 
to their business. Write us for full partic- 
ulars and dealers propositions. 


*“HALLOWELL” STEEL WORK-BENCH 


Skillfully designed and 
built for present day 
needs. Its steel top stays 
smooth as a surface plate, 
and steel legs hold it per- 
manently rigid. Bolt holes 
in the feet make it easy to 
fasten to the floor and 
easy to move. All its 
Parts are standard and in- 
terchangeable. Best of all 
the cost is reasonable. 
Full range of sizes to 
choose from. 





Fig. 732 
Pat'd and 

Pat's. Pending. 
Drawer is extra 


“HALLOWELL” STEEL TRUCKS 


Made to withstand the 
toughest treatment. Their 
steel platform can’t splin- 
ter — their welded con- 
Struction assures perma- 
nently rigid joints. And, 
because the wheels have 
smooth bores or anti-fric- 
tion bushings in hubs and 
casters, and are perfectly 
lubricated, they’re much 
easier to handle. Write 
Fig. 754 Pat. Applied For for Bulletin. 


“HALLOWELL” 
STEEL SHAFT COLLARS 


“Hallowell” Steel Shaft Collars 
combine unbreakability and ma- 
chine finish with low price; that’s 
the secret of their world-wide 
popularity. Now furnished with 
knurled “UNBRAKO” Self-Lock- 
ing Set Screws .. . for greater 
safety. Fig. 











0 
D 








SOCKET SCREW PRODUCTS \iel A really unique self- 
are always steady sellers NSH 
and good repeat order items. SELF-LOCKING NUTS tively prevents back- 


Steady profits are assured 
when you carry and sell 
the, entire line of “Un- 
brako” Products. Known 
and preferred by count- 
less industrial plants for 
years, yet continually 
improved with new dis- 
tinct sales features. 
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Fig. 232 SRANCHES JENKINTOWN, PENNA. SRANCHES 
“Unbrako” Hol- BOSTON CHICAGO 
low Set Screw DETROIT Box 519 ST. Louls 
INDIANAPOLIS SAN FRANCISCO 













































*“HALLOWELL” “HALLOW ELL” 
STEEL STOOLS FOREMAN’S DESK 


The one piece 
welded steel con- 
struction of “‘Hal- 
lowell” stools and 
chairs makes them 
last longer — an 
important item 
when you're con- 
sidering profits. 


Ideal for foreman’s use. 
Right height . . . right in- 
cline to write on while 
standing. Large drawer with 
lock for holding valuable 
papers. Carried in stock for 
prompt deliveries. 


You can get Pe 
what you need in 
a “Hallowell” for 
the line is most 
extensive, with a 
design adapted for 
use at any type Fig. 1334 

of operation. Pat. Applied for 


Write us for our catalog. 


“HALLOWELL” STEEL 
TOOL 
STANDS 


Moves easily 
wherever it’s 
needed; a 
handy stand 
to have. Made 
in a variety of 
types for all 
purposes. 






Fig. 705 Fig. 961 Pats. Pending 





“PIONEER” 
STEEL SHAFT HANGERS 


“Pioneer,” the original Steel Shaft 
Hanger, revolutionized shaft hang- 
ers. It’s the only steel hanger with 
integral feet. Millions are in use 
the world over. ig. 300 

















locking nut. Its built- 
in locking ring posi- 


“the nut that can’t shake loose’’ 


Fie. 1538 ing off. The one piece 


construction is a feat- 
ure that appeals to 
most users as it saves 

considerable _installa- 
Pat'd. and 


Pat's. Pending tion time. 


Cutout Section Showing 
Locking Ring in Place 





STANDARD PreEsseEp STEEL Co. 








The 
Latch String 
is Always Out 





FOR THE MAN WITH 
THE SCHRADER LINE 


When you show a man better ways to 
handle air . . . how to increase his pro- 
duction with greater safety . . . ways to 
lower overhead, you can bet you are a 
welcome visitor. The Schrader line gives 
you all of these talking points. Prices 
are right, so you can do _ business—not 
just get attention. Try making Schrader 
products the spearhead of your next trip. 
It will open new accounts and add to 
your volume from present customers. 


The experience of our 
trained air specialists 
and the facilities of 
our sales promotional 
department are at 
your disposal. 


THIS MONTH'S 
SALES SUGGESTION 


Schrader Hydraulic Pres- 
sure Gau are adver- 
tised in Mill and Factory 
(June) and Industrial 








Equipment News and 
Factory Management and 
Maintenance (July). See 

305. 


page 6—catalog No. 
Opy on request. 
AIR “KNOCK-OUT" SETS .. . Complete 
assemblies for discharging finished work, 
Adjustable to all machines. 

PRESS SAFETY CONTROL . Protec- 
tion against repeat action of press. Air 
operated. Eliminates need for clutch con- 
version on repeat-type presses. 
BLOW GUNS . Compact. 
prisingly few parts. Selective control of 
air flow. Lever and button type. 
QUICK-ACTING COUPLERS ... For in- 
terchanging Air-driven Tools at convenient 
points. Like plugging into lighi socket. 
Air-tight when disconnected. 

AIR HOSE FITTINGS AND TOOLS ‘ 
Complete assortment of Couplings, Adapt- 
ers, Ferrules and Tools for applying. 
HYDRAULIC GAUGES ... Ruggedly built 
for tough service. No delicate parts. Nine 
pressure ranges; from 5 to 5000 Ibs. 


Schrader 


@06 @S PAT. OF8 


INDUSTRIAL PRODUCTS 


A. SCHRADER'S SON BROOKLYN, N. Y. 
Division of Scovill Manufacturing Company, Incorvorated 


Sturdy. Sur- 
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| ball has been 


| Kimball Elected Vice President | 
| Of U. S. Steel Corp. 


Benjamin F. Fairless, president, | 
just announced that G. Cook Kim- | 
elected an executive 





G6. COOK KIMBALL 


Courtesy Moffett Studio 


vice president of the U. S. Steel | 
Corp. of Delaware with headquar- | 
ters at its Chicago executive offices | 
now established at 208 South | 
LaSalle St. 

Mr. Kimball is well known in| 


Chicago where for many years as an 
official of the Illinois Steel Co. and 
the Carnegie-Illinois Steel Corp. he 
has maintained his executive offices. 


He has been connected with U. S. 
Steel subsidiaries since 1901, be- 
ginning in the engineering depart- 


ment of the American Tin Plate Co. 
a year after his graduation from 
Harvard University. From 1905 to 


1931 he served as chief engineer of 
the American Sheet and Tin Plate 
Co. and in 1931 was elected vice 
| president and a director. 
Wipe It Clean 
| With a Cloth 

Wiping cloths are just one more 


routine item, but a dependable line 
of these utilitarian will 
often open the way for bigger and 
better things. 

There are over 100 different grades 
of wiping cloths, each one perfectly 
suited to its particular use. Every 
industrial account cloths as 
well buildings and institu- 
tions. 

Considerable 


necessities 


uses 
as office 


new business 
sometimes be created for the sales- 
man who recommends the less ex- 
pensive wiping cloths instead of new 
cheese cloth or toweling material. | 
And when a customer has once seen | 
the advantages offered by these | 
cloths for such applications he will | 
probably reorder without suggestion | 
land feel grateful to the salesman | 
for showing him one more way to | 
| do it better and cheaper. 


can 
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Ware all the 


tremendous changes during the 
last half century, engineers in 
modern plants everywhere still 
like, use and buy Dixon's Ticon- 
deroga Flake Lubricating Graph- 
ite as they did 50 years ago. 
Year after year its sale holds up 
and grows because this fine old 
Dixon product keeps right on 
meeting the needs of the day. 


As a co-lubricant with oil or 
grease, Dixon's Ticonderoga 
Flake Lubricating Graphite stands 
up to its work where other lubri- 
cants squeeze out, burn out, or 
wash out.. As a coating for 
gaskets and packing, there just 
is no substitute. 


THE 2 


Incl 
Graphite No. 635 
POPULAR — 
NUMBERS— “Fines 
Particle Size Seam 
No. 1— Graphited Oit 
Large, unctuous Graphited 
flakes. Gonz Aatete 
Automarine Packing and 
Particle Size fay Ale Gua 
No. 2— Waterproof 
Finely subdivided Graphited Grease 
powdered flakes . . : 


Write for Booklet No. C-71. 


JOSEPH DIXON CRUCIBLE CO. 


JERSEY CITY NEW JERSEY 


DIXON’S GRAPHITE 


PRODUCTIONS 

























































OR volume in tool 

sales, for building 
up your tool depart- 
ment, for reputation as 
the quality tool head- 
quarters for satisfied 
customers, non-compet- 
itive prices and a full 
margin on every tool sale— 
for PROFITS Standardize 
ARMSTRONG TOOL HOLD- 
ERS and TOOLS. 


ARMSTRONG TOOL HOLDERS 

. « . are used in over 96% of the 
Machine Shops and Tool Rooms, they 
are the backbone of any industrial tool 
department. The Armstrong System 
provides tool holders for every opera- 
tion on lathes, planers, slotters and 
shapers. 


ARMSTRONG TURRET LATHE and 
SCREW MACHINE TOOLS 

have extended the economies and 
efficiency of the Armstrong System to 
the Production department. 


ARMSTRONG DROP FORGED 

"Cc" CLAMPS 

“Heavy Duty’, “Medium Service”, 
"Light Duty", "Deep Throat’ and 
"Tool Makers", types each in all sizes 
—universally recognized as the finest 
"C" Clamps made. 

ARMSTRONG LATHE and 
MILLING MACHINE DOGS 

Drop Forged from special open hearth 
steel, alloy steel screws and hubs large 
enough for re-tapping, |2 types, in- 
cluding Square Head, Headless and 
Safety Head types in all sizes. 
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ARMSTRONG BITS and BLADES 
ARMSTRONG High Speed shapes 
ready to grind or ready-ground, also 
ARMIDE Carbide-Tipped Cutters. 


ARMSTRONG RATCHET 

Drills—I1! types. All steel construction 
with improved action and hardened 
parts. 


ARMSTRONG WRENCHES 

—no other line offers as much to sell 
in strength, design, tool balance, ma- 
chining, finish—in all around quality. 
Drop Forged Carbon Steel and Vana- 
dium Steel Open Wrenches, Box 
Socket Wrenches, Detachable Head 
Socket Wrenches, Hollow Screw 
Wrenches, and Bridge Ratchets. 67 
types in all sizes. 

“ARMSTRONG BROS." PIPE TOOLS 
the most complete line manufactured 
with each tool brought up to industrial 
standards. 


Standardize on "ARMSTRONG" and 
watch tool profits rise. 


ARMSTRONG BROS. TOOL CO. 


"The Tool Holder People’ 


305 N. Francisco Ave. 
Chicago, U.S. A. 
Eastern Warehouse and Sales: 
199 Lafayette St., New York 
San Francisco London 


Write for 
Catalog 
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' 
A SQUARE DEAL. 


a | WIDE FLATS, 


Standard Flats 
Ye” x 3/16” 
to 3” x 6” 


Extra Wide Flats 
4” to 2” thick 
6” to 12” wide 


Cold Drawn Bars 
Ground Shafting 
Leaded Steels 
Screw Stock 
Extra Wide Flats 
Alloy Steels 





One order leads to another when your customer 
gets a square deal in wide flats. By carrying a 
full stock of B&L quality WIDE FLATS, you 
can guarantee satisfaction to steel users who 
are particular about 


Square sharp corner development. 
Smooth blemish-free surfaces. 
True straightness and flatness. 
Close tolerances on all dimensions, 


The fine workmanship that goes into these 
Cold Finished Steel Sections is a credit to the 
distributor who sells them, and an economy 
for the fabricator who uses them. 


Join the national network of distributors from Coast to Coast 
now carrying warehouse stocks of B&6L COLD FINISHED STEEL 





HARVEY, ILL. Sales Offices in all Principal Cities BUFFALO. N.Y. 


BLISS & LAUGHLIN, INC. 





DISTRIBUTORS OF 





Experience dictated the answer. Are you. too selling 
Goulds, favorite line of the mill supply trade? If not 


write for complete information 


GOULDS PUMPS Inc. 


® 9059 
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Government Investigates 
Resale Price Maintenance 


An investigation of resale price 
maintenance as practiced under the 
various state “Fair Trade” laws, is 
now being conducted and will be 
continued in the next fiscal year by 
the Federal Trade Commission. 

It is planned that the investiga- 
tion shall embrace among other things 
(1) a study of the prices charged 
by manufacturers and retail dealers 
for commodities under price contract 
as compared with such prices for 
similar competing commodities not 
under price contract, (2) a study of 
the quality received by the consumer 
in his purchase both of commodities 
under price contract and of similar 
competing commodities not under 
price contract, and (3) methods 
employed in obtaining the support of 
industry and the retail and wholesale 
trades for resale price maintenance 
and in the practical establishment 
thereof. 


Give the Customer the Right 
Brush for the Job 


Cleaning is something more than 
a menial task. It is an operation 
of vital importance and standards 
in equipment and procedure give a 
cash return to plants in many indus- 
tries. 

The different types of brooms, 
brushes and mops were created for 
specific purposes and use. For in- 
stance, a rough floor calls for a 
bristle far different from that which 
is used on a smooth painted surface. 
The length of the handle, although 
of apparently little consequence, adds 
a calculable factor to the efficiency of 
the sweeper. In handbrushes ; weight, 
length of bristle and length of handle 
are decidedly important considera- 
tions. 

Check over your customer's plant 
and help him work out a schedule 
whereby he can have a cleaner plant 
at less expense by using the right 
equipment. 





Courtesy Pit 4 Quarry 
Art Pagenstecher (left) with Ed Ristau, 
both of Skilsaw, demonstrate portable 
electric equipment for cutting concrete 
blocks and joists at the Concrete Products 
Exposition in Chicago. 
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Neu Disc Type Friction Clutch 


MEDART 
“ARROW-M" 


Smooth » » Positive 
» High Torque » 











< Engagement 


This fnew Medart “Arrow-M” Disk Type Friction Clutch is de- 
signed to meet the requirements of modern power transmission 
drives and all types of special machinery applications . . . It has 
many desirable and exclusive features — 


1. Positive, smooth engagement is accomplished thru a high lever- 
age toggle system of alloy steel links 

2. Maximum torque is transmitted from driving to driven members — 
3. Positive separation of the friction plates is insured by disen- 


gaging lever pull and centrifugal force action on the toggle 
mechanism 


4. Long wearing replaceable friction facings are riveted to each 
side of the driving discs —asbestos or all metal composition 


5. Simple to adjust—a turn of one adjusting ring gives balanced 
adjustment on all friction surfaces 


6. Available with pin type or gear tooth type driving plates — 
in multiple or single plate construction 


Show Your Customers how MEDART will solve their Clutch 
Problems . . . Explain these advantages of the New “ Arrow-M”’ 
— make more sales! 


THE MEDART COMPANY 
3514 DeKalb St. . . . St. Louis, Mo. 
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Simplex “Util-A-Tool” Does 
a Thousand Jobs 
¢ e Quickly Pays for Itself! 


Suppliers Find Them Needed 
and Wanted by Every Industry 





Simplex ‘“‘Util-A-Tool” will lift, lower, move, clamp, pull-in, 
spread, tension, and pull wheels, tomy and pulleys, and do 
hundreds of other jobs necessitated by modern equipment or 





One of the 217 Models methods; quickly returning their cost on any one of the many 
in the Simplex Jack jobs they do. “ ” 
Line It's one of those ‘‘once in a blue moon”’ items that make sales 


history. They sell on demonstration because they don’t cost — 
they save! Good margin of profit — they’re priced right and pro- 
duce repeat orders. 


Order demonstrators for your men and a stock today; and get a 
supply of Form P-P 39 — plain or imprinted — illustrating how 
they’re used to cut costs in industry! 


TEMPLETON, KENLY & CO. *« CHICAGO 


Better, Safer Jacks Since 1899 


SIMPLEX 


GOLD MEDAL AWARD SAFETY JACKS 


MEET INDUSTRY’S 
NEEDS WITH 
ADHESIVE TAPES 


Industries are constantly finding new methods 
with greater use of industrial adhesive tapes to 
save time and money. 














The growing demand for the complete line of 
Industrial Tape Corporation adhesive tapes 
means increased business and year ‘round 
repeat profits to you. 


Consult our laboratory about any special 
tape problem. No obligation. 


INDUSTRIAL TAPE CORPORATION 


NEW BRUNSWICK, N. J. 
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Edelman Appointed General 
Export Sales Manager 


Manning, Maxwell & Moore, Inc., 
New York, has just announced the 
appointment of Murray H. Edelman 
as general export sales manager of 





MURRAY H. EDELMAN 


all divisions of the company. This 
appointment is in the line with com- 
pany’s policy of consolidating all ex- 
port sales into one department. Start- 
ing in 1910 with the company, Mr. 
Edelman for the past five years has 
been export sales manager of the 
Mill Supplies division in Jersey City. 
A good deal of his time has been 
spent in the Latin-American coun- 
tries. 


Rubber Cushioned Machines 
Reduce Shock and Vibration 


Industry is discovering many new 
uses for rubber, particularly in cush- 
ioning heavy machinery and elim- 
inating vibration disturbances. 

In a large Michigan furniture fac- 
tory a severe vibration of the floor, 
caused by the rumbling lathes and 
other machinery, interfered with the 
work to such an extent that the 
quality of the work turned out by 
multiple spindle carving machines 
was noticeably impaired. 

Analyzing the problem, engineers 
recommended rubber vibration 
dampeners between the bases of the 
various machines and the floor. The 
result accomplished is evidenced by 
the fact that, with the shop in full 
operation, it is possible to balance 
a dime on edge on any flat horizontal 
surface of the carving machine. 

Quality of workmanship, with the 
vibration eliminated, has been 
stepped up to a point previously be- 
lieved impractical. Widespread ap- 
plication of dampeners throughout 
the furniture industry has resulted 
and many mills and factories are be- 
ginning to “float” machinery in 
rubber. 
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Above the commonplace 


Each MARVEL product embodies fundamental 
improvements—a superiority instantly recognized 
by tool buyers. 


MARVEL HIGH-SPEED-EDGE HACK SAW BLADES are BOTH 
strictly high speed and unbreakable. Any machinist can 
see why this composite blade with the finest cutting edge 
(genuine 18% Tungsten High-Speed Steel) made positively 
UNBREAKABLE by a body of tough alloy steel, will out-cut 
and out-last all others. 


MARVEL HIGH-SPEED-EDGE HOLE SAWS have greatly 
expanded the hole saw market because they will not only 
last longer and do the ordinary hole saw jobs faster, but 
also have the added strength and stamina for heavy and 
deep work in drill presses. 


MARVEL HAND HACK SAW FRAMES, of drop forged heat 
treated aluminum alloy. with machine-type clamping blade 
holders and all-metal grips, are the ONLY practical frames 
truly sturdy enough for industrial plant useage. 


When you sell MARVEL, your sales expense is lower, 
your volume greater. 


ARMSTRONG-BLUM MFG. CO. 
“The Hack Saw People” 


5753 Bloomingdale Ave. 
Chicago, U. S. A. 


Eastern Sales Office: 


199 Lafayette Street, 
New York 


The MARVEL Line of 
Metal -cutting Power 
Sawing Machines is 
complete for handling 
every cutting -off re- 
quirements of the metal 
cutting industry. 


RMSTRONG-BLUM MFG. CO. CHICAGO. .U.S. A. 


“The Hack Saw People’’ 
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Its a Proven Point 


BRA 


SELF-LOCKING 





HOLLOW SET 


SCREWS 
with the Knurled Points 


EEELLL 


Wi 





Fig. 1641 


... are definitely filling one of industry’s 


real needs ... 


vibrate loose. 


them. 


STANDARD PRESSED STEEL Co. 


BRANCHES 


set-screws which once 
turned into place will not shake, jar or 
Real protection is pro- 
vided against accidents or machinery 
breakdowns that might result when an 
ordinary set-screw fails to hold. 
member, only the “Unbrako” line offers 
this sales possibility. Write now and 
find out how you can profit by selling 







mean 


Re- 


sales. 


Pat. app. 
for 


“Unbrako” Square Head 
Self-Locking Set Screw 
shown below is also gain- 
ing steady 
popularity 
~« «. Cee 


growing 


JENKINTOWN, PENNA. BRANCHES 
BOSTON CHICAGO Fig. 1646 
DETROIT Box 519 ST. Louis Pat. App. 
INDIANAPOLIS for 


SAM FRANCISCO 

















RUST-OLEUM oners 














Grinnell Co., inc., St. Louis; Atianta 
A. Baldwin & Co., Ltd.. New Orleans 


le 
Pidgeon-Thomas tron Co., Memphis 
Pac Mill & Mine Supply Co., 

Los Angeles; San Francisco; Fresno 
Beveridge Supply Co., Ltd., Montreal 
Shadbolt & Boyd Co.. Milwaukee 
Goodyear Rubber & Asbestos Co., Port- 


land, Ore. 
National mill Goonty Co., Fort Wayne 
Crerar, Adams & .. Chicago - 
Louisville Mili Supply Co., Louisville 
industrial Supply Co., Terre Haute 
Buford Bros., tnc., Nashville, Tenn. 
Noland Co., Inc., Chattanooga; Washing- 
ton, D. C.; Roanoke 
Standard Glass & Paint Co., Des Moines; 
. ge 


orfotk, Va. 
C. D. Franke & Co., Charleston, S. C. 
The Glidden Co., Miami, Fla. 
Mine & Mill Supply Co.. Lakeland 
Joiner Paint Co., Jacksonville 
Peat Belting & Mill Supply Co.. Seattle 
Elvoren Paint Supply Co., St. Paul 
Pittsburgh Gage & Supply Co., Pittsburgh 
industrial Supply Corp., Richmond, Va. 
Western Chemical Co., Phoenix, Ariz. 
Stedall & Co., Ltd., London, England 
wrie Bros., Ltd.. Glasgow. Scotland 
J. _F. Hargrave, Ltd., Wellington, New 
Zealand and others. 
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GREAT VARIETY OF 
SELLING OPPORTUNITIES 


Brush--Dip--Spray it-- 


RUST-OLEUM is a "miracle paint that 
pays big dividends to Distributors. The 
wide assortment of colors (and aluminum) 
gives you a variety of selling opportunities. 
Industry has been saving on painting costs 
for 25 years with RUST-OLEUM. It is a 
special processed paint that rustproofs, 
waterproofs, and decorates in one applica- 
tion. Dries in 6 to 8 hours and lasts 2 to 
3 times longer than ordinary paint. 


Letters from users all over the world attest 
to the high quality and satisfaction of 
RUST-OLEUM. It can be sprayed, 
dipped, or brushed on. Your customers 
get “gallons of economy” and pay no 
more per galion than for any high grade 
paint. There is much more to know about 
RUST-OLEUM and what it can mean in 
dollars and cents to you. Let us tell you 
the complete story. Write for details. 


RUST-OLEUM PAINT CORP. 


1928-32 W. Grand Avenue Chicago, Ill. 
Branch: 1935 Commerce St., Dallas, Texas 
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Four New Salesmen for 
Rockford, Ill. Distributor 


Four recent additions to the sales 
staff of Mid-States Industrial Corp., 
Rockford, Ill. include Ray Dunberg, 
Al Haskeil, Jack Foley and Charles 
Irwin. 

Mr. Irwin takes over the Iowa 
territory where he was formerly lo- 
cated while with Globe Machinery 
& Supply Co., of Des Moines, Ia. 

Ray Dunberg and R. Nelson were 
recent guests of the Republic Rubber 
Co., at Youngstown, Ohio and spent 
some time going through the plant. 


Big Buildings Offer 
Good V-Belt Field 


In their wide application to power 
transmission problems, V-belts offer 
the industrial supply salesman unique 
sales possibilities, particularly if he’s 
willing to scout around for business 
in the engine rooms of big buildings 
and local commercial establishments 
with small machinery. It’s a line 
that isn’t seasonal and is constantly 
increasing in application. The most 
promising field for the supply sales- 
man is in replacement, but there’s 
always a certain amount of new in- 
stallation or a change from another 
type of drive. 

The application of V-belts to power 
drive has come along like a house 
afire, and with good reason. This 
belt, of comparatively recent develop- 
ment has so many features that you 
can approach the prospect from a 
dozen different angles. Take any 
large building with its own power 
plant and you have an excellent 
V-belt opening. Why not drop in 


some day and see if there’s not “gold 
in them thar buildins.” 





The boys from the Allen Mfg. Co., Hart- 
ford, Conn. look as though they just 
cooked up something special at this 
sales meeting at the Hartford plant. 
Standing, left to right—Don Dunlap, 
Willis Horner, Carl Meister, George Ull- 
ring, Carl Beckman, Bill Montei, Harlan 
Cram, Percy Newton, Ray Bomba, Elmer 
Cross. Seated, left to right—W. C. 
Waldo, F. J. Whitney and Neal Steketee 














y » 
You’re headed for PER pn 


MORE BUSINESS |. | 


when you sell the complete U-S:S line| ~ . 


y 


1. You get the advantage of the best-known 
name in steel. Sales resistance is less 
turnover faster. Result more profit. 











HY? Because the United States 

Steel Corporation Subsidiaries 

are not satisfied merely to lend you the 

sales power of their names—but also 

back up distributors with extensive 

advertising and sales promotion cam- 

paigns designed to make sales. Look 

what it means when you start selling 

the complete line of products bearing 
the U-S-S mark of quality. 





2. You benefit directly by receiving generous 3. Your customers are continuously being reminded to buy U-S-S Products by constant advertising 
supplies of business-building trade literature that in more than 130 trade magazines having approximately 1' million readers. These magazines are directed 
you can send to your prospects at regular intervals. to the men who buy in all types of industry. 








— ” ~ 
4. U-S-S national advertising appears in 5. Color motion pictures of the making of 6. Displays of the Unttéd States Steel Cor- 
popular magazines having a circulation of over 512 steel have already been shown to more than five poration are always in prominent positions at World's 
million and many more readers. million people and will be shown to many more. Fairs, trade exhibits and conventions. 
U'S-S MILL SUPPLY PRODUCTS INCLUDE: All these sales promotion 
; : a activities help to make your 
Merchant Bars Copper Steel Sheets Nails and Spikes : 
Cold Finished Steel Bars Galvanized Sheets Wire Rope and Fittings customers want products 
Plates Hot Rolled Sheets Electrical Wires and Cables ee 7 . <.¢ — 
Structural Shapes Tin Plate Other Steel Products Caryn the U ) » trade- 
Black Sheets Rails (Light Weight) mark. Write for details. 














U'S'S STEEL PRODUCTS 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 


UNITED STATES STEEL 
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Safets Belt Hooks and Lacers 
Give You More Profit! 


2 " 
<7. tt ary,’ 
‘ Avs Vv ’ Warn 

5 \ \ v " 
En i 
6 
SAFETY 
Portable Lacer ” 


The Best 
Belt-Lacing 
System 
with the 
Largest 
Profit 

For You! 


Let us explain, 
quote you and 
outline our sales 
co-operation. 


Ler 
in 
tn 
{4 














See Those Jaws 

Not fiat, but RIBBED 
Each Rib Contacts 

A HOOK ONLY 


Hooks are easily 
sunk below the 
surface of belt 


Full 6” Capacity 


Stouter These two hcmgaae 
Stronger on © 
mechanics. 


Sales are easy! 








@ The LINEAR TRADE MARK exemplifies a yardstick for measuring high 


quality, complete service and cooperation with the distributor who makes his 


Safety Belt-Lacer Co., Toledo, Ohio 








LINEAR 
PACKINGS 





packing business profitable when he concentrates on the Linear Line. 





PRESIDENT 


Fs near Packing & Rubber Go, ine. 


Pa. 
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Tacony, 


Phila., 














Important cogs in the machine that 
makes things hum for the Macklin Co., 
manufacturer of grinding wheels. The 


smiling gentlemen are Gerald N. Frank- 
lin (left), production manager, and R. B. 


Howlett, who doubles as advertising 
manager and purchasing agent 


AS W A Elects New 
Chapter Officers 


The following chapters of the 
American Steel Warehouse Asso- 
ciation have elected officers as fol- 
lows for the coming year, W. S. 
Doxsey, executive secretary, an- 
nounces : 

Baltimore Chapter: President, H. 
A. Lowry, Seaboard Steel & Iron 
Corp.; vice president, T. P. Walker, 
J. B. Kendall Co., Washington, D. 
C.; secretary, Eugene Mowlds, 
Scully Steel Products Co.; national 
director, George J. Parke, Eagles- 
ton-Parke, Inc., Norfolk, Va. 

Buffalo Chapter: President, E. J. 
Wichter, Edgar T. Ward’s Sons Co.; 
vice president, J. Comer, Dobbie 
Foundry & Machine Co., Niagara 


Falls; secretary-treasurer, W. B. 
Huntley, Brace - Mueller - Huntley, 
Inc., Rochester; national director, 


W. H. Kline, Burke Steel Co., Inc., 
Rochester. 

Pacific Northwest Chapter: Presi- 
dent, H. F. Morrow, Pacific Metal 
Co., Portland; vice president, Wm. 
R. Case, Seattle Steel Co., Seattle; 
secretary-treasurer, Everett W. 
Hawkins, Portland; national direc- 
tor, John B. Robbins, A. M. Castle 
& Co., Seattle. 

Philadelphia Chapter: President, 
J. W. Patrick, Jr., Peter A. Frasse 
& Co., Inc.; vice presidents, L.. Nor- 
ris Hall, L. Norris Hall, Inc., and 
Leslie Edgcomb, Edgcomb Steel 
Co.: secretary-treasurer, James J. 
Collins, L. Norris Hall, Inc.; na- 
tional director, A. C. Allshul, Joseph 
T. Ryerson & Son, Inc. 

Connecticut Chapter: President, 
R. B. Shearer, C. S. Mersick & Co., 
New Haven; vice president, S. H. 
Hascall, Blodgett & Clapp Co., 
Hartford; secretary-treasurer, G. S. 











Brousso, C. S. Mersick & Co. Mr. 
Shearer will also serve as national 
director. 

New England Chapter: President, 
P. F. Avery, Avery & Saul Co., So. 
Boston; vice presidents, M. C. Har- 
vey, Arthur C. Harvey Co., Allston, 
and Quincy W. Wales, Brown- 
Wales Co., Boston; secretary-treas- 
urer, J. B. McIntyre, Scully Steel 
Products Co., Allston; national di- 
rector, Richmond Lewis, Charles C. 
Lewis Co., Springfield. 

New York Chapter: President, 
M. W. Faitoute, Faitoute Iron & 
Steel Co., Newark, N. J.; vice presi- 
dents, R. O. Grammer, Grammer, 
Dempsey & Hudson, Inc., Newark, 
and W. C. Hughes, Bright Steel 
Corp.; secretary-treasurer, Charles 
Kramer, Scully Steel Products Co., 
Newark. Mr. Grammer will also 
serve as national director. 

Northern California Chapter: 
President, M. S. Donaldson, A. M. 
Castle & Co., Oakland; first vice 
president, J. R. Winzeler, Federal 
Pipe & Supply Co., San Francisco; 
second vice president, H. E. Oli- 
phant, Tay Holbrook, Inc., San 
Francisco; secretary, R. D. Cortel- 
you, San Francisco; national direc- 
tor, Howard M. Tayler, Tayler & 
Spotswood Co., San Francisco. 


Now in New Quarters 


To be able to handle customer re- 
quirements more effectively, Uni- 
versal Valve & Fittings Co., has 
moved to 5366-70th St. Clair Ave., 
Cleveland, Ohio. At this location, 
the firm will occupy a new modern 
building, larger in area than its 
former location at East 38th St. 


Summer's the Time for 
Paint Sales to Plants 


Distributors’ salesmen need have 
no hesitancy about suggesting the 
purchase of paint when and where 
the need is recognized. Many times 
the burden of recognizing this need 
is upon the shoulders of the sales- 
man. 

A searching glance at some of the 
roof structures—such as _ water 
tanks, ventilating stacks, smoke- 
stacks, dust collector hoppers, signs, 
exhaust pipes, will reveal many sur- 
faces that are actually crying for 
a coat of paint. 

The various pieces of plant equip- 
ment which require painting, de- 
pend of course on the nature and 
set-up of the plant. In the food 
products industries, such as bak- 
eries, canneries, dairies and similar 
institutions, well-painted conveyors, 
motors, compressors, coolers, racks, 
tables and other equipment serve 
to emphasize cleanliness. 








WILLEY’'S MASONRY DRILLS 
at NEW REDUCED PRICES 


A patented Tungsten Carbide Tipped Drill 
that has revolutionized the drilling of non- 
metallic materials, such as concrete, 
slate, glazed tile and brick, 
plaster, lime stone, mar- 
ble, asphalt, asbes- 
tos, wall- 
board, etc. 








75% 
FASTER! 
STAY SHARP 
LONGER! 





WILLEY'S TUNGSTEN CARBIDE 


TOOL GRINDER DISTRIBUTORS! 


A bench type grinder your customers need for 
sharpening drills and tools economically. 


Write for 


Write for our new circu- 









circular lar which shows latest 
“Jetells prices and jobber's dis- 


and price. 


counts. 


WILLEY 


CARBIDE TOOL CO. 


1340 W. VERNOR HIGHWAY © DETROIT 














““QUIK-LIFT’S”’ 
AMAZING EFFICIENCY 
means DOLLARS to you! 


The new Coffing “Quik-Lift” Electric Hoist is 
truly a “buy” for the industrial user, for it pos- 
sesses features that make it instantly appealing to 
careful buyers. 





Sturdy and compact yet light in weight, it is ex- 
tremely simple in operation—and as surefooted and 
delicate in touch as a cat in its handling of loads. 
Low head room — powerful heavy duty motor — 
equipped with lubri-seal ball bearings. 








The new “Quik-Lift” gives dependable, economical 
service—incorporates a maximum amount of ef- 
ficiency, speed, power and durability. Illustration 
shows Model J—available with hook or trolley sus- 
pension, pendant rope control. 


Coffing Distributors make money. How about you? 


COFFING HOIST COMPANY 





DANVILLE ILLINOIS 
COFFING “csion HOISTS 
opumues. |. * mowers > DIFFERENTIALS 
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Valley Grinders teads the Way to 








The Performance Record of 


| 
| 





Valley Ball 
have long enjoyed an enviable 


Bearing Grinders 


reputation for complete satis- 
faction in service—for low upkeep cost 
and the most economical, efficient per- 


formance. Such a record leads to 
greater sales for Valley distributors 
everywhere. 


Valley Grinders are powered by famous 
Valley Ball Bearing Motors, every unit 
is protected by the Valley Guarantee. 
shafts, 
wide wheels, 


Specifications include heavy 


oversize ball 


bearings, 
adjustable tool rests. 


Valley's reputation for 





quality tools, the record of accuracy 
and performance, has created wide ac- 
ceptance for Valley Grinders the world 
over. Sizes from '/%4 h.p. Bench to 
5 h.p. Pedestal Write for 
prices and data on special profit mak- 


model. 


ing franchise for Valley distributors. 





Valley Electric Corp. 








4221 FOREST PARK BLVD. ¢ ST. LOUIS, MO. 





SECURE THESE EXCLUSIVE 
FEATURES AND SALES HELPS 





DESMOND 


DRESSERS 
and CUTTERS 


SIMPLEX 


Steel Slide 


VISES 





Most industrial plants know and 
use Desmond Dressers and Cut- 
ters, the only complete line of 
wheel truing tools. 





solid slide 


steel 


The exclusive 
makes these vises stronger and 
more serviceable than iron slide 
vises. 





New sales helps are now available for Desmond Dresser and Simplex Vise 
distributors. Write now and let us help you increase your sales. 








THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 
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1 | Westinghouse Promotes 


Mildon and Streamer 


Westinghouse Electric & Mig. Co. 
has announced that R. B. Mildon, 
vice-president, formerly in charge of 
the East Pittsburgh division, moves 
to Pittsburgh headquarters of the 
company to assume special sales as- 
signments. 

The appointment of A. C. Streamer 
as general manager of the East 
Pittsburgh division was announced at 
the same time. Mr. Streamer has been 
manager of the switchgear division. 

Mr. Mildon has been associated 
with the Westinghouse Co. since 1906 
and has been a vice-president since 
1934. 

Mr. Streamer came to the East 
Pittsburgh Works in 1907. In 1931 
he was made manager of the Diversi- 
fied Products Department and con- 
tinued in executive positions that led 
to his appointment as manager of the 
switchgear division when it was 
formed. 


National Assn. Working 
Hard for Darrow Amendment 


H. R. Rinehart, secretary-treasurer 
of the National Supply and Machin- 
ery Distributors’ Association, report- 
ed that progress is being made in 
lining up support for the Darrow 
Amendment (H. R. 4631). This 
amendment is designed to relieve in- 
dustrial distributors of the burden of 
complying with the present Wage- 
Hour Act limiting working hours to 
a total of 40 per week in October, 
1940. 

Mr. Rinehart also reported that 
Thos. A. Fernley, Jr., newly elected 
secretary of the Council of National 
Wholesale Associations, has just re- 
turned from Washington where he 
personally presented and discussed 
with members of the House Labor 
Committee a list of reasons for the 
adoption of the Darrow Amendment. 








“Now don't stick this picture in your 
file," piped Fred Bodys of the bolt and 
nut department of the Bethlehem Steel 
the MILL SUPPLIES’ birdie 
caught him enjoying dinner at the Hard- 
ware Square Club feast in New York 


Co. as 












Greenfield Tap & Die Corp. 
Announce Personnel Changes 





PULLEYS WITHOUT AN EQUAL FOR 
PERFORMANCE AND PROFIT---- 


MAUREY 


Superior design—best material and work- 
manship — attractive appearance —all is 
made possible by our long experience in 
building V-Pulleys and in our understand- 
ing of the uses for this type of Pulley. 
MAUREY Universal Steel V-Pulleys were 
developed to overcome all the common 
faults of the ordinary pulleys used with 
V-belts. Extra heavy hubs are turned from 
solid steel or malleable iron—no die cast 
hubs are ever used. MAUREY Steel V-Pul- 
leys run true under the most severe work- 
ing conditions. 


The Greenfield Tap & Die Corp., 
Greenfield, Mass., has announced the 
following personnel changes took 
effect on May 1. 

Mr. C. C. Ziegler, formerly west- 
ern district sales manager, has been 
elected vice president in charge of 


































When you sell pulleys, why not sell 
MAUREY! We are the world's largest 
manufacturers of single-groove steel pul- 
leys. Join the ever increasing number of 
distributors who are finding MAUREY 
Pulleys a fine source of income. Detailed 
information on the types shown and on 
our complete line is yours for the asking. 





Quick shipments from complete stocks. 


MAUREY 


MANUFACTURING CORP. 


2904—15 S. Wabash Ave. 
Chicago, Ill. 





C. C. ZIEGLER 









sales, with headquarters at Green- 
field, Mass. 

Mr. Elmer C. Bryant, formerly 
manager of the gage department, has 
been appointed western district sales 
manager, with headquarters at 
Chicago. 

Mr. Edward C. Bailey, formerly 
sales promotion manager, has been 
appointed eastern district sales man- 
ager, with headquarters at New 
York, succeeding Mr. Charles H. 
Coe who died on March 28, 1939. 

Mr. Glen Stimson, formerly chief 
engineer at the Detroit plant, has 
been appointed gage sales manager, 
with headquarters at Greenfield. 

Coincident with these promotions 
the following resignations were 
announced: Mr. W. B. duMont, 
formerly vice president in charge of 


sales, and Mr. Elliott C. Paddock, ly ha 


formerly assistant to Mr. duMont. 


A. M. Byers Co. Makes Rawhide HAM vi S 


New Appointments 












Chicago Rawhide Hammers have well balanced one-piece 
malleable iron heads and replaceable inserted faces 
securely seated and backed-up which cannot loosen even 
under the severest service. These tough durable rawhide 


M. J. Czarniecki, vice president 
in charge of sales, A. M. Byers Co., 
Pittsburgh, has announced the ap- 


pointment, as of April 1, of A. D. faces have a resiliency that absorbs shock and prevents marring, battering and 
Sheere as manager of the Houston breaking . . . A non-bouncing resiliency with a satisfying “carry through” that gets 
division office. Mr. Sheere was for- work done. Tool users prefer Chicago Rawhide Hammers because they cannot 


splinter or split, crumble or "smear". They are accurate, safe striking tools made 


merly located in Atlanta, Georgia, as in six sizes and weights. Also Mallets with all rawhide heads in twelve sizes and 


assistant division manager of the 


: SIO , aS weights. 
Pittsburgh division. W. B. Simpson, There is a volume of business for the distributor who pushes Chicago Rawhide Hammers and 
formerly sales representative in the Mallets for assembly and production operations, maintenance work, die work, etc. Remember 


‘ <a Se A each Chicago Rawhide Hammer or Mallet you seli makes another satisfied repeat customer. 
Pittsburgh division’s northern terri- 


tory, has been appointed assistant bad 
division manager to succeed Mr. CH | CAG 0 a F F [ 0) 
Sheere. He will be located in At- . + 


lanta. 





1290 ELSTON AVE - CHICAGO -U-S-A- 
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HEADQUARTERS , 


EAR in and year out mill supply 

houses have made money out 
of Alligator Steel Belt Lacing and 
Flexco HD Belt Fasteners and Rip 
Plates—made money because Ailli- 
gator and Flexco are used every- 
where belts are used—made money 
because a small stock will show a 


remarkably good turnover. 


Why not go after some additional 
business on both Alligator Steel Belt 
Lacing and Flexco HD Belt Fasteners 
and Rip Plates? You may be sur- 
prised to find how many dollars you 
can add to your profits by checking 
up on the requirements of printing 
plants, laundries, repair shops, plan- 
ing mills, dairies, sand and gravel 
plants, and every type of industrial 


outfit in your section. 


. 


@ Men who lace belts like Alligator because 
it can be put on with a hammer and it drives 
straight. Its compression grip protects the 
belt ends and there is no ply separation. It 
embeds in the belt and is smooth on both 
faces. The two piece rocker hinge pin greatly 
increases the service life, and yet the belt 
fastening can easily be separated at any time. 








@ Men who have charge of conveyor belt 


maintenance like Flexco HD Belt 
and Rip Plates because the fasteners make 
a tight butt joint with long life. The recessed 
plates embed in the belt and prevent pl 

separation. Patching and other repairs whith 
rip plates save expensive conveyor belt re- 
Pp ts and extended shutdowns. 


asteners 





Al LIGAT( YR Steel Belt Lacing for transmission belts 
For conveyor belts FLEXCO &-& E-® Fasteners and Rip Plates 














OHLEN-BISHOP STANDARD SIZE CHROMSAWS 


Cut Sales Resistance, Too! 













a 


No. 90 Combina- 
tion Standard Size 
Chromsaw can be 
used equally well 
for crosscutting and 
ripping. Standard 
Size Chromsaws 
} also come in Cut- 
off, Rip and Joint- 
ers. All saws are 
filed and set, ready 
for use. 





Standard Size 
Narrow Band 


Chromsaw Woodcutting 
Widths from 3/16” to 
1%”. We also manufacture Band Saws 
in sizes 2” to 


Every Distributor of Ohlen-Bishop Products 
begins with five favorable factors on his side 
in this keenly competitive field: 


First: He can offer a complete selection of 
cutting tools . .. all types and sizes of cir- 
cular or band saws. Second: Each saw is 
made of special analysis steel developed to 
cut different materials with the greatest pos- 
sible economy and efficiency. Third: This 
famous line has established recognition and 
acceptability in the minds of the leading 
men who say the final “yes” or “no”. Fourth: 
He is helped by a promotional program that 
prepares his customers with complete in- 
formation before he makes a call. And Fifth: 
He is constantly encouraged by the knowledge 
that a sale means the far greater margin of 
35% in his pocket! 


Let us mail selling literature under your own 
letter-head to the entire list of your customers 
FREE, absolutely no obligation. 


Jhe OHLEN-BISHOP CO. 


COLUMBUS, OHIO 
Manufacturers of Fine Saws Since 1852 
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Conveyor System Boosts 
Pie Output of Bakery 


A 500-ft. overhead conveyor and 
an air-conditioning system have 
teamed up for the Case-Moody Pie 
Co. of Chicago to boost production 
to about 36,000,000 pies a year. 

A conveyor now handles the whole 
job from the time dough pans enter 
the oven, through the 200-ft. cooling 
tunnel, up to the automatic packag- 
ing machine. 

The overhead conveyor consists 
mainly of a monorail I-beam track 
suspended from the ceiling and fitted 
with ball-bearing trolleys every two 
feet, running on the track’s bottom 
flanges. From the trolleys an end- 
less conveyor chain is suspended and 
at alternating trolleys there is a 
suspended tray, large enough to hold 
64 small pies on its two steel shelves. 
The chain can be propelled at speeds 
of 4 to 12 feet a minute by a vari- 
able speed transmission which is part 
of the conveyor’s } h.p. driving unit. 


White New Manager 


The appointment of W. F. White 
as manager of the Lighting Division 
of the Westinghouse Electric and 
Manufacturing Co., at Cleveland, 
was announced by George H. Bucher, 
president of the company. He suc- 
ceeds F. R. Kohnstamm, former 
manager, who has been appointed 
sales manager of the Westinghouse 
Merchandising Division, Mansfield, 
Ohio. 


Reifsnyder Resigns 


C. L. Reifsnyder for many years 
purchasing agent of Haw Hardware 
Co., Ottumwa, Iowa, and a member 
of that organization for 22 years re- 


cently resigned. He is now asso- 


ciated with Penn-Craft Co., of But- 
ler, Pa. 





E. A. Cramer, newest member of the 
Coffing Hoist Co. sales staff, with head- 
quarters in New York, snapped while out 
getting a breath of fresh air in the 
green meadows 











POINTING 
THE WAY TO. 


aos 


iii 


Yo 


i) 
EXPANSION 
BOLTS AND ALLIED 


PRODUCTS 


@ You will find the ARRO 
Expansion Bolt trade-mark 
pictured above a sure sign 
of “profits ahead.” 


It is the symbol of a quality 
line of expansion bolts and 
allied products sold only 
through jobbers your 
assurance of a protected 
market in which you can 
enjoy the profit margin to 
which you are entitled. 


ARRO Expansion Bolts 
have a strong sales appeal 
because they are precision 
made of fine’ materials, 
cadmium plated as a protec- 
tion against rust and corro- 
sion. And you will find allied 
ARRO products just as 
saleable. 


Write today for your ARRO 
catalog and_ confidential 
jobbers’ list. 


ARRO EXPANSION BOLT COMPANY 


MARION, OHIO 













SOLD ONLY 
THROUGH 
JOBBERS 








200 Expected At 
Keystoners Annual Outing 


The Keystoners, a group of manu- 
facturers salesmen calling in the 
metropolitan Philadelphia area, have 
made plans for a program of sports 
and entertainment to surpass their 
very successful affair of last year. 

They will play host to 200 Mill 
Supply, Hardware and _ Industrial 
buyers at this second annual outing 
to be held Wednesday, June 14, at 
the Melrose Country Club, Chelten- 
ham, Pa. Millard I. Jackson, Behr- 
Manning Corp., H. A. White, Yale 
& Towne Mfg. Co., and J. G. Die- 
terle, Jr., Abrasive Co., are chair- 
men of cooperating committees on 
arrangements. 


Hydraulic Jack for 
Conveyor System 


A one-ton, 2-stage hydraulic jack 
is used in an ice-cream plant to raise 
the outer end of a roller conveyor, 
so that the returned product will 
move toward the opening of the 
sharp freezer room. 

When trucks are loading, the jack 
is lowered. Then products move 
down the conveyor in opposite direc- 
tions, from room to truck. 

The inner end of the conveyor is 
hinged and anchored on an even 
sliding plane with the opening. The 
jack is located 8 ft. from the hinged 
end. This gives the outer end of 
the conveyor an up and down travel 
of over one foot. 


Cosgrove of Worthington Dies 


James F. Cosgrove, railroad con- 
sultant and advisor for Worthington 
Pump & Machinery Corp., passed 
away at his home in East Orange, 
N. J., on January 21. A member of 
the Worthington organization since 
1923, he previously served on the 
faculty of the International Corre- 
spondence Schools for 22 years. 


New Appointment 


Carl J. Hollatz, vice-president of 
the KenRad Tube & Lamp Corp., 
has announced the appointment of 


Russell W. Metzner as sales man- 
ager of the Lamp Division, with 
headquarters at the Owensboro, 


Kentucky office. 


Cleveland File Meets 


Plans for the coming year were 
mapped out at a general sales meet- 
ing of representatives of Cleveland 
File Co., in all territories, which was 
held at the company’s plant in Cleve- 
land from March 21 to 24, inclusive. 


MILL SUPPLIES @ JUNE 10, 1939 











\ 





= 
z 
° 
- 
x 
4 
i 
a 
vv 


DARTS COST LESS 


USE ONE DART TIME AND AGAIN 





It's a plain fact that you 
can make more money per union when 
you sell Darts, than you can with ordi- 
nary unions. 


Because Darts are higher in price. And 
they carry this higher price . . . and 
pay you a higher return . . . because 
they're known fo be worth more than 
ordinary unions. 


In this way: that Darts make up to tight 
joints not just once, but again and 
again. Once in service, Darts do an 
honest, money-saving job. They bring 
the cost per tight joint down to an 
absolute minimum. 

That means satisfied customers. Cus- 
tomers that will consistently bring you 
repeat orders, and help you build 
steady, sound business. Put Dart's na- 
tionally-known name and service proven 
union to work for you. Write for jobber 
policy today. 


uN 
E. M. DART MFG. 


'orn s 
CO., Providence, R.! 


| 
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Holo-Krome 


Products 
Build 
Volume Sales 
al a 


Salesmen ! 

There’s a New Lustrous 
Black Finish on FIBRO 
FORGED Screws—Show it 


to prospective users. 
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Unretouched Photo of an 
etched cutaway section of 
a FIBRO FORGED 


Cap Screw 


Distributors and their Salesmen quickly find that 
Holo-Krome has “what it takes” in a Socket Screw 
to build Sales at a Profit. Holo-Krome furnishes 
a sales building background upon which profitable 
sales are made by a consistent national advertising 
program, forceful advertising literature, individual 


market surveys, productive selling plans and factory 


trained men to assist Distributor’s Salesmen. 
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WE COOPERATE WITH 
DISTRIBUTORS 


Throughout the pages of MILL SUPPLIES are announcements 
of manufacturers of industrial products who court favor- 
able cooperation of distributors. 


We wish to call the attention of all distributors’ salesmen 
and executives to the importance of checking these adver- 


tising pages for valuable sales tips and product information. 


MILL SUPPLIES is published exclusively for industrial distribu- 
tors and their salesmen. Manufacturers who advertise in this 
magazine therefore, are addressing their messages to the 
distribution industry alone ... evidence of their desire to sell 
through and cooperate with distributors. Direct sellers never 
advertise in MILL SUPPLIES. 


it will pay you to read the advertising announcements in 
this Exhibit Section — as well as all others throughout the 


magazine. 
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TWO ANGLES on PROFITS w= 





t= JOHNS=MANVILLE 
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te J-M PACKING FRANCHISE 


PACKINGS & GASKETS 
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PaCKAGES of ProFitTs 


IN STEP WITH MODERN 
SHOP REQUIREMENTS 





TO SATISFY THOSE 
WHO DEMAND THE 
BEST IN TAPS 








OWN THROUGH THE YEARS the Winter That they 
Brothers have built into their taps an increas- “QUALITY” tools is proven by the increasing 
ing measure of extra service; finer craftsmanship; number of leading manufacturers who specify 


and balanced accuracy; to insure COMPLETE “WINTER TAPS” year after year. 
CUSTOMER SATISFACTION. 


are accepted by Industry as 


Throughout their manufacture WINTER TAPS TER Tape — , 
ee en WINTER TAPS are sold thru distributors with 
are subjected to detailed inspections to certify their ‘ os , 
one ‘ full protection and complete merchandizing aids. 
future dependability. 
i For repeat tap business sell 
They are packed in strong containers to insure 
their arrival on the job in perfect condition. 


SILLS SS 











me WINTER BROTHERS 


COMPANY 








ADNAN 


MAIN FACTORY: WRENTHAM, MASS. BRANCH FACTORY: DETROIT, MICH. 


A DIVISION OF THE NATIONAL TWIST DRILL & TOOL CO., DETROIT, MICH. 





BE LR 6 RRR AEA EL ANION 0) oe? PAK 





eats, IL TAT AI RET NERS EMOTE La OS i ME Fk 








IE SPENSER MEI OIE Rit EDGY BT 








PhD NS LILO RS 


WINTER TAPS a? DIES 
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When you switch to AP’s exclusive “Masterpak,” 
y pax, 
you’re through with the nuisance of “cracker- 


barrel” handling of Sandpaper. No more wrestling 


CHECK THESE 
PROFIT-BUILDING 
SELLING HELPS 


“MASTERPAGR” 


with unwieldy ‘“sandpaper-bales” — no time-con- 
suming untying of wire, counting-out of sheets, or 


re-packaging for safe delivery. You sell by the unit; 


to fill an order, merely take down a “Masterpak,” 

° slap your sticker over ours, and send it out... . 

oer Sone And “Masterpak” is built to like rough handling and doubtful ‘storage 

° ' conditions; there’s no danger of furnishing your customers abrasives torn 
Benson at the edges, dog-eared at the corners, or wilted by dampness. 

e ‘““Masterpak” is just one of the advantages offered you by AP’s complete 

ell sales program. Check the list at the left. And if you’re not fully acquainted 

National Advertising with the details of this attractive franchise, why not write for infor- 

e mation today? Abrasive Products, Inc., South Braintree, Massachusetts. 


ABRASIVE |»: PRODUCTS 


anti oad 


INC. 
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TUBING 
ote] iteg grey, 
WORK 2 


@ Industrial Distributors are coming in for an increas- 
ing share of the rapidly growing demand for fittings 
and tools for tubing connection work. More machines 
of all kinds are going out where tubing is used for 
handling lubricating oil, grease, fuel or air. More 
installations are being made where lines are hooked 
up by neatly arranged tubing layouts. 

As a result of this increasing use of copper, alumi- 
num, steel, Shelby, Bundy, Bundy weld or Monel 
tubing there is a constantly growing market for the 
Industrial Distributor for all of the 
items that enter into a first class 
tubing job. 

Your profits from tubing connection 
work should be going up each year. 
If your volume is not increasing or if 
you are not set up to go after this 
business aggressively, why not write 
for complete information? We have 
two new booklets “Useful Informa- 
tion on Brass Fittings” and “Don't 
Struggle with Tubing Work” that will 
bring you up-to-date on tubing work. 
A line from you will bring complete 
details on how you can pick up some 
nice business on these items along 
with your work on other lines. 


THE IMPERIAL BRASS MFG. CO. 
511 S. Racine Avenue, Chicago, IIL 

















@The Imperial set-up on ge plus 
the cal sales aids enable the sup- 
ply to develop this business with 
minimum effort and to service cus- 
tomers’ orders with maximum profit. In 
the wide variety of Imperial fittings you 


can your customer exactly what is 
soadit ie tee : 


connection job 
.. . Hi-Duty, aaa S.AE. Flare, 
inverted flare solder fittings. 


‘= 


for these Imperial tools for 
tubing connection work. 


Tubing, Fittings 
and Service Tools 
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Wouldn't you be able to 
step up sales and profits if you 
had the exclusive sale—in a protected 
territory —of an old established, well-known 
and extensively advertised line so you wouldn't 
have any direct competition? You may- get just 


such a line in Fairbanks Valves. 


We give Fairbanks distributors the assistance of our 
salesmen in pushing sales and cooperate in every way. 
And Fairbanks Valves are backed by a financially strong 


house with a half-century record of squase dealing. 


There is a Fairbanks Valve for practically every need, 


so you won't have to stock several makes. 


Write today for our special proposition to distributors 
and Catalog No. 21. 


THE FAIRBANKS COMPANY 


Valves, Dart Unions, Hand Trucks and Wheelbarrows 
19 East 4th St.. New York, N. Y 
Boston, Pittsburgh—Distributors in Principal Cities 
Factories: Binghamton, N. Y Rome, Ga 


6-R 
FAIRBANKS i 


y iSO 


Fairbanks 2771, Valves 
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l-w. Pioneered 
this Type of Lamp.. 

















The Birdseye lamp “earns 
while it burns”— it's the lamp 
that gives more light at lower 
cost. This line of lamps has 
eliminated costly cleaning of 
reflectors—and is packed full 
of sales opportunities. We 
pioneered this type of lamp 
because we anticipated indus- 
try’s need for better lighting 
at lower cost. 














Ae Picncers in 


Distribution... 
Birdseye knew that industry's 
need for better lighting in- 






volved a way to insure satis- 
fying the demand promptly. So 
we pioneered the Birdseye 
method of merchandising 








Among the members of the N.S.M.D.A and the 
S.S.M.D.A. are many Supply Houses which are enthu- through industrial distributors 
siastic over the value of a Birdseye Lamp Franchise: 


—through sales organizations 
which were close to their in- 
dustrial customers—live organ- 


LIST OF DISTRIBUTORS 


Butts & Ordway Company, Boston, Mass. 
The Cameron & Barkley Co., Tampa, Fila. 
Carey Machinery and Supply Co., Baltimore, Md. 


Covtete Wardware Company, Springfield, Mass. izations whose sales _ staffs 
. annon ompany, jcago, ° 7 
4. G. Christopher Co. Jacksonville Fla. i commanded the respect of their 
he Cleveland Tool ppl bs veland, io 

Colonial Supply Company, Pittsburgh, Pa. customers. 


Doermann-Roehrer Co., Cincinnati, Ohio 
R. C. Duncan Co., Minneapolis, Minn. 
Fulton Supply Co., Atlanta, Ga. 
Graft-Pelle Co., Louisville, Ky. 
indianapolis Belting & Supply Co., Indianapolis, Ind. 
on F. Johnson & Company, inc., Buffalo, N. Y 
Mid-States | 
National Mill Supply Co:, South Bend, Ind 
ationa pply Co., end, Ind. - . 
New Jersey Engineering & Supply Co., Passaic, N. J. ho ™ 
The on oe SX, gcaee “. od Rasen, — Continued Pio 
Ramsde ndustrial Supply Co., Worcester, Mass. 7 7 
The Riechman-Crosby Co., Memphis, Tenn. neering to Build 


Ross-Willoughby Co., Columbus, Ohio 








ndustrial Corporation, Rockford, in.” 


The Charles B. Scott Co., Scranton, Pa. ° 
Sterling Products Co., Inc., Ghicago, ti. Volume and Profits 
The Western tron Stores Co., “Wilwaukee, Wisc. 


Having pioneered the develop- 
ment and merchandising of a 
quality product with an above- 
the-average profit margin — 
having helped its distributors 
make new friends and retain 
old customers, Birdseye pio- 
neering will continue. Our aim 
is to build volume business 
and to make increasing profits 
through and for the supply 








1/1 beams concen Side-silvered lamp for intense individual ma- All beams thrown houses which take advantage 
rated downward on hine and inspection table lighting. Available upward in a power- of the opportunities offered 
the work area. n standard and in color correction frostings. ful punch of light. 


them under a Birdseye Fran- 
chise. 











BIRDSEYE ELECTRIC CO., Inc. 


100 EAST 42nd STREET- NEW YORK, N.Y. 


N! 
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SELECTIVE . 
DISTRIBUT ION 
A limited number 
of distribufers 
atid full factory 
cooperation. 





Bbeus t0" dl EXPERIENCE 

stor use 24 field engi ith 
renovse mer ONE eld engineers with over 
we. ok custo rho™ - 318 years combined bear- 


ing experience. Not "text- 
book engineers," but bear- 
ing specialists who can spot 
the right bearing for any 
job. Always on call to help 

solve any bearing problem. 










THE FAFNIR BEARING COMPANY 
NEW BRITAIN, CONNECTICUT 
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CARSON NEWTON 
American Pattern F I L E S Swiss Pattern 


— A COMPLETE LINE THAT WILL 
BRING YOU PROFITS 


Only satisfaction to the customer completes the first sale 
and brings repeat orders. 


The consistent performance of CARSON NEWTON 

ALLIGATOR BRAND FILES have been doing this for 25 Ka, 
years and in the face of all the claims made for files 

today they stand on the same basis as always which is— 

THERE IS NOTHING BETTER. 


“ALLIGATOR BRAND” FILES are known for the way they 
bite—for their guaranteed cutting quality, hardness and 
all-round perfection. The line is complete in sizes, shapes 
and cuts and in both American and Swiss Patterns giving 
you a line that can furnish the proper file for any filing 
job that your trade may have. 


You will find the CARSON NEWTON line a profitable and 


satisfactory one to handle, one that will prove our slogan 
“It's the bite that counts”. 





—- 







THE SALES POLICY 


Sold through Distributors with full protection for 
Distributors stocking the line. 


ATTENTION DISTRIBUTORS 


In some sections we can accept distributors. If 
you want a quality line of files that will enable 
you to furnish files for any filing job that comes 
up in your trade, a line that will stay sold write us— 


FOR FILE PROFITS SELL 





This mark is on the Tang 


CARSON-NEWTON Co., Belleville, N. J. 
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MILL SUPPLIES 


aterials Handling 
Power Transmission 


guipment means... 


MORE SALES 
CASIER SALES 


BECAUSE BOND is one of the most complete 


and diversified lines sold through Industrial 





Distributors. 


BECAUSE USERS know they can expect the 
same high quality and perfect performance 


from every BOND Product. 


BECAUSE DISTRIBUTORS receive the full- 
est sales and engineering help to promote 
mutually profitable business. The BOND 
Field Sales Organization is especially geared 


for effective Distributor cooperation. 


CHARLES BOND COMPANY 
617-623 Arch Street, Philadelphia, Pa. 


BOND FOUNDRY & MACHINE COMPANY 
Manheim, Lancaster County, Pa. 
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Branch Offices 
and 
Warehouses 
NEW YORK 
BUFFALO 


PITTSBURGH 
CHICAGO 





UPSON-WALTON ... the Quality Line 


That Makes One Good 


Turn Deserve Another ! 


Here’s the most simple—yet certain—way of assuring 
a more profitable business in manila or wire rope, 
tackle-blocks and similar supplies in your territory - 
. -. just let your customers know that you sponsor the 
UPSON-WALTON line. 


First sales are made easier by the variety of these 
products ... for nearly every call will reveal the cus- 
tomer’s need for at least one or two items bearing the 
famous “U-W” trademark. 


And repeat sales follow almost automatically .. . for 
once these accessories have had an opportunity to 
prove their highly satisfactory service, your good turn 
of recommending Upson-Walton will be followed by 
other good turns in the form of re-orders! 


Send now for your free copy 
of our latest bulletins . . . and 
complete information on our 
extremely fair distributor policy. ° 


Branch Oftices 
St. Louis 
: Knoxville 
Established 1871 Fort Worth 
Main Office and Factory Denver 
Los Angeles 
1168 W. llth Street San F ans 
CLEVELAND, OHIO Portland 
Seattle 
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‘TIME MARCHES ON 





The name LOWELL represents the LARGEST and 
OLDEST COMPANY devoting its entire time 


to the manufacture of REVERSIBLE RATCHET 
WRENCHES. 


During our 70 years, as TIME MARCHED ON to 
better tools, so did LOWELL, giving users BETTER, 
STRONGER, and more DURABLE wrenches. 


We went from 20 tooth gears to 16 tooth, giving 
LONGER LIFE, and from curved to straight pawls, 
making STRONGER and SAFER tools. We now, as 
in the past, have a STRONGER and SAFER construc- 


tion than any other similar tool on the market. 


LOWELL STEEL SOCKET BRIDGE REVERSIBLE 
RATCHET WRENCHES are giving SATISFACTION 
and SERVICE in hundreds of jobs today, the same as 
they always have. They have stood the test for years 
and are covered by the GUARANTEE: Any broken 


handle returned to us will be replaced without charge. 


LOWELL 


WRENCH COMPANY 
WORCESTER MASS. 
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eam Trap 







“Baby” Airxpel 
Trap 


Bucket Steam 





“Cub” Airxpel 
Bucket Steam Trap 
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“Kleerve” Safety Eye Guard 
and Gauge Glass rotector 
” : “Combination” Float 
Inclined and Thermostatic 
Steam Trap 


“Pl ainsite 
Water Gauge 





















Type “Cc” Vertical tector 
teel Receiver 
Steam Separator 2 
Neon Gauge “crescent” 
i akes for pressures 0 
700 1bs- wyictor” heay¥ y 
duty 
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Light 
water level visi- 
ple at 150 feet 
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Distri 
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“Emergency”, 
for 


Float ty 
varying pressures 

















“Standard 
Special” 
Steel Receiver , 






















Separator 
Cast Iron 
T “s” Exhaust head 
Oil Separator “Cyclone” 
Self Cleaning Galvanize 
Exhaust head 
Electric Boiler Feeder 
Automatically maintains normal 

water level in poilers 
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The SIGN 
HACK SAWS 


THAT BITE THRU / 
LENOX 
SPEED", 


on cut for cut, blade for blade 


of 
basis more than hold their own on any job, any time, any place. 


"HIGH SPEED", "MO- 


OUR SALES POLICY 


We sell exclusively through Industrial Distributors with no rebates 
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or concessions and full protection to distributors stocking the 


All LENOX BLADES are packed in strong attractive PLAID 
LENOX line. 


DISTRIBUTORS need have no fear of competition. 
BOXES, easily seen and remembered. 


quality and uniformity 
"TUNGSTEN" or "SUPERFLEX" 
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SPRINGFIELD, MASS. 


AMERICAN SAW & MFG. CO. 
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as the Steel 


Cm Te 





The same kind 
of steel we use 
to make the 
Discs for prac- 
tically all of 
America's lead- 
ing Farm Im- 
plements, is 
also used in In- 
gersoll Shovels. 


"tl 
For more than half a century, we have specialized in the 
production of steel for working in soil. Every Ingersoll Shovel 
is given the benefit of the achievements in steel which have 


made Ingersoll Steel keen-cutting, clean-scouring, and re- 
markably free from curling and splitting. 


= 


For Ingersoll Shovels, we use a Tillage Steel that is two-way rolled and 
heat-treated to produce an interlocking, mesh-grain structure. It 


EM, CROSS: 


SNR 
INGERSOLL PROCESS STEEL 


When you choose Ingersol/ Shovels, you insure this extra value 
which soon shows up in the extra service they give on tough jobs. 





Write for further information. Address our New Castle Plant. Dept. M.S. 
INGERSOLL STEEL & DISC DIVISION 


Borg-Warner Corporation New Castle, Indiana 
Plants: New Castle, Ind.; Chicago, Ill.; Kalamazoo, Mich. 


“THE BORG-WARNER 


From this Famous 


“Tillage Steel" 


come the Blades for 




















all Ingersoll Shovels 


That's why they won't curl, 
nor split at the edges, but 


remain keen - cutting blades 


Available in all types 
and grades. Round or 
square points, black or 
polished finishes. All 
Alloy, A and B Grades 
are heat-treated. 


LINE” 
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Every user of 


HOME RUBBER 
PRODUCTS 


is a ready-made 


REPEAT ORDER PROSPECT 


It’s easier to open new accounts with HOME BELTING 
—PACKING—HOSE—because the reputation of HOME 
PRODUCTS for high quality and long service is already 
known among the plant men in your territory—yes, 
even before you make your first call. 


With the initial sale you’ve added another satisfied 
user and laid the foundation for a repeat order business 
that is remarkably accumulative in profits, month after 
month, year after year. 


HOME RUBBER PRODUCTS are the first choice of 
leading distributors in every territory because all types 
of industrial users have found by experience that 
HOME PRODUCTS give complete satisfaction and meet 
every requirement. 


HOME RUBBER—vwith 60 years experience on which 
to draw—offers a sales franchise 
of interest to every aggressive dis- 

tributor. Investigate! 
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WHO COULDN’T MAKE 
MONEY WITH THIS BIG, 
MODERN FAIRBANKS LINE? 


Distributors everywhere are setting 
new sales records with Fairbanks 
Hand, Platform and Box Trucks, 

Wheelbarrows and Casters. 
It is the most complete, the most 
up-to-date line on the market. And 
Lift Jack Truck it is backed by a financially strong 
concern with a half-century record of 

square dealing. 

| Well known because of our adver- 
sail tising and the many thousands in use, 
the Fairbanks line is easy to sell. 
Write for our Catalog No. 50 and 


Pneumatic Tired Steel Frame our special proposition to distributors. 
Platform Truck Platform Truck 


THE FAIRBANKS COMPANY 
19 East 4th Street, New York, N. Y. 
Boston, Pittsburgh — Distributors in Principal Cities 
Factories: Rome, Ga. + Binghamton, N. Y. 


Steel Sheet Metal Truck 


U Parcel Post Truck 
Barrel Truck 
Metal Beam Truck 


Fibre Car 





iron Case Truck Rubber Tired Wheel Caster Steel Tray Wheelbarrow 


ee 


. 
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THEY STAY SOLD 


BECAUSE THEY ARE BUILT TO "TAKE IT” 


READ WHAT JOHN SPENCER SAYS AFTER 
USING HIS PARKER VISE FOR OVER 50 YEARS 


Port Colborn, Ont., Canada 


Feb. 13th 1939 
The Charles Parker Co. 


Meriden, Conn. 
Dear Sirs: 
In the year 1878 I bought a vise Parker No. 41. Now the little piece that 


is shaped like a horse shoe that slips outside at the end of the screw is a 
little worn and I want to get a new one. 


I am still using the vise and it is a good one. 


Yours truly, 
John Spencer. 


At the left you see John Spencer at work with his 50 year old 
PARKER. Like thousands of other Parker users—he is satisfied. 
That's why Parker's stay sold. 


FOR VISE ORDERS TODAY 


gaa 


PARKER'S / LITTLE BEARS CAN HELP YOU 





LOOK ATOUR. 
SOLID STEEL 


These little fellows are con- 
vincing. Read what they have 
to say and use these points in 
your sales talk plus these im- 
portant facts— PARKER’S are 
backed by 107 YEARS (and 
boys, that’s a lot of years) of 
vise-making experience. The 
PARKER complete foundry and 
factory with modern equipment 
enables the entire vise to be 
made in one plant and assures 
the last word in vise quality. 





THE PARKER SALES POLICY 
100% SALES THRU THE DISTRIBUTOR 
Full protection to the distributor stocking PARKER VISES. 


PARKER VISES 


1832 They Grip Like a Grizzly 1939 
THE CHARLES PARKER COMPANY MERIDEN, CONN., U.S.A. 





162 MILL SUPPLIES © JUNE 10, 1939 
































THE COMPLETE, QUALITY LINE 


Machinists Tools + + + Vises * + * Pum 
Magnetic Chucks «+ + + Cutters+ » + He 
Arbors, Collets and Adapters«+ + + + Sc 
Machine Tools + + + Ground Flat Stoc 


Brown & Sharpe Mfg. Co., Providence, R 








BROWN & SHARPF 








S we mark the passing of nearly a quarter 
of a century of business activity, we 
cannot fail to express our appreciation for the 


loyal cooperation and patronage of our many 


distributors and their salesmen. 


Through recurring ups and downs in business 
during the past twenty-five years, our rela- 
tions with distributors and their organizations 
have remained constantly close and cordial; 
and we shall do our part to maintain them 


on that basis, always. 


The completeness of the DIXON line, with its 
high quality and fair price, and strict adherence 
to the policy of selling only through distributors, 
have enabled DIXON and DIXON DISTRIBU- 
TORS to work together in building up a 


mutually profitable service. 


PDL Poacla le __ 


President 
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HUMOR -«= To Help You Sell Screws 


now that Ford jokes sold 
So the Am 


Wm (0) ae) a reset I s ! 
draco and also that humor will help sell other 


Screw Company is now starting 
ads that 


ye American PLUS Phillips Screws 
will follow) is pretty sure to m 


n. Once does that, he can’t miss tl j STO U: 
oS , he ce 1e powerful point that it PAYS T 
PLUS PHILLIPS SCREWS. That’makes it easier agli oh von. +6 taal 


s Trew sales ope “é “a 


hi Age a series of semi-humorous 


shown below (more 


aE) 0) 8) eve) ind 
AMERIC AN 


really profitable 
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YOUVE COMBINED 
THESE 7WO 
DEPARTMENTS? 





REFINISHING AND 
COMPLAINY DEPT. 





YES. BUT WE ST1LL 
CANT KEEP THEM 
BUSY SINCE WE 
eonnened 70 


p Sif . 


- 











. a slight exaggeration, perhaps. But hundreds ol! BEST NEWS YET—LOWER ASSEMBLY COSTS 


manufacturers find that. finishes of cabinets, furniture, 
power 


Since the recessed head clings to the driver, 








automobiles, refrigerators, etc., are protected from 
screwdriver scars and burred screw heads, 
change is made from slotted head screws to American 
PLUS Phillips Screws 


The driver can’t slip out of the Screw’s Recessed Head. 
Screws can be driven in tighter without danger of acci- 
dents to the finish or the workman's hands. No more 
burred screw heads - no more torn clothing and cut 
fingers. The use of American PLUS Phillips Screws 
results in stronger, better finished products and more 
satisfied customers. 


AM ERICAN 2 
with the patented 


it 1939 by 


when the 








American Screw Co. 





SCREWS 
recessed head 


driving is safe; hand driving, too, goes faster; and 
there’s no lost time replacing ruined screws or starting 
them off again straight. The driver directs the screw 
positively by itself, leaving one hand free to steady 
With wood screws, pilot holes are usually 
unnecessary. All these savings of time and surface, 
finish mean production profits and product improve 
ment for the plants that switch to American 

PLUS Phillips Screws. 

Your firm, too, could make these assembly savings. 
Why not get full facts, free and with no obligation? | 


the work 


Send coupon below today. 








Slotted Head and 
Phillips Recessed Head 
WOOD SCREWS 
MACHINE SCREWS 





oe See hods 
and M 
046,837, 2,046,839; 9: 2.046.840; sana 


Chicago yr and warehouse: 21 
9 W.R 
Reading Screw Company, amet yg ” 
(division of American Screw Co.) 


IT COSTS LESS TO USE AMERICAN 
AMERICAN SCREW COMPANY - 






uf PLUS PHILLIPS SCREWS 


2,084,078; 2,084,079: 
Foreign 3 ond "Pendio 
Detroit Office: 1010 Ste 
: : phenson ms > 
Pacific Coast Representative: Osgood & a 
Los Angeles, Seattle, Son Francisco . 


PROVIDENCE, RHODE ISLAND 


io and 


SHEET METAL SCREWS 
STOVE BOLTS 





allied fastening devices. 
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Isn’t This What You’d Ask For? 


. 


» LINE that offers widest possible 
sales opportunities, like Nicholson Files 
with Controlled Serrations* —an ex 
clusive sales advantage—special files 
for special work, like the Nicholson 
Foundry File, Lathe File, and others— 
and the Nicholson XF. Swiss Pattern 

ket among tool and die 
makers and jewelry manufacturing 
plants; in fact, in every plant where 
precision filing is done --- 


like the dominant 
Nicholson campaign, headed up by 
messages to the top-executive reader- 
ship of “TIME,” backed up by 10 
leading trade and industrial maga 
zines which carry Nicholson advertis- 
ing every month . : - the largest 
advertising campaign devoted to files. 





like that provided by 
Nicholson salesmen and service engi- 
neers, who are qualified to help your 
customers get full value out of the files 


they buy ---: 


| Nicholson has 4 policy 
of distributor co-operation tested and 
proved sound through seventy-five 
mutually profitable years. Nicholson 
File Company. Providence. R. 1, U.S. A. 


*Patented 
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HOW MANY OF THESE 
DO U/ou SELL? 


Here are just a few of the items in the broad Millers Falls line of electric 
tools, hand tools and hack saw blades. Your customers know and respect 
the Millers Falls name; it's their guarantee of years of trouble-free serv- 
ice—your guarantee of goodwill and repeat orders. Profit by stocking the 
complete line; write for Catalog 42. 


Portable Electric 

Sander No. 900—a 

new heavy duty unit 

built for stamina 

and easy handling; 

air filter keeps motor clean and cool, Many 
other high quality Millers Falls electric tools 
include hammers, saws, drills, bench grind- 
ers, nut runners, and screw drivers. Write 


for Catalog 38. 


BLU-MOL Molybdenum Hack 

Saw Blades—lowest cost per cut 

of any btade on the market. 

Others include TUF-FLEX, super- 
tough, super-flexible, general purpose blades: high speed 
steel; tungsten. A franchise on BLU-MOL and TUF-FLEX is 
your easiest and surest way to build a steady profitable hack 
saw blade business. 


MILLERS FALLS COMPANY 


GREENFIELD » MASSACHUSETTS 
























NEVERSLIP 








NEW BADGER 
SLIP PROOF 


BADGER 














ADVANCE SLIP PROOF 
SAFETY SPURS 


The spur is the vital part 
of every car mover. Finest 
selected treated steel is 
used in manufacturing Slip- 
proof Safety Spurs. Sizes 
to fit any BADGER or other 
make of Car Mover. Con- 
veniently packed in sets of 
¥2 to 1 dozen. 











ADVANCE 
CAR 








¥ Here's a line of car movers that has proven iiself in 


service and sales. Over twenty-five years of successful 
manufacture has produced strong, reliable car movers that 
are fast acting and easy to handle. They stand up under 
the hard day-after-day usage required of them. Thousands 
of satisfied users know the many advantages of using 
BADGER Car Movers. 











There’s a type of BADGER Car Mover for any job—light, 
medium, or heavy. and every industry—large or small— 
that has a railroad siding is your prospect. Demonstrate 
their usability to your prospects and they become customers. 
Distributors are backed by our guarantee of quality, so 
Here's your profit line! 


that users take no chances. 
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VICTOR BLADES 
NOW IN 


METAL 
BOXES 


Better Protection for Blades. ..no 
more lost or damaged blades due to 
broken-out cardboard containers. 


> 


Convenient to Use...double-hinge, 
double grip-lock lids give easy ac- 


cess to blades. 
a 


Boxes Easily Recognized... with 


these full-color, plainly marked 
boxes, no loss of time looking for 
type of blade wanted. 


Instructions Always Handy...sug- 

gestions for proper use and correct 

; ares {OY selection of VICTOR Blades plainly 
FANE AACS printed on inside lid and bottom of 


Pas boxes. 


Handy for Other Uses...boxes are 
too good to throw away when 
empty—make mighty handy con- 
tainers for odds and ends. 


...and all this is merely EXTRA VALUE 
with the well-known “Moly” and Tungsten 


VICTOR HACK SAW BLADES 


VICTOR SAW WORKS, INC. MIDDLETOWN, N. Y. 
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VINCENT 
HUNTINGTON 


Improved 
GRINDING WHEEL 


DRESSERS 


Here are some 


EXCLUSIVE FEATURES 


that mean 


‘ 


SALES VOLUME: 


NEW TYPE HARDENED 
STEEL BUSHINGS used in 
No. 0 Regular and Hooded 
types (top) and in No. | and 
No. 2 Improved type (bottom) 
Dressers are a new design that 
eliminates their turning and 
wearing out the bearing holes 
in dresser. Pin revolves freel: 
in bushing and cutters revolve 
on pin insuring constant chaaq 
ing of relativity of cutters to 
each other which makes for 
better dressing and truing. 


HARDENED STEEL PIN on 
which cutters revolve is made 
from selected steel (carbonized 
and hardened) insuring long 
life and they generally outwear 
the cutter itself. Pins revo've 
in bushings and assure equal 
distribution of wear. 


NON-BURRING CUTTERS 
all full size with 18 TEETH. 
Milled from high carbon tool 
stee/, scientifically heat treated 
by the ‘Vincent Process'' to a 
uniform hardness insuring long 
life and eliminating burring 
Vincent Cutters cannot burr or 
mesh even if washers are left 
out. 





@ Performance and quality are outstanding characteristics of 
the Improved Vincent-Huntington Grinding Wheel Dressers 
and Cutters. Many large industrials are making them standard 
equipment. The reason is obvious—longer life, increased effi- 
ciency, and no increase in price—they know they are getting 
their money's worth because they cut down maintenance and 
repair costs. The new type bushings will not turn and wear out 
the holes in the handle. 


Distributors are sure of getting good returns because of the 
scientific heat treatment—the exclusive "Vincent Process’ is 
employed which enables us to uniformly harden and temper 
our cutters to the exact degree of hardness and toughness. 
Look over the exclusive features and then recommend and sell 
Vincent-Huntington Grinding Wheel Dressers and Cutters— 
satisfied customers mean continued good business for you. 


Our catalog sheets will interest you. 


ee) a 


REGULAR TYPE 








So 





THE HANDLES (DRESSER COMPLETE) are made of very 
fine castings, machined accurately and true and are perfectly bal- 
anced. No. 0 made in both regular and hooded type—the larger 
sizes hooded only. All Vincent Dressers have aluminum finish. 






—_—_ ——~< | 


HOODED TYPE 
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GREENFIELD TAP & 
DIE CORPORATION 


GREENFIELD, MASSACHUSETTS 
Detroit Plant: 2102 West Fort St. 
Warehouses in New York, Chicago, 
Los Angeles and San Francisco 
tn Canada: Greenfield Tap & Die Corp 
of Canada, I’d., Galt, Ontario 





SAILING 


AND Daoot SELLING 


The Weather Bureau will decide whether you get 
warm sunshine and calm seas or cold, blustery winds 
on your 1939 Convention Cruise. But when it comes 
to selling, we can take a hand. For we offer you the 
“Greenfield” square deal distributor policy, summar- 
ized at the left. Over the years it has guaranteed 
continuous smooth and profitable selling to distribu- 


tors who have handled the “Greenfield”’ line. 
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4 : | STAINLESS STEEL 
CORROSION RESISTING 


VALVES - PIPE-FITTINGS mak 
and aie 











ii 











SATISFY THE DEMAND 
FOR SOLVING CORROSION AND 
CONTAMINATION PROBLEMS—PROFITABLY 


You'll find it profitable to be able to meet the most difficult 
problems of industrial corrosion and contamination in the 
plants in your territory. Ability to offer long life and low 
maintenance to sulphite mills, oil refineries, bleacheries, dye 
houses, mines, chemical and food, rayon, nitrocellulose and 
other plants where liquid handling is tough on pipe, valves 
and fittings gives ALOYCO DISTRIBUTORS outstanding 
sales opportunities. This profitable market is big and growing 
bigger as time takes its toll in loss and waste. 


MEET EVERY PROBLEM—PROFITABLY 


ALOYCO STAINLESS STEEL VALVES, PIPE AND 
FITTINGS are offered in a complete range of sizes and types 
promptly from stock. In addition to the high all round resist- 
ance available in the chrome nickel 18-8 group, other materials 
are offered to meet every condition of corrosion, contamina- 
tion or temperature. 


COMPLETE DISTRIBUTOR SALES-SERVICE AID 


We offer closest cooperation with distributors to assist in 
meeting your customers’ requirements, promptly and profit- 
ably. Write for our new booklet giving valuable information 
on ALOYCO products and their recommended applications. 


ALLOY STEEL PRODUCTS CO. 


1300 West Elizabeth Ave. 
Linden ¢« New Jersey 
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VARIABLE SPEED PULLEYS 





FLEXIBLE MOTOR COUPLINGS 





« DESIGNED TO LAST LONGER 
« TESTED FOR TRUE RUNNING AND BALANCE 
* DIAMOND BORED TO MICROMETER EXACTNESS 





“R" TYPE 
ROUND BELT PULLEYS 





CROWN FACE PULLEYS 


Here's a thoroughly redesigned line of 
V-Belt Pulleys that will appeal to your 
customers. The extra heavy bead and 
heavier side walls materially increase 
the life of the pulleys and add sub- 
stantially to their sales appeal. 


To distributors we offer quick de- 
liveries from large, complete stocks 
of our entire line of transmission 
specialties—engineering help in mak- 
ing recommendations for specific 
transmission needs of your customers 
—use of an attractive display board 
—and a discount arrangement that 
insures profitable results from your 
sales efforts. Let's get acquainted! 
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HIGH QUALITY PRODUCTS 


attract profitable repeat busi- 


ness for leading distributors 


& * 
& & 


Distributors are building a profitable busi- 
ness on the high-quality screw machine 





products in the Ottemiller line because 
prices are right. 


These distributors know, too, that they have a valuable sales asset in the 
cooperation and fair dealing of the Ottemiller organization which makes it 
possible for them to satisfy their customers’ requirements promptly and 


satisfactorily. 


Mutuality of interest between distributor and user as well as between Otte- 
miller and its distributors has been the objective of our policy for more than 
25 years. It has resulted in 100%, satisfaction for all concerned. Find out 


more about the profitable Ottemiller distributor set up. 


THE WM. H. 


COMPANY ..... YORK, PA. 


<a 
Eee ge oy 
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Thomas Laughlin Company since 1866 have 
been forging fittings for Marine and Indus- 
trial use. Today we offer the most complete 
line of quality drop forged steel and bronze 
wire rope and chain fittings in the industry. 

Every user of wire rope or chain must use 
fittings such as Clips, Thimbles, Turnbuckles, 
Shackles, Hooks, Sockets, Swivels, Eye Bolts 
or Missing Links. Are you going after this 
profitable fittings business? 

Convenient warehouse stocks in the larger 
industrial centers insure you of prompt 
deliveries. 

July first of this year will mark the ar 


LAUGHLIN “./ / 


A GRADE ‘‘A’’ 
Business Builder 


You will find the new SAFETY Clip 
an exceptional interest-getter and 
confidence-builder. The showing of 
a sample SAFETY Clip to a wire rope 


i They deliver 95% rope efficiency (by U.S. Gov't 











tion of our new plant which will be modern 
in every detail. We have installed the latest 
types of precision equipment in our forge, 
machine and galvanizing shops. Our new 
furnaces are equipped with the finest electri- 
cal devices available for automatically con- 
trolling temperatures in our heat treating 
department—an essential feature in order that 
our fittings may keep pace with the stronger 
wire rope and chain that the manufacturers 
are producing today from new alloy steels. 
We have established a thoroughly competent 
research staff to provide the requisite 
engineering service to the trade. 


/WIRE ROPE CLIPS 


Test). 
user will result in many orders that © The greater gripping power makes fewer clips 
will make new friends. necessary. 










Every wire rope user is a live prospect for 
SAFETY Clips. SAFETY Clips along with 
other Laughlin Fittings offer the distributor 
a@ good margin of profit. 


Write for a copy of the 1939 Industrial 
Hardware Catalog if you do not have one. 





'%S They do not crush, distort or weaken the rope. 
4 They can not be applied wrongly so are fool proof. 


5 The nuts on opposite sides make attaching much 
easier and faster. 


6 No protruding threads to become battened with 
rough use. 


THE THOMAS LAUGHLIN co. 






(\) 11 and 


WV PORTLAND - 


Marine 


Hardware S N' 


MAINE 4 
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4 


330 WEST 42 no STREET NEW YORK,N.Y 


June 8, 1939 


Mr. Percy Ridings, General Manager, 
Syracuse Supply Co. 

314 West Fayette St. 

Syracuse, N. Y. 


Dear Mr. Ridings: 


Your best customers are metal-working plants. The most important 
men — to you — in these plants are the men who decide what brand is to be 
bought. Here are some of the men in Syracuse who decide that vital question. 


Here also is what they think of the leading metal-working publication, American 
Machinist. 


L. E. HALL, Assistant Superintendent of Syracuse Chilled Plow 
Co. "I use American Machinist extensively. I read most of the articles and 


look at all of the ads. Whenever we purchase new equipment, it is an invaluable 
aid in finding manufacturers." 


P. V. OSBORNE, Vice President in Charge of Manufacturing, Carrier 
Corp. "The American Machinist is informative, instructive, interesting, yet very 
Practical in its treatment of manufacturing problems and subjects. In the inter- 


est of keeping informed and abreast of the development in shop technical matters, 
I have read it for many years." 


J. H. EVANS, Chief Engineer of Rollway Bearing Co., Inc., and 
also in charge of production. "I have been a reader of American Machinist for 
more than 15 years and have found it consistently helpful.... Last year we 
were guided by it in selection of $150,000 worth of tools." 


J. A. ST. GEORGE, Factory Manager of Remington Rand, Inc. "We 
keep up to date with American Machinist and get practical production ideas from 
it. Its value is indicated by the fact that we see that every foreman reads it. 
It is a source of information also on our equipment purchases." 


W. E. BROCK, Product Engineer of Owen Dyneto Corp. "I think 
American Machinist is educational as well as helpful from day to day. It is es— 
sential that I read it to keep up to date." 


Dozens of other key men in Syracuse metal-—working read American 
Machinist articles and advertising to keep similarly posted, and metal-—working 
executives the country over use American Machinist as their year-round buying 
guide. To reap the benefit of this sales influence, suggest to the manufacturers 
that you represent that they can help you most by advertising in. 


Yours sincerely, 


, a 
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H. G. Parr, 
Well Mchnry & Supply 
Fort Worth, Texas 


C. A. Dillon 
Dillon Supply 
Raleigh, N. 





G. M. Bockstahler, 
Indianapolis — & Supply Co. 
Indianapolis, Ind. 


IN A NUTSHELL this is what Walker- 
Turner offers to first class distributors in cer- 
tain good territories that are still open: 


A LARGE AND INTERESTED MARKET 


. industrial plants of all kinds and sizes 
recognize the need for light machines to 
reduce costs on light work in production and 
maintenance departments. 


A NEW CLASS OF EQUIPMENT... 


light machines especially designed by 
Walker-Turner for industrial work; ma- 
chines that no man can confuse with “home- 
craft tools”. Combined with older Walker- 
Turner lines, this gives you the world’s larg- 


WALKER-TURNER 


Light Machines for Industry 





Harry E. Ruhf 
The Cleveland Tool 
Supply Co. 
Cleveland, Ohio 


C. Carter Bong, 
Charles Bond & 
Philadelphia, P. 





A. J. Glesener, 
The A. J. Glesener Co. 
San Francisco, Cal. 


M. N. Thackaberry, 
M. N. Thackaberry 
Los Angeles, Cal. 


est selection of light power tools for wood- 
working and metal working. 


PROTECTION AND SUPPORT for distrib- 
utors. Limited numbers of distributors 
backed by strong price maintenance policy 
and liberal advertising and sales promotion 
support, assures business with a good profit 
margin. 

All these statements will be confirmed by 
the representative Walker-Turner distributors 
who are pictured above. Check up... 
then ask us about the complete set-up that 
goes with a franchise for your territory. 
Walker-Turner Co., Inc., 2869 Berckman 
St., Plainfield, N. J. 


Drill Presses, Bench 
Saws, Band Saws, 
Jig Saws, Flexible 
Shafts, Jointers, 
Shapers, Bench 
Grinders, Lathes, 
Surfacers. 
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ilways have been ‘good: ! 


There’s value to you in the name “Billings”. The 
confidence expressed by Forged Tool Users, for 
more than three-quarters of a century, has a 
definite accumulative effect—shown in repeat busi- 
ness. The name “Billings” creates a good “first 
impression”’—the performance of Billings Tools 
justifies and preserves this good impression. ; 


You sell Billings Wrenches easier—they have that 
something mechanics want in a Wrench—mechanics 
know that after years of hard, rough usage Bill- 
ings Wrenches can still “Take it” and ety are 
safe to use. . 


Among Billings Shop Tools, such as “C” Clamps, 
Knurling Tools, Lathe Dogs, Cut-Off Tools, Ham- 
mers and Strap Clamps, are items needed and used 
by every single one of your customers. A Billings 
franchise does build for you an increasingly sub- 
stantial volume of profitable sales. . ° * 


In addition to the complete range of sizes and 
styles of carbon steel and Vitalloy Wrenches and 
Shop Tools, Billings now exclusively own, manu- 
facture, and sell all Genuine Coes and Bemis & 
Call Wrenches. . « ° « . © a 


frankly admit Billings Forged Tools 
are “good business” and they like the Billings 
Selective Distributor Policy—it is the kind of 
policy to which You are entitled. INTERESTED? 


THE BILLINGS & SPENCER CO. 





































HARTFORD, 
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PRODUCT 


ie NC) a LO 


MAIN FEATURE 


MANUFACTURER 





Respirator 


Hammer Lug Union 


Lubricating System 
Hose and Rod Packing 
Electric Hoist 


Flux 
Centrifugal Pumps 


Drill Presses 


Variable Speed Transmissions 


Spray Hose 
Rubber Footwear 


Indicator 


Roller Bearing 
Battery Charger 


Vibrating Screen 
Wheel-Bearing Lubricator 


Rotary Files 
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183 


183 
186 
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Spectacles may be worn without inter- 
ference 


Strength of 85,000 lb per sq. in. 


Single line system of piping 


Hose has working pressure up to 350 lb. 

Comes in capacities from 250 to 4,000 
lb. 

For gas welding of aluminum 


Ideally suited where there is fire and 
explosion risk 


More driving power 


Speed may be changed down to a few 
revolutions per min. 

Cover of abrasive resisting material 

protection 


Provides warmth and 


against dampness 


Ball contact point may be moved to any 
angle 


High radial capacity 
For substations, public buildings 


Will handle 300 gallons of waste water 
per minute 


Lubrication time greatly reduced 


Made of high speed steel 


Willson Products, Inc. 


Rockwood Sprinkler Co. 


Gordon Lubricator Div., Blaw- 
Knox Co. 


New York Belting & Packing 
Co. 
Coffing Hoist Co. 


Park-Stewart 


Worthington Pump & Machin- 
ery Corp. 


Boice-Crane Co. 


Ideal Commutator Dresser Co. 


United States Rubber Co. 
Sperry Shoe Co. 


L. S. Starrett Co. 


SKF Industries, Inc. 
General Electric Co. 
Link-Belt Co. 


Alemite Div., Stewart-Warner 
Corp. 


Grobet File Corp of America 














NEW PRODUCTS 
WITH SALES POSSIBILITIES 


Respirator 


For protection against Type A 
and lead dusts 





For protection against both type A 
and lead dusts a new low-resistanc« 


twin filter respirator has been devel- 
oped. This respirator, designated as 
No. 752L, employs a small rubber, 
form-fitting face piece so designed as 
to permit the wearing of goggles or 
spectacles without visual interference. 
Two “Rotiform” filters, each with 30 
sq. in. filtering surface, minimize 
breathing resistance.—W illson Prod- 
ucts, Inc., Reading, Pa.—Mi.v Sup- 
PLigs, June 10, 1939. 





Hammer Lug Union 
Ideal for use in processing lines 


Where operators are not equipped 
with regular pipe fitters’ wrenches 
needed in making up standard nut- 
type unions this new hammer lug 
union is ideal. This union is designed 
for use on various types of process 
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pipe lines where unions are needed 

which can be made up and broken 

apart over and over again. A ball 
} 





l 

peen hammer or metal bar in the 
hands of any operating man does the 
work quickly and effectively. Equip- 
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McGraw-Hill’s new Editorial 
Program points the way to 
better understanding between 
your company and its workers, 
customers, and community 







y 





“I am very glad to note 
that you are going to make 
a special effort to bring 
American business before 
the public in a little better 
light.” 
. T. Dyett, President 
as Cable Corp. 
Rome, N. Y. 


“I am certain the articles 
presenting the various prob- 
lems of the aviation indus- 
try will aid materially in 
incressing | public iter, a 
Brattain, V. P. 
Eastern Air Lines, Inc. 
New York, N.Y. 


“We appreciate your treat- 
ment of this subject in 
your October 8th issue and 


bie VERY FUTURE of your business may depend on 
what “they” think of your firm—on what im- 
pression it is making on its workers, customers, and 
community. In order to help business leaders in the 
complex problems of dealing with their “publics” the 
McGraw-Hill Publications launched in October a con- 
centrated editorial program on Fublic Relations. 
Each McGraw-Hill publication will present from 
mow on a complete program, based on the general 
McGraw-Hill public relations plan... but tailor-made  srtar deel of ineyent . 
to fit its own segment of industry. > oe » ong 8 Le .& 
The McGraw-Hill publication edited for your needs pnd ay Sth ee 
will continue to report the news from the industrial Milwaukee, Wisc. 
front on products, machinery, markets, and methods “Local group already organ- 
. . but in addition it will supply specific material on ized to tell story of indus- 
dealing with your workers, your customers, and your 


et eg 
: . the chairman 
community—successfully. 


committee told me that he 
expects the McGraw-Hill 
public relations program 























Since ‘the opening of this concerted Public Relations Program in 

McGraw-Hill Publications, a most gratifying response has been re- 

corded. Thousands of reprints have been ordered, and commendatory 

letters have been received from hosts of readers. Here are a few 
significant excerpts from typical letters. 


will be a great help to him 
in carrying on the al 


—, 
A. C. Hi Ss, Pres. 
Norton Company 
Worcester, Mass. 


“Am sure anyone getting 
the American Machinist 
and reading this insert will 
be greatly benefited...am 
having it sent to quite a 
—- ¢ our — 
. B. Quillen, Pres. 
Cincinnati Planer Co. 
Cincinnati, Ohio 
“You and your associates 
deserve the congratulations 
and the =—_ of the 
entire industry for having 
prepared what, in my opin- 
ion, is the most complete 
and comprehensive state- 
ment of a sound and con- 
structive public relations 





program for our industry, 
that I have ever seen. You 
have approached the entire 
subject from a very prac- 
tical point of view, elimi- 
nating all the ballyhoo and 
the window dressing with 
which so many public re- 
lations efforts are all too 
ae burdened . 
Forbes, Sec’ ¥ 
by Mfg. ‘Assn. 
of Georgia 


“I shall take it upon my- 
self to see that the officials 
of the Company connected 
with my Department read 
this section and shall also 
call the attention of the 
members of our Scale Com- 
mittee to the October Issue 
of Coal | we 
. Vv. P. 


Pirtuberon ‘oal Co. 
Pittsburgh, Pa. 


In order that you, your firm, and your 
industry may also profit from this new 
program, we will send you a free sample 
copy of the McGraw-Hill publication spe- 
cifically edited for your needs. 


TEAR OUT—MAIL TODAY! : McGRAW-HILL PUBLICATIONS 
McGRAW-HILL PUBLISHING COMPANY : AMERICAN CONSTRUCTION ELECTRONICS MILL 
330 WEST 42np ST., NEW YORK CITY : ae METHODS ENGINEERING SUPPLIES 
: AVIATION EQUIPMENT and POWER 
( ) Please send me a sample copy of....................00.00 : MINING PRODUCT 
; waehaaye : Bus ELECTRICAL JOURNAL ENGINEERING 
Sinkeniaicnudandnininnmeandl without obligation tome. : TRANSPORTATION CONTRACTING encineenine aaate 
a H syoiness ELECTRICAL NEWS-RECORD RETAILING 
i H MERCHANDISING 
ED iceeeesermment gnacinsietuiiins Company : CHEMICAL pre a nerony TEXTILE 
IIIS 6.) sass iniaslesdlsdaataiastoebeearmnaneeeeapbadeioniaiiadadieadbesadbioniiats : tt WEST on TRANSIT 
Ci Hee te MAINTENANCE JOURNAL 
a H 
Fax c, Aeasedonome : COAL AGE et onLe INDUSTRIES wentese Suan 
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ped with three lugs instead of two, 
no matter what position the nut hap- 
pens to be in, one lug is always out 
in a position where it can be easily 
struck with a hammer. Made of 
“Dualsteel,” a special alloy, it has a 
strength of 85,000 Ibs. per square 
inch.— Rockwood Sprinkler Co., 38 
Harlow St., Worcester, Mass —MIui 
SupPLiEs, June 10, 1939. 


Lubricating System 
Pump holds 8 lbs. of grease 





This is one of the recent installa- 
tions of a new lubricating system, 
showing its application on cranes. 
The equipment includes a manually 
operated grease pump, a control valve, 
grease strainer, pressure gauge, the 
required number of positive displace- 
ment measuring valves, and the sin- 
gle line system of piping which the 
Gordon method of pressure grease 
lubrication employs. The pump holds 
eight Ibs. of grease, and can be either 
hand filled or recharged by means of 
a portable grease pump. The pump is 
equipped with a detachable handle as 
a safety precaution against tamper- 
ing. For the installation in question, 
multiple valve blocks are used, with 
one of three feed units and two blocks 
containing four chambers each.— 
Gordon Lubricator Division, Blaw- 
Knox Co., Pittsburgh—Mitt Svup- 
PLIES, June 10, 1939. 


Hose and Rod Packing 


For handling propane and 
butane gases 


Two new products for use in han- 
dling propane and butane gases—a 
“Thermolite” high pressure hose, and 
a special rod packing have just been 
developed. The continued and in- 
creasing use of these two elements 
for both industrial and domestic heat- 
ing and other purposes, according to 
this announcement, prompted the 
company to design a special and dis- 
tinctive hose for conveying these dan- 
gerous gases under high pressure. 
The hose comes in varying inside 
diameters, ranging from 4 to 3 in. 
and with recommended working pres- 
sures of from 200 to 350 Ibs., depend- 
ing on the diameter. The new rod 
packing is manufactured in both 
braid over braid or plaited style, and 
is made up of high grade asbestos 
yarn, lubricated thoroughly with a 


special lubricant, and furnished with 
an outside coating of graphite. In 
addition to use in the manufacture of 
these gases, the new type of packing 
is also suitable for use with gasoline, 
naphtha, all distillates of petroleum 
and alcohol—New York Belting & 
Packing Co., Passaic, N. J.—MIU.1. 
Supp igs, June 10, 1939. 


Electric Hoist 


Can be plugged into any 
electrical outlet 


“Quik-Lift” is the name given a 
new electric hoist recently announced 
to the trade. It is claimed by the 
manufacturer that for dependable and 
economical service the new hoist in- 
corporates a maximum amount of 
efficiency with speed, power and dura- 
bility, and is the result of three years 
of intensive research and development 
work by a competent staff of engi- 
neers. This new hoist can be plugged 
into any circuit or current connection, 





either AC or DC, and uses a few cents 
of current a day. It has a heavy duty 
ball bearing motor, fully enclosed, 
high starting torque, single and three 
phase. The hoist is built with lubri- 
seal ball bearings; gears and pinions 
made. of special heat treated alloy 
steel, sealed and running in oil; fool- 
proof limit switches, and shoe type 
brake with large braking surface 
assures smooth and positive opera- 
tion. The “Quik-Lift” may be had 
with either load, hook or trolley 
suspension, in’ capacities from 250 
to 4000 Ibs., and weighs only 89 to 
195 lbs.—Coffing Hoist Co., Danville, 
Ill.—M iu Supp.ies, June 10, 1939. 


Flux 


Packed in non-corroding 
glass containers 


A free flowing flux for gas weld- 
ing of aluminum and aluminum alloy 
shapes, has been placed on the mar- 
ket. Known as “Flo-Ez-Flux,” it is 


, 
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SAGINAW, MICHIGAN 


Lt ths 
FOR ACCURACY 


This heavy-duty type mi- 
crometer, made in sizes from 
1 to 12”, has all the features 
that appeal to sales-minded 
dealers. 


Customers quickly appreciate 
the significance of the exclu- 
sive adjustment feature that 
allows them to permanently 
retain the tool's original ac- 
curacy. They like the smooth 
action, the light weight, the 
deep throat, and the general 
evidence of fine workman- 
ship. But what's more impor- 
tant: after they've used one 
of these mikes, they mentally 
thank their dealer for selling 
the right kind of merchandise. 


BUY THROUGH YOUR 
DISTRIBUTOR 


OF KIN 


New York ( 


TAPES 


RULES PRECISION 





ty 


fete) 











PREMIER CLEANERS and BLOWERS 


A NEW PROFIT LINE FOR MILL SUPPLIERS! 


Here’s a brand new profit opportunity for you 
—the Premier line of cleaners and blowers, 
increasingly in demand for a wide range of 
industrial uses. They're built to do a real job 

















for your customers and earn a nice margin 
this opportunity 


for you. Investigate today! 






Model 150 
Premier Blower 

| H.P.—moves 200 cu. ft. of 

air per minute. Air pressure, 

25 inches of water, velocity 

12200 ft. per minute (% 


Premier Industrial Blowers are available in 4 models 
(1 H. P., ¥2 H. P., 1/7 H. P., 1/19 H. P.). The ball- 
bearing motors require no oiling, can be operated 
continuously without overheating. 


Premier's Industrial Vacuum Cleaner, (Model 169,) 
is a most practical piece of equipment for practically 
every industrial cleaning job—ideal for walls, floors, 
stock bins, shelving. Efficiently picks up shavings, 
washers, nuts, and scrap. This cleaner sells itself 
upon demonstration. 


MODEL 169 PREMIER 
{MOUSTRIAL CLEANER 


motor — large 
steel container—scientifi 
ally designed dust 
hag 


WRITE FOR PROPOSITION 
TODAY 








ELECTRIC VACUUM CLEANER CO., INC. 














’ 


iTS GOOD BUSINESS TO SEL 
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1734 IVANHOE ROAD CLEVELAND, OHIO 
WALK-LAID 


LN L MANILA ROPE 
is as anal Z 4” 


Wall distributors and dealers know how confi- 
dently they can furnish Wall Manila Rope for 
the toughest kind of job and have it give full sat- 
isfaction. The Wall Line is complete in all indus- 
trial sizes and types. 


WALL ROPE WORKS, Inc. 


i8 South St., New York, N. Y. 






L GOOD ROPE 


Factory: Beverly, N. J. 


33 So. Charles St., Baltimore, Md 1068 Russ Bldg., San Francisco, 
123 So. Broad St., Phila., Pa Cal 

57 Commercial Pl, Norfolk, Va 425 Decatur St., New Orleans, La. 
102 Broad St., Boston, Mass. 429 W. 14th Place, Chicago, Ill. 


Pittsburgh, 217 E. Archer St., Tulsa, Okla. 


1118-19 Berger Bidg., 
A 2000 Nance St., Houston, Texas 


LONGEst 


ROPEWALK IN THE WORLD 
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packed in 15, 5, 2, 1 and 4 lb. glass 
containers. These containers do not 
corrode, as do metal containers, and 
they protect their contents at all times 
from moisture contained in the air, 
thus assuring a pure flux which will 


not cake or harden. The 15 Ib. con- 
tainer is equipped with a handle for 
easy carrying. “Flo-Ez-Flux” will 
stay suspended longer than the or- 
dinary flux and is finely ground to 
give a smooth weld, saving the cost 
of dressing. It may be used to gas 
weld either wrought, cast or high 
tensile aluminum or aluminum alloys, 
of any size or shape where welding 
is possible—Park Stewart, Aspin- 
wall, Pa—Mui.v_ Supp.ies, June 10, 
1939. 


Centrifugal Pumps 


Capacities from 10 to 400 g.p.m. 





A group of compact turbine driven 
centrifugal pumps is this company’s 
latest addition to its line of “Mono- 
bloc” centrifugal pumping units. 
Ideally suited for conditions where 
fire and explosion risk from chemi- 
cals, gasoline, dust, oil or gas make 
other power units unsafe, the new 
units are flexible and applicable where 
only steam power is available. Capac- 
ities range from 10 to 400 g.p.m. at 
10 to 240 ft. total dynamic head, with 
steam pressures ranging to 300 Ibs. 


per square inch maximum. Pump 
fittings may be had in standard 
bronze, iron or special materials. 


These units have found a ready mar- 
ket in breweries, oil refineries, pow- 
er, chemical and industrial plants, 
and are especially suited to air con- 
ditioning, refrigeration and heating 
system installations. — Worthington 
Pump and Machinery Corp., Harrt- 
son, N. J—Mutt Suppties, June, 
1939. 


Drill Presses 
Features six-tooth spline drive 


A new line of medium duty drill 
presses feature a six-tooth spline 
drive, with teeth of the new: involute 
type. The convex tooth sides of the 
involute type tooth give more driving 
power because of their larger contact 











surface. Another feature is a steel 
driving sleeve of larger diameter in 
which the internal splices are 
broached, and to which two of the 
main grease-sealed ball bearings are 
mounted. Designed right into the 
machine is a drive guard. It is hinged 
to the head and never has to be re- 
moved. Belt changes and inspection 
of the drive is simplified.—Boice- 
Crane Co., Toledo, Ohio—Mu.1 
Supp igs, June 10, 1939. 


Variable Speed Transmissions 


Hand wheel control for fine 
speed adjustments 





A new series of ‘“Select-O-Speed” 
transmissions with hand wheel con- 
trol supplement this firm’s standard 
line from fractional to 74 hp. capac- 
ity that are equipped with lever type 
control. The hand wheel is recom- 
mended where finer speed adjust- 
ments and smaller increments of 
speed are necessary. By turning the 
wheel only a partial turn it is easy 
to change the speed only a few revo- 
lutions per minute. This type of con- 
trol is especially desirable for instal- 
lations requiring remote control. By 
replacing the hand wheel with a set 
of beveled gears and extension rod 
and universal joint, the point of con- 
trol may be taken to a more conven- 
ient location. —J/deal Commutator 
Dresser Co., 1000 Park Ave., Syca- 
more, Ill—Mui.t Supp.ies, June 10, 
1939, 


Spray Hose 
Resists tree-spraying solutions 


A new 1939 line of spray hose for 
all purposes, headed by a newly de- 
veloped 800-lb. pressure hose has just 
been introduced. It is made in sizes 
#, 1, 4 and 3-inch inside diameter, 
and is especially designed to resist the 
action of all solutions used in spray- 
ing trees, shrubbery, fruit-bearing 
trees and bushes. The carcass con- 
struction features the use of three 
braided plies of high grade, super- 
strength yarn, while the cover is 
made of a black abrasive-resisting 
stock. Other products in the new line 
include another spray hose, recom- 
mended in sizes up to 4-in. I.D. as 











DISTRIBUTORS! You can now supply 
your customers with— 


ATLAS PERFECT CAR MOVER SPURS 


SPEED 

POWER 
EFFICIENCY 

DOUBLE SPURS, DEPENDABILITY 

ATLAS PERFECT SPURS are made of | That's what makes 
one of the strongest steels available FAMOUS ATLAS 
today. There is nothing on the market MANUAL FREIGHT 
that is any better for this purpose. CAR MOVERS 
ATLAS PERFECT SPURS have been FAMOUS 
ground and polished removing all possi- 
ble decarburization. 


ATLAS PERFECT SPURS will retain their 
sharpened edges. 


ATLAS PERFECT SPURS really grip the 


rail so your car mover can't slip. 


ee 
Wy, 








manufactured only by 


APPLETON-ATLAS CAR MOVER CORPORATION 
2947 No. 30th St. Milwaukee, Wis. 


formerly Appleton Car Mover Co., Appleton, Wis. 





































Concentrate on 
“GROBET" AND MEET ALL 
PRECISION FILING REQUIRE- 
MENTS IN YOUR’ TERRITORY 


There's a genuine Grobet Swiss File—from 
a complete line of 5000 different sizes, 
shapes and cuts—to insure maximum cutting 
speed and precision on any specific filing job. 


With the Grobet line—the original SWISS 
FILES of chrome steel—you can not only satisfy 
your customers’ most exacting requirements but 
you can be assured of maximum profits by being 
able to capitalize on the reputation of GROBET 
as a precision file maker for more than a century. 


By concentrating your sales on GROBET you 
can build up a file business that will stay with 
you and more than repay you in repeat orders. 


GROBET 
SWISS 
FILES 


of 


CHROME 
padae 


Remember the Grobet line includes not only 
hand files but also files for filing ma- 
chines, rotary files, and American 
Style Files. Write for the Grobet 
Catalog. 


. 
So, 


_. te 


——_— 


ee ad 
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DENTIFFED BY 


GROBET FILE CORP. 
of AMERICA 


THE RABBIT 


YN’ THE 


TA N G 


3 PARK PLACE, 


NEW YORK 
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FACTORY Is Key Magazine 
In Campaign To Industry 


The Boston Woven Hose and Rubber Company, 
for the past 40 years, has operated on the 
fundamental principle of selling to industry ex- 
clusively through mill supply distributors, and 
has used industrial advertising to create a 
demand for B.W.H. products and assist dis- 
tributors' sales efforts. As a part of his com- 
plete statement reproduced on the opposite 
page, Mr. A. C. Kingston, General Manager, 
says, ''For the past five years, the key magazine 
in our industrial campaign has been FACTORY 
MANAGEMENT AND MAINTENANCE be- 
cause we believe that no other publication so 
thoroughly reaches our market and has such a 


high type of reader interest." 


FACTUR 


THs 
Rubber Company Uses Waimea 
FACTORY TO HELP DISTRIBUTORS ~ 

















FACTORY appeals to plant operating officials who are 


in charge of management, production, and maintenance. 


Editorial emphasis is placed on such management subjects 
as employee relations, wage incentives, waste elimination, 
safety, foreman training. 


Among the production subjects are production control, 
cost control, time and motion study, plant layout, mate- 
rials handling, power transmission, electrical application, 


air-conditioning, welding. 


In the maintenance field typical subjects are organization 
and management of maintenance, building upkeep and 


repair. 





MANAGEMENT and MAINTENANCE: 


A McGRAW-HILL 
PUBLICATION 


330 W. 42nd Street 
New York, N. Y. 





* Plant Operating Officials 
are the men Industrial dis- 
tributors have to sell . . 4 
and Factory has more sub- 
scribers among Plant Op- 
erating Officials through- 
out the manufacturing in- 
dustries than has any other 
business paper. 





hy It FOR 10 DAYS 


WITHOUT OBLIGATION 





We are Confident...THIs 
CLEMENTS 


CADILLAC SPEED 


PORTABLE ELECTRIC 


BLOWER and SUCTION CLEANER 
WILL MEET ALL Your 
CLEANING REQUIREMENTS 












Now Write 
FOR THIS 
DESCRIPTIVE 
CIRCULAR 


IT EXPLAINS THE 
MANY EXCLUSIVE 
CADILLAC 
FEATURES. 


CLEMENTS Mfg. Co. 


i S. NARRAGANSETT AVE. CHICAGO, ILL 








sure, and with the 3-in. size recom- 
mended for 500-lb. working pressure. 
—United States Rubber Co., New 
York City—Mi.u Suppties, June 10, 
1939. 


Rubber Footwear 


Suction sole gives non-skid contact 











Recently announced is the develop- 
ment of two all-rubber footwear styles 


| especially constructed for industrial 


being satisfactory for 600-lb. pres- | 





and dairy services. The first of these | 


items is a heavy duty work rubber in 
either all white or black with white 
sole. The other model is an all white, 
strap bootee, fitting snugly just be- 
low the calf, and constructed to pro- 
vide both warmth and full protection 
against water and dampness. Both 
of these styles feature suction-squee- 











For Every Purpose 


A 
100 per cent 
Service 
for Jobbers 





® The Gardiner Line 


includes: 
Acid and Rosin-Core Solders. 


Solid Wire Solders as fine as 1/32” 
dia. 


Bar, Triangular, 

Solders. 
Copper and Brass Fitting Solders. 
Stainless Stee] Solders. 

Babbitts (All Grades). 
Monarch Ball Metal Babbitt. 
Lead and Tin Pipe. 

Because Gardiner products are made 
by the most modern methods and in 
large volume, the lowest prices are 
assured. Because they set the highest 
standards of quality they build good 


will and repeat business. We invite 
your inquiries at all times. 


72) 
Ci indin Oo 


NS Si(seras co. 77 


Meter and Drop 








‘? 
a) 


4833 So. Campbell Ave., Chicago, Ill. 


SOLDERS | 


gee sole, originally developed to as- 
sure complete non-skid contact on the 
heeling, spray drenched decks of sail 
boats. 
models, the Sperry line includes a 
canvas oxford, a leather moccasin, 





In addition to these two new | 


rubber boots for wear with or with- | 
out shoes and a new sandal for show- | 
er, pool, locker room and _ boat.— | 


Sperry Shoe Co., New Haven, Conn. 
—Miti Supp.ies, June 10, 1939. 


Indicator 


Wide range of adjustment 
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This sensitive and flexible indicator 
| was introduced in answer to a demand 


for an indicator that could be used | 


for the widest possible range of ap- 


plications. It owes its unusual flexi- 
bility to a combination of special 
features. The ball contact point is | 


held by a friction joint which permits 
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TREAT EVERY BELT WITH 
Cling-Surface 


Avoid that “bugaboo” of all 
belt-driven machinery with 
the use of CLING-SURFACE. 
Belts treated with Cling-Sur- 
face can run $LACK resulting 
in less wear on belt, shaft 
and bearing. Proved in use 
since 1896. Literature and 
trial tube free on request. 


Cling-Surface Co. 


1017 NIAGARA STREET 
BUFFALO, N. Y. 


CLING- 
SURFACE 








| 


| 





Give You Sales You Must Pass Up 
Without This Complete Line of 
Heat-Treated, Alloy Steel Screws 


Mines, textile plants, 
railroads—d ozens of 
new fields for heat- 
treated, alloy steel 
screws are open to you 
when you handle 
Mac-its! You can sell 
16 different kinds of 
standard items — hun- 
dreds of specials. More 
items mean more sales, 
bigger profits! 





DISTRIBUTORS! 


Write for details to 
Strong, Carlisle & Hammond Co. 





1392 West Third St., Cleveland, 0. 

















it to be moved to any angle. This 
friction joint is mounted at the end of 
a rotating friction sleeve which can 
be turned completely around. In ad- 
dition, the indicator itself can be 
mounted on the top or the side of the 
shank. This range of adjustment 
makes it possible to mount the indi- 
cator for any operation so that the 
graduated scale is always in the most 
convenient position for easy reading. 
In addition, this tool is furnished with 
a brass collar which serves as a clamp 
for attaching the indicator to the jaw 
of a height gage.—L. S. Starrett Co., 
Athol, Mass —Mui.u Svupptirs, June 
10, 1939. ; 


Roller Bearing 


Light section gives large bore 
and small outside diameter 





for the 


Developed primarily 
chine tool industry, a new double row 
cylindrical bearing can be 


ma- 


used as 
successfully in other fields. Its ad- 
vantages are a light section giving a 
large bore and a small outside diame- 
ter—desirable when space is at a 
premium. The large number of cylin- 
drical rollers maintained in a stag- 
gered position by the bronze cage 
permits high radial capacity with ex- 
treme rigidity and smoothness. Made 
in a range of sizes from 14 to 14 in., 
this bearing can be supplied for shafts 
up to 18 inches in diameter—SKF 
Industries, Inc., Philadelphia —Mi.. 
Suppiies, June 10, 1939. 


Battery Charger 


Long life and practically 
silent operation 


A new completely automatic and 
self-regulating electronic battery 
charger called the “Phano-Charger” 
has been developed for charging and 
maintaining storage batteries used in 


substations, hospitals, public build- 
ings, and other places for standby 
service, control power, and emer- 


gency lighting. By using industrial- 
type metal phanotron rectifier tubes, 








moving parts are eliminated thus as- 
suring long life for the equipment and 
practically silent operation. The 
chargers are available in three sizes: 
4.5 amp. and 12.5 amp. to operate 
from a single-phase power supply and 
25 amp. to operate from a three-phase 
a-c supply. The Phano-Charger is 
readily adjustable over a wide voltage 
range, making it possible to trickle- 
charge a fully charged battery. The 
rectifier will then automatically fur- 
nish more current up to the safe 
current limit of the tubes when the 
battery-terminal voltage is dimin- 
ished. This adjustment is also use- 
ful in stepping up the charging rate 
in the event the battery has become 
discharged on excessive overloads 
and must be brought back to a fully 
charged condition in the shortest 
possible time.—General Electric Co., 
Schenectady, N. Y.—MIu Supp ies, 
June 10, 1939. 


Vibrating Screen 


For removing solids from 
waste water 


In connection with the problem of 
preventing pollution of adjacent 
streams, a mechanical vibrating 
screen for the efficient removal of 
solids from factory waste water has 
been developed. This screen, having 
a screening surface of 2 by 4-ft. or 
4 by 5-ft., and employing fine-mesh 





stainless steel screen cloth is a com- 
pact, self-contained unit, furnished 
complete with steel collecting tank 
under screen cloth. The motor is of 
1 or 2 hp., depending upon size of 
screen, and is mounted on top of the 
screen’s steel framework. It is also 
stated that no spray water is required 
for washing the particles from screen 
cloth, the mechanical vibratory ac- 
tion of the screen itself removing 
them; that the first cost of the in- 
stailation is low; and that the screen 
cloth, of minimum size for the work 
performed, is easily replaced when 
necessary. The accompanying illus- 
tration shows an installation made 
at a tomato canning plant. Here the 
handling capacity is 300 gallons of 
waste water per minute. The 
are discharged over front edge of 
screen into a barrel at the rate of 


solids 
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JAEGER "BANTAM" 





(World's Champion 
Light-Weight Pump) 


in a class by itself for porta- 
bility and performance —a 
= your customers need and 


will buy — 
Aluminum Alloy 


$g500 or Semi-Steel 


F.O.B. Factory Complete 
with Engine 

Fastest automatic priming 
small pump on the market — 
tremendous capacity for its 
size — ruggedly built with \%-1 
H.P. ball bearing engine or 
electric motor that operates 
from light socket. Distributors 
are making big sales — winning 
new customers. Open territory. 
Write for details. 


The Jaeger Machine Co. 
501 Dublin Ave., Columbus, Ohio 








a eee 
A GOOD LINE.... 
AND THEN Sales! 
In the Cesco line of Industrial Head and 
Eye Prot Equip t is offered an un- 


usual variety to take care sutisfaciorily 
of every demand of your trade. A copy of 








this — and discount sheets are yours 
for the — Attach coupon to letter- 
head a8 "onl 
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CHICAGO EYE SHIELD COMPANY 
2329 Warren Bivd., Chicago, Ill. 


Please send catalog and jobbers discounts. 


Name 
Company 
Address 


City State 


Seeeeeeseeseeeeeesesees 


@ 
~ 





more 
money 





TRIPLEX Machine Bolts 


Here's your better value 
time-and-money-savers 
buying. 


in use as 
Precision threads—cut 


delays. 


quenched in rust-resisting oil. 


TRIPLEX Machine Bolts back 
tion for supplying the best. 
TRIPLEX prompt shipments. 


to write today for ples and di 


The TRIPLEX SCREW COMPANY 


5307 Grant Avenue 





You make 


in Machine Bolts— 
well as in 
or rolled— 
eliminate costly throw-outs or assembly line 
Plenty of long-life toughness from 
strictly specified steel, electric heat-treated and 


up your reputa- 
No kick-backs on 
Make it a point 


Cleveland, Ohio 


IPLEX 


IND SET SCREWS, BOLTS AND NUTS 
ye Sold—Used In Every Industry 








Now. 
WELDED STEEL 


or 
TRANSPARENT PLASTIC 


Eagle Welded Steel Bench 
Oilers 








One piece seamless 
steel bodies. 


Eagle Scan-Can Trans- 
parent Oilers 


Leakproof double 
seamed bottoms. 





Distributors find added profits in 
Eagle Oilers. Write for Particulars. 


Eagle Manufacturing Company 
Wellsburg West Virginia 














about one barrel every 25 minutes. 
These solids are used as fertilizer. 
The clarified water passing through 


the screen cloth to the collecting hop- | 


per below, is discharged at side to a 


flume extending to a lagoon adjoin- | 


ing the stream into which the water 
finally passes—Link-Belt Co., 


Wheel-Bearing Lubricator 


Chi- 
| cago.—MIL Supp.ies, June 10, 1939. 


For all passenger cars and trucks | 





To insure efficiency in the lubrica- 


tion of automobile and truck wheel- 
bearings, a new-type wheel-bearing 
lubricator has been developed. This 
new lubricator is adaptable to both 
ball and roller wheel-bearings on all 
modern makes of passenger cars and 
trucks, the manufacturers state. Ac- 
tual lubrication time is reduced to a 
matter of seconds, it is claimed. The 
Alemite wheel-bearing lubricator is 
an inverted cone shape. A bearing, 
after being thoroughly cleansed, is 
placed in the lubricator around a hol- 
low, threaded spindle equipped at the 
top with a standard Alemite fitting. 
The bearing is sealed tight to the 
sides of the cone by adapters which 
are held in place by a clamp screwed 
down over the spindle. Any Alemite 
grease gun may be attached to the 
fitting on the spindle. Lubricant is 
forced down through the spindle into 
the apex of the inverted cone. Under 
pressure the lubricant is forced into 
the bearing. After release of clamp 
and adapters the bearing is ready for 
replacement in the wheel.—Alemite 
Division, Stewart-lVarner  Corp., 
Chicago—Mitt Svuppvies, June 10, 
1939. 


Rotary Files 
May be resharpened 
Here is a new line of rotary files 


that can be resharpened many times 
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COLUMBIA'S 


JFS-JR. 


VARI-SPEED CONTROLS 





WILL BUILD up Your 
TRANSMISSION SALES - - - 


IF you are interested in selling a Variable Speed 
Transmission that offers your customers real sav- 
ings in first cost and maintenance, trouble-free 
speed selection over a wide range, you'll pes Mag 
handle the line of JFS-JIr. bana Si 

Attractive consumer prices (lowest priced variable 
speed transmission on the market), a “Shop 
Proven” product used ba 2 — orld over by leading 
firms, and attractive, ney-making discounts 
guarantee profitable handling by distributors and 
dealers. Write today for New Catalogue, prices. 
and discounts! 


| Columbia Vari-Speed Co.. Wheaton, Ill. 
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NEVERBREAK 


CHROME BELT LACING 
Covers a wide variety 
of uses - - - Makes a 
multitude of Sales 


e NEVERBREAK has great 
tensile strength — 400 pounds to 
4 inch lace. Heat resistant—it 
was subjected to 240° F. for 60 
consecutive hours and retained 
tensile strength of 325 pounds. 
When wet it dries back to orig- 
inal softness and pliability. 


Also indian Tan and Raw Hide 

Leather, Leather Shoe Laces, 

Leather Aprons, Hand Leathers 
and Special Items 


e Let us help you get those 
special leather jobs which de- 
velop from time to time. 


CALIFORNIA TANNING CO. 


1905-7-9 Shenandoah Ave. 
St. Louis, Mo. 




















We 


sockets, 





by it. 








also manufacture 
drill sleeves and 
lathe centers, 
chuck arbors, and drill 
drifts. Let us handle all 
regular and special re- 
quirements of your cus- 
tomers, We'll give quick 


service and you'll profit 


MAGIC 
TYPE 
CHUCKS 

and 


COLLETS 


Made from 
good grade of 
steel, hardened 


used for dritt 
ing, tapping, 
and reaming. 














THE COLLIS COMPANY 
CLINTON, IOWA 














The Fastest Cutting, 
Longest Wearing Drill 


Ever Introduced! 















PRICES 
REDUCED 


Write for New Leaflet 








Drills 
Tile, etc. 


etc., 50% 


wre | 


FOR 
FREE LEAFLET 
and quick-profit re- 
sale proposition. 








«ha 





In Concrete 
50-75% Faster! 


6 
Stays Sharp Up To 
50 Times Longer 


No more hammering! No more 
chiseling! No more slow, costly 
methods of hole drilling! The new 
Carboloy Masonry Drill 
holes in concrete, brick, tile, slate, 
to 75% faster! Lasts 
up to 50 times longer! 

cutting edge for weeks of 
continuous use. Drills holes accu- 
rate “‘to the hair.” It’s the perfect 


drills 


Holds 


drill for installing 
expansion anchors 
quickly, cheaply 
and easily. 

Get the facts on 
this greatest time- 
saving, money-sav- 
ing drill ever of- 
fered. Tear out 
this advertise- 
ment and mail 


= today for free leafiet and quick- 
profit resale proposition. 

CARBOLOY COMPANY, = 

The Mark of BRD 11131 E. 8 Mile Ave., 





Nt 50) Bod 


MASONRY DRILLS 

















at a low cost. The files are made of 
high speed steel and ground from the 
solid after hardening. —Grobet File 
Corp. of America, 3 Park Place, New 
Y ork City —MILi Su PPLIES, June 10, 
1939. 


Sle felps 


from the 


unt ac lino 


STEEL Propucts—Recently pub- 
lished is a new and improved stock 
list and reference book covering 
alloy steels, bars, bolts, steel plates, 
sheets, rods and other steel products. 
A new type of circular binding which 
allows the book to be manipulated 
with one hand and yet remain flat 
is one of the new features of the 
catalog. This does away with the 
annoyance of having the book close 
as soon as the hand is removed. The 
attractive cellophane process cover 
also has many improved features. Its 
life is longer than the former cover 
and it will not break, crack or show 
fingerprints.—Scully Steel Products 
Co., 1319 Wabansia Ave., Chicago. 


PULLEYS AND Drives ata 
necessary to calculate drives to list 
prices of V-belts, pulleys and acces- 
sories this new catalog, W39, is most 
complete. Supplementary catalogs 
FH39 and AD39 give adilition il data 
on fractional horse power drives and 
adjustable diameter pulleys. Striking 
covers followed by condensed tables, 
interesting application photographs 
and brief de scriptions make up the 
content.—A merican Pulley Co., Phil- 
adel phia. 





WrRENCHES—A new catalog, num- 
ber 239, geared to the requirements 
of the industrial field and covering 
the company’s complete line of wren- 
ches and wrench sets for industrial, 
construction, automotive, aeromotive, 


truck and tractor applications, as 
well as for specialty work, has just 
been issued. This catalog, which 


contains 40 pages and is done strik- 
ingly in red, yellow and black, gives 
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A new belting, built especially 


to meet Canners Needs. 


Resistant to fruit and vegetable 
juices or acids. 


Canners are now buying for 
this season’s requirements.— Cash 
in on Globe KANRY-TEX. 


Write for full details. 


GLOBE WOVEN BELTING 
COMPANY, Inc. 


1400 Clinton St. Buffalo, N. Y. 








IT'S THE 
STEADY SALES 








THAT COUNT! 


There's a constant demand by all 
industrial plants for small maintenance 
tools used in keeping high the effi- 
ciency of large production tools. For 
instance . . . mandrels, grinding wheel 
dressers and cutters. 

A reliable income from this source of 
repeat business depends on delivery 
quality. That is why wise distributors 
have found it profitable to sponsor 
Champion Products .. . the line that 
establishes and keeps cusfomer confi- 
dence! 

A complete catalog is yours for the 
asking. 


CHAMPION EXPANDING MANDRELS 


Designed for simple 
and speedy adjustment 
to a wide variety of 
work, they se// on sight 
to all types of manufac- 


turing plants. 


V2" to 6/2" 








The Western Tool & Mfg. Co. 


Springfield, Ohio 
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ROTARY 
FILES 


GROUND 


Strand °° 


FLEXIBLE SHAFTS 
and MACHINES 


HIGH QUALITY ONLY 


Your satisfied customers are those 
who have bought high quality 
machines. 


Sell them the “STRAND” 


Not acheap 
piece of 
material or 
workman- 
ship in any 
parts that 
gZgo into 
their con- 
struction. 


Thirty- 
four years 
in this in- 
dustry. 

We are ex- 
clusive 
manufac- 
turers of 
this line. 





rr 
N. A. STRAND & CO. 


i¥ 


5001 No. Wolcott Ave. Chicago 





















Consult Victor 
ON 


Special Belts 
ot Special 
Requirements 


The Victor Line is the most 
complete line of textile and 
‘balata belts and specialties 


in the country. 





Save Time.-- 
Consult Victor First! 


BALATA & TEXTILE 
BELTING COMPANY 


53 Park Place New York 


VICTOR 


345 W Hubberd $1 


FACTORY: Easton, Pennsylvania 
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(with  illus- 


complete 
trations ), specifications and list prices 
on all wrench items in the company’s 


descriptions 


line. An especially useful feature of 
the catalog is the price list and page 
index on pages 3, 4 and 5.—Black- 
hawk Mfg. Co., Milwaukee, Wis. 


Packinc—In this new catalog you 
find illustrated 35 packings and a 
complete description of each packing, 
a service recommendation chart and 
weight data.—Eureka Packing Co., 
Brooklyn, N. Y. 


SpeeD Repucers—Catalog 7838 
has a way of holding a reader’s in- 
terest right down to the last line 
and still giving all the necessary 
data regarding speed reducers shown 
in both drawings and photographs. 
Dimensions of each reducer and 
drawings of each leave nothing to be 
desired in ordering. — Stephens- 
Adamson Mfg. Co., Aurora, Ill. 


Aik PAINTING EQuipMENT—A 
new catalog, produced by the plano- 
graph process, and covering com- 
pletely the Paasche line of air- 
brushes, equipment and accessories, 
has just been brought out. This 
catalog, which consists of 48 pages 
and cover, has numerous noteworthy 
features, including a page devoted 
to methods of air application and 
another containing a cross-section 
of a Paasche airbrush, with all in- 
tegral parts carefully indicated by 


number. Full descriptions, specifi- 
cations and prices are given. The 
catalog is profusely illustrated — 
Paasche Airbrush Co., 1909 Di- 


versey Parkway, Chicago. 


Macuine Toots—Just published 
a new general catalog showing the 
complete line of machine tools, in- 


struments and machinery handled 
by this organization. The catalog 
includes mechanics’ tools such as 


vernier calipers, height gages, mi- 
crometers and plug gages; opti- 
cal inspection tools such as_tool- 
makers’ shop measuring, binocular, 
comparison and metallurgical mi- 
croscopes, comparators and projec- 
tors. Also gear testing equipment, 
gear hobbers, gear grinders, thread 
and worm millers, relieving lathes, 
saw sharpeners; machinery for in- 
strument making such as automatic 
turning lathes, pivot burnishing ma- 
chines, opticians’ turret lathes, jig 
borers; hand tachometers, speed in- 
dicators, lathe chucks. — George 
Scherr Co., New York City. 


MatertAts HANDLING Egutp- 
MENT—A 960-page general catalog 
(No. 87) containing complete infor- 
mation on this firm’s complete line of 
products has been announced. Pro- 
fusely illustrated and containing 
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Curtis 
AIR HOISTS 


and 


CYLINDERS 


also 
1-Beam Trolleys 


Pendant, Bracketed 
and Rope Compounded 
styles. Extremely ac- 
curate control. Cost 
little more than chain 
block. Maintenance 
negligible. Operating 
cost very low. Not 
harmed by dust, fumes, 
moisture, heat or over- 
loads. Capacities up 
to 10 tons. 


Curtis all-steel I-Beam 
trolleys — adjustable— 
| k self-equalizing — large, 


Send for new 28-page booklet, any 
Air is Being Used in Your Industry" 
C U RTI Cylinders, Air Holsts « I-Beam 
CURTIS PNEUMATIC MACHINERY CO. 


1928 Kienlen Avenue St. Louis, Mo. 


Compressors « Air & Hydraulic 

















KEEP-UP WITH 
THE INDUSTRIAL 
SUPPLY BUSINESS 


Subscribe to 
MILL SUPPLIES 


Have it sent to your 
home. 


i is only $1.00 
per year. 


MILL SUPPLIES is THE paper of the 
industrial distributor trade. It is 
edited in the interests of the supply 
business. It has been a constructive 
force in the development of dis- 
tributors. Each month it brings 
trade product information, 
sales helps, marketing ideas, etc. 


news, 


Every industrial supply salesman, 
buyer and executive in the industrial 
supply business should be a sub- 
scriber. Send your subscription in 
today. 


MILL SUPPLIES 


330 W. 42nd Street, New York City 

















| well-arranged tabular matter, the 
data in this book is so presented that | 
the engineer can incorporate this | 
class of equipment in his plans with 
the least amount of effort and delay. 
It covers a complete line of convey- 
| ors, elevators, chains, sprockets, 
transmission machinery, electric vi- 
brating 


MECHANIC'S 
STANDARD 
NO. 32A TORCH 
One Quart Capacity for Gasoline 
BUILT FOR HARD USE 


Gives definitely superior service on the job 
where performance counts. 


rj 
O 
= 
| 
wn 


feeders, coolers, 
dryers, crushers, pulverizers, shred- 

| ders, portable loaders and conveyors, 
stackers.—Jeffrey Mfg. Co., Colum- 
bus, Ohio. 


screens, 


FLEXIBLE SHAFT EQuipMENT—Now 
ready for mailing is a new 24-page 
| catalog illustrating this firm’s com- 
| plete line of flexible shaft equipment, 
together with the many attachments 
that may be interchanged with them. | $ 
—Swartzs & White Mfg. Cé.. 215 | 
Washington St., Binghamton, N. Y. | 








All Standard Sizes 2'/2 to 12’’. Inclusive, 
Are Available for Prompt Shipment 


Harris stainless steel floats are cor- 
rosion resisting, suitable for use 
under high pressures and tempera- 
tures and are built for long life 
under severe service. Diameters 
2%" to 30”—special styles to order. 
Our engineers will assist you in 
your selection. Write today. 


Floats also fabricated from COP- 
PER — STEEL — MONEL 
NICKEL — ALUMINUM—EVER.- 
DUR—BRASS—KA2 SMO. 


ARTHUR HARRIS & CO. 


210-218 N. Aberdeen St. 
(formerly Curtis St.) 


CHICAGO, ILLINOIS 





ADJUSTABLE FLAME CONTROL 
Produces a smooth intense flame of large 
volume which can be reduced to a small . lete line of Re 
pointed flame. comp “ ine Se See 

| spectacles, masks, welding helmets | 

ee Se oe ae " | and other safety devices. Besides 
Steel Lined Veins to Retard Carbon regular product listings there is gen- 
BRASS TANK HIGHLY POLISHED eral information on how non-shatter- 


ing lenses are made; what a worker 
Bottom filler. 


should wear when exposed to ultra- 
CLAYTON & LAMBERT MFG. CO. 


violet and infra-red light rays; and 
DETROIT, MICHIGAN 


HeAp AND Eye Protectors—A 
| new 48-page catalog lists a wide and 


a table showing what type of respir- 
ator is needed for over 325 harmful 
gases, fumes, mists and dusts.—Chi- 
| cago Eye Shield Co., 2300 Warren —____—- 


| Blud., Chicago. L jeiecuipabinnaniellbestsed 


V-Bett—This new bulletin on an 
adjustable V-belt tells of its money- 
saving features and shows how it may 
be applied. Application photographs 
give a clear picture of just how it 
is used with tables of engineering 
data for ordering the proper size.— 
Manheim Mfg. & Belting Co., Man- 
heim, Pa. 


EST. 1884 























SPEED 


Controts—Complete — in 
| every a new eight-page | 
| 


respect is 
| catalog on vari-speed controls. The 
catalog contains all necessary speci- | 
| fications, illustrations and engineer- 
| ing data—Vari-Speed Co., Wheaton, 
Til. 


There are over 100,000 portable electric 
blowers in use today—great proof of use- 








CovupLinc—Bulletin 4630 tells of 
a new controlled torque “Steelflex” 


coupling for the protection of me- | 


chanical drive systems against dam- 
age caused by shock overloads. The 
coupling is said to afford protection 


| against peak loads which range any- 


where from 500 to 1,000 per cent of 
the normal that snap off 
shafts, damage housings and _ raise 
general havoc. It also performs the 
usual features of a resilient coupling, 
damping out shocks, reducing vibra- 
tion, allowing parallel and angular 
shaft misalignment, etc.—Falk Corp., 
Vilwaukee, Wis. 


torques 
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fulness in industry and constant, steady 
demand on the jobber for this type of 
cleaning and maintenance tool. 


Breuer’s Ball Bearing Tornado 5 Model 
Line more completely meets the demand 
with greater power, better construction 
and appearance and higher efficiency. If 
ou are not stocking or selling Tornado 
Stowers. write at once for details of our 


NEW SALES PLAN 


designed to help you sell more blowers 
at greater profit. rite at once for com- 
plete information, free catalog sheets and 
envelope stuffers. No obligation. 


BREUER ELECTRIC MFG. CO. 


5078 N. Ravenswood Ave., Chicago, Ill. 


Can, Distr. Ellis & Howard, Ltd., Kitchener, Ont. 









BREUER S BALL BEARING 


“TORNADO 


PORTABLE ELECTRIC BLOWER 
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backfires 


The Manager’s Page... a meeting ground for discussion of problems 


common to distributors and manufacturers 


the fog of misunderstanding which may exist between the two 


seeking to dispel 








BA letter received this week brought to 
mind a conviction we have had for some 
years which runs something like this—a 
great deal of the effort and money now 
being wasted by American business could 
be saved if businessmen would adhere more 
closely to that one of the Ten Command- 
ments which covers telling the truth. 


® For a specific example, let’s look at the 
case of the manufacturer who goes into a 
city, signs up a distributor and tells him that 
all sales in the territory will be made 
through him. The distributor puts an edu- 
cational and sales drive on the line and 
begins to get results as he is recognized as 
the source of supply on this line by indus- 
trial buyers. Our manufacturer friend, how- 
ever, finds himself impatient with the slow 
but steady progress being made and he signs 
up two or three additional distributors or 
snaps up a few “juicy” orders direct. These 
actions are not secret very long. His first 
distributor finds them out and throws the 
line out to the accompaniment of much cuss- 
ing. Both parties now must go to the ex- 
pense of regaining, with a new line and new 
distribution outlets, the ground lost. Isn’t 
this situation—unfortunately not uncommon 
—one in which real money and much hard 
work could have been saved by the applica- 
tion of a slight dose of frankness? 
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# The situation is not too different on the 
other side of the fence. Let’s take our man- 
ufacturer friend again. He gives his line, on 
an exclusive basis to a distributor with the 
understanding that only his line will be sold. 
The distributor puts on a sales drive, begins 
to make progress and then finds himself 
unable to convince one big buyer that his 
manufacturer’s line is best. To take care of 
this one buyer, he puts in a small stock of a 
competitive line without saying anything to 
his manufacturer. Again they go through 
the “blowing up” process and the necessity 
for rebuilding. It would take the business 
of many large buyers to offset the loss occa- 
sioned by this broken promise. 


® Not being in the soul-saving business, we 
have pointedly stayed away from the morals 
involved in the two examples above. Never- 
theless, it is our firm belief that strict hon- 
esty in business relationships is the right 
course to follow. 


® Furthermore, we are sure that the “occa- 
sional breaking of faith” which “nobody is 
going to know about” results in very real 
dollar losses which come from the pockets 
of both the manufacturers and the distribu- 
tors alike. 


Jim CHANNON 
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STARRETT 
and 
LAST WORD 
DIAL 
INDICATORS 


SALES POSSIBILITIES are endless when you sell the complete line of STARRETT 
and LAST WORD Dial Indicators. Recommend STARRETT Dial Indicators for production in- 
spection operations and for mounting on machine tool spindles, jigs, fixtures, etc. Sell LAST 
WORD Indicators for maximum adaptability to varied gaging operations. Consult Starrett Dial 


Indicator Catalog “EG” (Second Edition) for complete information. 


THE L. S. STARRETT CO., ATHOL, MASS., U. S. A. 


World’s Greatest Toolmakers — Manufacturers of Hacksaws Unexcelled — Steel Tapes, Standard for Accuracy — Dial Indicators for Every Requirement 


TOOLS - DIAL INDICATORS - HACKSAWS — 
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